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State of the 





ation’s Economy: 
Up 

CoNsTRUCT{ON — More money 
ent for new construction 
ird§1952 quarter than in 
i quarter in nation’s 











history.. Tptaled $9,300,000,000, 
compared ith $8,700,000,000 in 
third quanér of 751. 


Onm—World output of crude prod- 
uct totaled 4,282,977,000 barrels in 
1951, a 12.8 percent increase from 
1950. U. S. production rose by 13.7 
percent, or 270,900,000 barrels. 


BanK Loaninc — Business loans 
increased $90,000,000 during week 
ended Sept. 24 at Federal Reserve 
member banks in leading cities 


across the nation. 
+ * * 


Down 


CarRLoapDINGS —In week ended 
Sept. 27 were off 0.3 percent from 
the 1951 week and 1.3 percent 
below the preceding week. Load- 
ings totaled 862,061 cars, a decline 
of 2,514 from like 1951 week. 


N. Y. Times INpeExX—For week 
ended Sept. 27 declined to 173.3 
from 175.1 in preceding week. 
Figure for week ended Sept. 29, 
1951, was 168.4. 

AvtTo Propuction—Between Jan. 
1 and Oct. 11 of this year there 
was a total of 4,403,176 cars and 
trucks produced in the U. 8. and 
Canada, against 5,955,419 units in 
the same ’51 period. Cars made in 
U. 8. totaled 3,199,299, compared 
with 4,446,093 in prior year. 


OPS Undecided 
On Pushing New 


Questionnaire 


ASHINGTON.—The possibility 

that the OPS questionnaire 
case involving 1,435 dealers might 
be dropped appeared more likely 
last week. 

Present status is this: The orig- 
inal lengthy questionnaire has been 
simplified following protest by 
NADA to the Bureau of the Budget. 

Now it is caught in a bottle- 
neck of indecision and disagree- 
ment among OPS officials. Thus, 
the date of its mailing is uncer- 
tain. Once it is mailed, dealers 
will have 30 days after they re- 
























replies. 





test case.on CPR 83. This regula- 






after the suit was started. 

Now the questionnaire has been 
considerably modified, and is un- 
derstood to be far less burdensome. 

























ceive it in which to return their | 
The questionnaire involves a Utah 


tion itself was modified drastically | 
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The Newspaper of the Industry 


AIL U.C. Prices Off; 
Index Drops to 


5-Month Low | 


Average Down $25 
For Year’s Record; 
°52s Affected Most 


By Sam Sampson 
Staff Writer 

| erage ete sige a two-week period 

in which the used-car market 
appeared to stiffen against steadily 
falling prices, wholesale used-car 
values continued downward again 
last week. 








The prices of all models were 
off, according to Automotive 
News’ wholesale price index, and 
the overall average price fell $25 
last week to stand at the lowest 
point since the first week in May 
—$1,194. 

Reports said that buyers and 
dealers are hesitant to buy even at 
lowered prices in the face of a fall- 
ing market, especially since it is 
uncertain what will happen to the 
market following the introduction 
of the 1953 models. That parade 
will start this week, when Kaiser- 
Frazer shows its new models to 
the public. 


* * * 


| fact that prices were down 
on all models compares the 
week to that of the first seven days 
of January—the only other time 
this year when all prices tumbled 
at the same time. In addition, the 
$25 loss in the overall average price 
is the greatest loss recorded this 
year. 

However, in view of reports 
that retail activity has not 
dropped off proportionately, it is 
indicated that dealers are tight- 
ening up and waiting to see what 
develops. Most areas report that 
used-car dealers are controlling 
stocks carefully, and concentrat- 

(Continued on Page 45, Col, 1) 





Production 


Automotive News Estimates, 
U. 8. Cars, Trucks 


134. 
131,814 _ 


114,949 





1951 
Week 


For complete production totals 


Prev. 
Week 


Last 
Week 


by makes,. see table, page 46. 






“53 Henry J Line Introduced for Dealership Display— 

Among the 40 modifications on the 1953 Henry J models, which will be unveiled to the public Tuesday, are a padded instru- 
ment-panel crash pad, greater performance and overall length, and a new heavy-duty clutch assembly, K-F says. Front-seat 
cushions are deeper and back-rest padding softer, upholstered throughout in a combination of wool fabrics and vinyls. New 
80-horsepower Corsair Deluxe model is pictured above. (See story on page 2.) 
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DETROIT, OCTOBER 13, 1952 


Field Stocks Up 





* 


To 6.8 Cars Per Dealer 








Dealers’ Average New-Car Stocks 


(In Field and in Transit to Field) 


6.8 CARS 


OCT. 1, 1952 


* 





6.9 CARS 


PREVIOUS 


HIGH 
12.3 Cars — Apr. 1, 1951 


Sept. 1, 1952 


Sept. 1, 1951 - 


Nov. 1, 1951 


RECORDS 


LOW 
3.9 Cars — Aug. 1, 1952 


—Automotive News estimates 





Week’s Output of 131,814 
Maintains Hot Pace 


By Bernie Thomas 
Associate Editor 

HILE there was a slight drop- 

off from the previous week, 
due to model changeover troubles, 
auto production last week remained 
at the high level of 131,814 vehicles 
(102,418 cars and 29,396 trucks). 

In the previous week, the out- 
turn was 104,905 cars and 29,630 
trucks—a total of 134,535 units, ac- 
cording to Automotive News esti- 
mates. 

When Chrysler Corp.’s conver- 
sion work is out of the way, all 
signs point to the industry as a 
whole getting busy on five or six 
of the biggest production weeks 
of 1952. 

Production at the highest level 


mt 


at the Paris 


of the year seems certain for Oc- 


tober, and the output rates in ef- 
fect at the end of this month should 
result in even higher volume during 
November. 
* + x 
IX and even seven-day-a-week 
assembly is planned for the im- 
(Continued on Page 46, Col. 1) 


Farrington Heads 


NADA’s Office 


ASHINGTON.—Charles J. Far- 
rington, whose official title is 
“assistant to the president of 
NADA,” was placed in charge of 
the association’s national headquar- 
ters last week following the sudden 
resignation of M. Robert Deo as 
managing director. 


The arrangement is a temporary | 


one, AUTOMOTIVE News was told. 
There was no one to say wheth- 
er the appointment might be 
made permanent. It is believed, 
however, that it will last only un- 
til Congress convenes in January, 
(Continued on Page 44, Col. 4) 


Model Cleanup 


Optimism Rises 


Oct. 1 Inventory Still 
Below Year Ago as 
°53s Start to Arrive 


J i biggest volume of factory 
shipments since June, 1951, has 
swelled the average U. S. franchised 
dealer’s stock of new cars by 35 
percent. 


According to Automotive News’ 
monthly survey, the average 
dealer had a potential inventory 
of 6.8 new cars on Oct. 1, as 
against five on Sept. 1. However, 
this was still below the 7.4 aver- 
age on Oct. 1, 1951. 


On Oct. 1, this year, the survey 
found, the number of new cars at 
all U. S. franchised dealerships— 
plus those warehoused by dealers 
and factories, demonstrators and 
still in transit—totaled 305,262, as 
compared with 226,091 a month be- 
fore and 330,262 on Oct. 1, 1951. 


* * * 


[DESPITE the September stock 

buildup, only a few dealers said 
in the latest survey that they could 
make immediate delivery of any 
model or body style in their line. 
All the dealers so reporting do 
business in a few scattered metro- 
politan areas around the country. 

Many dealers reported an un- 

(Continued on Page 43, Col. 1) 


Top Cars 
New-car registrations for eight 
months. 
1952 Pos. 
1—536,042 
2—439,821 
3—295,512 
4—201,747 
5—171,544 
6—171,274 
I—141,332 
8—115,745 
9—108,892 
10— 95,834 
11— 80,155 


Make 
Chev. 
Ford 
Plym. 
Buick 
Dodge 
Pontiac 
Olds. 
Mercury 
Stude. 
Nash 
Chrysler 
DeSoto 
Cadillac 
Hudsen 
Packard 
Kaiser 
Willys 
Henry J 


1951 Pos. 
776,199— 1 
626,779— 2 
403,275— 3 
281,935— 4 
209,035— 6 
239,572— 5 
166,583— 8 
141,246— 9 

91,943—11 
110,525—10 
77,350—12 
67,328—14 
71,587—13 
46,832—15 
38,897—16 
18,720—18 
38,641—17 
Lincoln 17,744—19 
Austin 2,237—21 
Brit. Ford 2,145—22 
2,394 Crosley 3,935—20 
1,070 Allstate 

Total All Makes 

2,695,997 3,639,341 
For further details see page 
40, today’s issue. 


12— 61,696 
13— 57,471 
14— 55,051 
15— 47,279 
16— 27,149 
17— 26,462 


18— 
19— 
20— 
21— 
22— 


23— 


21,909 
17,969 
3,386 
2,415 





Here’s How °53 Models Look ... 





Paris Gets Chrysler Scoop 


By George L. Glaser 

Special to Automotive News 
ARIS.—A major surprise was 
sprung on the automotive world 
Automobile Salon 
when Chrysler Corp., the first 
American manufacturer to do so, 
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publicly unveiled some of its 1953 
models. ; 

All of the redesigned Chrysler 
lines feature a lower, sleeker 
appearance. Engine hoods and 
front fenders are modeled so as 
to give a full view forward 
through the curved, one-piece 
windshield. Rear fenders are of 
the “fishtail” type, projecting be- 
yond the trunk lid, and rear 

(Continued on Page 48, Col. 1) 


2 —$—$—$ $$ 


At °52 Price Level... 
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Longer Henry J Bows 


With More 


fo performance and re- 
styled interior appointments 
feature the 1953 lines of Henry J 
ears, which will be announced 
Tuesday and will go on display, 
along with new Kaiser models, at 
dealer showrooms Friday. The new 
Kaisers will be announced Thurs- 
day. 

K-F announced that prices for 
its 1953 models would hold “ap- 
proximately the same as 1952 lev- 
els.” Since the Henry J is the 
first of the 1953 models, observ- 
ers speculated that it might pro- 
vide a clue to the general price 
trend. 

Basic modifications in the Henry 
J series include an instrument- 
panel crash pad, greater overall 


General Tire Seeks 
To Sell Rights 
To Crosley Car 


AKRON.—General Tire & Rub- 
ber, which acquired controlling in- 
terest in Crosley Motors, Inc., three 
months ago, is seeking to resell the 
car name, rights and other assets 
of the former midget-car maker in 
one package, officials of General 
Tire made known last week. 

At the time of the purchase, Gen- 
eral said it planned to use Crosley’s 
Cincinnati and Marion (Ind.) plants 
to expand its own production facili- 
ties. 

It appears to observers that 
General won’t make a disposition 
of Crosley until it can obtain at 
least the bulk of the outstanding 
stock. Owing to this, it was said, 
a lot will depend on the attitude 
of the 1,400 minority stockhold- 
ers, who retain about 44 percent 
of the shares. 

Already the Akron firm has made 
clear that it does not want to suc- 
ceed the Crosley management and 
enter the automobile business. 

Acquisition of the minority stock 
has awaited completion of an audit 
of Crosley Motors’ books, so that 
General could have an accurate re- 
port on the book value of the stock. 

A preliminary report on Crosley’s 
status, released last week in the 
form of a report on the 1952 fiscal 
year ended July 31, disclosed the 
extent of the company’s financial 
crisis on that date. 

The report showed that Cros- 
ley’s net assets, or working capi- 
tal, totaled only $14,897. 

Sales during the preceding year 
had dropped 36 percent, from $8,- 
795,000 to $5,617,542. 

Losses were $1,981,486, compared 

(See CROSLEY, Page 43, Col. 1) 


Guyer Heads Up 


Altoona Group 


ALTOONA, Pa.—Blair Guyer has 
been elected president of the Blair 
County Automobile Dealers Assn. 
Guyer is a Dodge-Plymouth dealer 
in Hollidaysburg, Pa. 

At its annual meeting, the asso- 
ciation also elected Guy Glenn, 
vice-president, and reelected B. W. 
Wilkinson as_ secretary-manager. 
Directors are George W. Bixler, 
Paul Wilson and M. Edwood Au- 


gustine. 






Power 


length and a new heavy-duty clutch 
assembly. 

Performance has been increased 
by the addition of greater capacity 
in the oil-flow system and reduc- 
tion in bearing loads as a result of 
changes in piston design, K-F says. 

* + + 


——— by a rear bumper 
and splash shield, length extends 
to 181 inches on the Corsair and 
184 inches on the Deluxe, three to 
six inches longer than previous 
models. 


Mechanically, K-F reports, the 
Henry J models feature powerful 
high-compression L-head engines, 
with the four-cylinder Corsair 
delivering 68 horsepower and the 
six-cylinder Deluxe turning out 
80 horsepower. The 17.5-foot turn- 
ing radius and high power-to- 
weight ratio, says the company, 
continue to provide a high de- 
gree of maneuverability. 


Patterned after the Kaiser’s safe- 
ty panel, the Henry J crash pad ex- 
tends the full length of the dash- 
board. The impact-absorbent foun- 
dation is upholstered in supported 
vinyl in a new embossed design 

(See HENRY J, Page 46, Col. 4) 


By Ed Janicki 
Staff Writer 

HILE there’s been a lot of talk 

lately in Washington about re- 
shuffling aircraft production— 
which would affect many auto pro- 
ducers—it seems now that any 
recommendations to reduce the 
military procurement program will 
not be adopted. 

The Aircraft Production Board 
recently turned thumbs down on 
suggestions of Acting Chairman 
W. L. Campbell to change virtu- 
ally the entire aircraft program. 
Campbell’s plan called for the 
cancellation of many large con- 
tracts and stepping up production 
of new planes which are still in 
the drawing-board stage. The 
APB fiatly rejected Campbell’s 
plans for concentration on fewer 
types of engines. 


Instead, the Navy announced that 
it ‘plans to continue producing the 
Westinghouse J-40 engine. Contract 
for the J-40, called the most power- 
ful American jet engine, was given 
last month to Lincoln-Mercury, 
which will turn out the engine at 
its new $50,000,000 plant at Romu- 
lus, Mich. 

* * * 


AMPBELL had suggested drop- 

ping the J-40 program “because 
of production difficulties,” and rec- 
ommended assigning other engines 
to planes for which the J-40 had 
been planned. 

At the same time, the Air Force 
revealed that it has no intention 
of cancelling its program for the 
British-designed Sapphire J-65 en- 
gine, as suggested by Campbell. 

It said it would push produc- 
tion of the engine at Curtiss- 

Wright and Buick. Buick, which 











Paris Sees New Chrysler Sports Coupe— 


The latest development in Chrysler's studies of advanced design is represented by 
this “Special’’ sports coupe, exhibited at the Paris Automobile Salon. The car, like 
Chrysler's experimental C-200 and K-310, was built by Ghia in Turin, Italy. Chrysler 
“scooped” the auto industry in the introduction of 1953 models by displaying, at the 
Paris show, its new Plymouth, Dodge, DeSoto and Chrysler export models. (See descrip- 





Cut in Planes Unlikely 


Aircraft Board Rejects Plan to Trim Production; 
Navy, Air Force Push Orders 





Buick’s sports car, the Skylark—with a price tag expected to be under $6,000—will 
be turned out in “limited quantities” next year, Ivan L. Wiles, general manager, 
announced last week. Offered in connection with the firm's golden anniversary, the 
upcoming version will carry out the same sports-car motif but will present many 
innovations in styling and design, he said. Since the experimental model was intro- 
duced last July, dealers everywhere have received queries on when it would be offered 
for sale, Wiles said, and many have accepted orders for the car. It is built on the 
Roadmaster convertible chassis. 


tion of new models on page 1.) 


Name Change Is Big Issue 
At NUCDA Convention 


CLEVELAND. — Discussions of 
the business outlook and goodwill 
problems will be among the high- 
lights of the annual convention of 
the National Used Car Dealers 
Assn. which opens at the Hollenden 
Hotel here Thursday (Oct. 16). 


One of the top issues to be 


is producing the engine under a 
license agreement with Wright, 
delivered the first engine off its 
pilot assembly lines late last 

month. 

General Motors also announced 
last week that it will go ahead with 
plans to finish its dual-purpose 
plant in Arlington, Tex., where the 
Navy originally planned to build a 
Grumman-designed airplane. 

* * * 


AMES L. CONLON, general man- 

ager of the Buick-Oldsmobile- 
Pontiac assembly division of GM, 
told Automotive News: 


“The change in the Navy’s plans 
(See DEFENSE, Page 48, Col. 3) 


N.Y. State Dealers 
Hit Back at OPS 


For ‘Smearing’ 25 


ALBANY.—C. D. Henderson, 
executive vice-president of the New 
York State Automobile Dealers 
Assn., last week delivered a with- 
ering blast at what he called an 
“OPS propaganda bid” in connec- 
tion with 25 alleged violations of 
Ceiling Price Regulation 94, the 
used-car regulation. 

OPS, in stories released to home- 
town newspapers before affected 
dealers were notified and before 
restraining-order suits were filed, 
called the alleged violations “appar- 
ently deliberate practices to with- 
hold vital pricing information from 
used-car buyers.” 

“Dishonesty is not the issue 
here,” Henderson said. “These 
dealers are not even accused by 
OPS of dishonesty in any form. 

“They are accused of failing to 
fill in all the red-tape rules OPS 
has issued, and yet OPS mailed out 
press releases, even before charges 
were filed in court, which bally- 
hooed the action as a scandalous 
expose.” 

Henderson lashed at the New 
York regional OPS office for “de- 
liberately and viciously” smearing 
25 dealers “solely for propaganda 
reasons” in the press releases, 
which received prominent display 
in dealers’ local newspapers. 

“We do not claim that these are 
trumped-up charges,” Henderson 
said, “but we do claim that they 
are molehill charges of the pettiest 
kind which have been magnified 
by the OPS into mountains, with 
the vicious implication that these 
businessmen have been trying to 
cheat or gouge or pull the wool 
over the public’s eyes.” 

Henderson urged the dealers to 
tell the public their side of the 
story by advertising in their local 
papers. 





decided is whether the name of 
the association should be changed 
to the National Independent Au- 
tomobile Dealers Assn. 

Those urging such a _ change 
would like to set the more reputa- 
ble used-car merchants apart from 
the broad general classification. 
They argue that crooks, fly-by- 
nights and reputable merchants all 
share the name of used-car dealers. 

Through their association, they 
would like to establish a name 
for reputable merchants that the 
gyps could not share. 

On. the other hand, some argue 
that the name “National Used Car 
Dealers Assn.” is descriptive, and 
that the association has already 
promoted better public relations 
through its code of ethics and sym- 
bol used by members. 

At present, NUCDA is polling 
its members on this issue so that 
a record of member opinions will 
be ready for directors at the con- 
vention. 

On the business side, Dr. Edwin 
C. Nourse, one of the country’s top 
economists, will discuss “The Auto- 
mobile Outlook for 1953;” Thomas 
J. O'Neil, Ford director of product 
sales and organization planning, 
will talk on profitable used-car 
management, and N. F. Lawler, 
Nash director of advertising, will 
speak on “Can the New-Car Dealer 
Be a Good Used-Car Merchan- 
diser?” 


Committees and _ directors of 
NUCDA will meet Wednesday 
afternoon. 


The convention opens formally 
at 2 p.m. Thursday. Speakers for 
that day include President James 
C. Downing on “What’s Ahead 
for NUCDA;” David P. Whelchel, 
executive vice-president of the 
Tennessee Automotive Assn., on 
“Real Benefits Come from Organ- 
ization and United Cooperation,” 
and O'Neil. 

Friday starts with a breakfast at 
8:30 to which all delegates are 
invited. In the morning session, 
Miles Elliott, NUCDA field director, 
will discuss his job of selling 


NUCDA; Joseph B. Danzansky, 
(See U.C. PARLEY, Page 43, Col. 4) 





NADA Advisory Committee at Chicago— 








Four More Cities {f 


Set Auto Shows 


19 Dealer Groups 
Now on Schedule 


By Ed Howard 
Staff Writer 

OUR more dealer associations 

have joined the growing list of 
those planning shows for this 
winter and next spring, raising the 
total to 18 definitely committed. 

At least six others are reported 
leaning toward the same decision. 
Newest announcements include: 

ST. LOUIS—Jan. 31-Feb. 4, 
Greater St. Louis Automotive 
Assn., Exposition Hall, Kiel Audi- 
torium. The show will include 
exhibits from allied fields, the 
association says. 

SPOKANE—Date and details not 
yet set, but show will be “sometime 
in spring,” according to Spokane 
New Car Dealers Assn. 
ROCHESTER, N. Y.—March 14- 
21, Rochester Automobile Dealers 
Assn. 
* * * 
AIBUSUERQUE, N. M.— Date 
undecided by sponsor, Bern- 
alillo County New Car and Truck | | 
Dealers Assn. However, Bill Ran- 
dolph reports the affair will be an 
outdoor show. 

One major asset — besides the 
weather — that is a boon to the 
unique Albuquerque show is the 
availability of 200,000 square feet 
of paved parking lot for exhibi- 
tion space in the heart of the city, 
on the state fair grounds. 

On the “tentative” list are three | 
Idaho associations, according to | 
Secretary Leon L. Weeks of the 
state group. He expects Pocatello, | § 
Boise and Lewiston to hold shows |g 
next spring. 

* 


x * 
"= Oregon Automobile Dealers 
Assn. reports that Portland 


dealers will in all likelihood put on 
a show again this yeur, but it 
knows of no others in the state. 

Last year’s Portland show, first 
since 1939, topped all previous at- 
tendance records easily by drawing 
more through the gates in the first 
three nights than any previous 
complete show had chalked up. 

Still to be heard from are cities 
like Denver, Washington and Syra- 
cuse, N. Y. 

Denver’s 40th show last year— 
first since 1941—drew more than 
100,000 persons. Attempts of fire- 
men to keep attendance down to 
safe limits caused at least one 
near-riot. 

Washington's 23rd show drew 
130,000, while attendance in Syra- 

cuse, for the dealers’ 43rd show, 
reached 36,000. 

Still going on, at press time, as 
part of the Texas State Fair, is the 
Dallas auto show which started 
Oct. 4. It will continue until Oct. 19. 


L. A. Dealership to Shut 


For All-Out Vote Drive 


LOS ANGELES.—The Ford 
dealership of Jack Fraim on N. 
Figueroa St. will be closed Nov. 
4, election day. Company cars 
will be furnished to all of 
Fraim’s 45 employes, and all will 
work together to take voters to 
the polls. 


| 
, 































Conducted by Frank H. Yarnall, director for metropolitan Chicago, the Region 4 
NADA advisory committee met in the Windy City to discuss problems affecting Illinois, 
Wisconsin and lowa dealers. Shown are (seated, from left): Ola J. Thomas, vice- 
president, Illinois Automotive Trade Assn.; Lee D. Craig, president, IATA; C. W. 
Coons, executive manager, IATA; Edward L. Cleary, general manager, Chicago Auto- 
mobile Trade Assn.; B. B. Burns, NADA director for Illinois; Yarnall, acting for Frank 
Collard, Waterloo (ia.) NADA regional director, who was ill; A. C. Hall, NADA dire«- 
tor for Wisconsin, and Harry Seidel, immediate past president, Wisconsin Automotive 
Trade Assn. Standing are: Erwin Deising, president, WATA; Alfred W. Kahl, secretary- 
manager, lowa Automobile Dealers Assn.; Ray Chamberlain, NADA convention ard 
exposition manager; Lovis Milan, executive vice-president, WATA; Alfred Kabhi, 
secretary-manager, lowa Automobile Dealers Assn.; D. C. Barnhart, NADA assistant 
managing director; Ross E. Kelsey, personnel director, Chicago Automobile Trade | 
Assn., and Walter Kiplinger, NADA director of public relations. 
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A ANY dealers will be in a com- 
L petitive market this fall. If 
automobile production is not inter- 
rupted by strikes or war, all deal- 
ers will reach a highly competitive 
situation by next spring. Over-al- 
lowance will be rampant. It is go- 
ing to require good planning and 
good management to retain a 
profit. 

Some people are overly opti- 
mistic on the market for new 
ears. It is true that this nation 
enjoys great prosperity. More 

ple are on payrolls and at a 
higher rate than ever before. But 
the prosperity is not nearly so 
general as is suggested in the 

current political speeches. Mil- 
lions of individuals in America 
—people living on pensions, an- 
nuities, and other fixed incomes 
have been robbed of half of their 
purchasing power by inflation 
during recent years. 

With each new-car price increase, 
many new-car prospects from all 
classifications are removed from 
the market. Freight rates have 
gone up, too, and that fact will 
affect the market, particularly on 
the Pacific coast. In spite of a 
generous used-car allowance and 
more liberal finance terms, many 
people will find themselves unable 
to meet the monthly payments for 
a new car of their choice. 

But a dealer need not lose such 
owners as customers. The best way 
to save such a deal is to sell the 
customer on rebuilding his old car 
by renewing the original engineered 
efficiency, appearance, comfort and 
safety of it. Owners can readily 
meet the budget payments on a re- 
building job. In reconditioning his 
ear, the owner would have a good 
investment in personal transporta- 
tion. The dealer, because he got 
normal markup on parts and labor, 
would come out as well, if not bet- 
ter, profit-wise than if he sold a 
new car at full list price. 

7 s * 


Keep as Prospect 
ee we sell a car to an owner 
at a price beyond his means, 
we are not really serving the fac- 
tory or ourselves. We are certainly 
harming the owner. We are keep- 
ing that owner out of the market 
while he struggles and refinances 
his new car at a cost that proves 
a real hardship to him. We must 
sell rebuilding jobs to prevent cus- 
tomers of many years standing 
from stepping down to a lower 
priced car. It is the only way we 
- save the business for our own 
ne. 

This is the only way we can keep 
this customer on our books. If he 
remains on our list of owners and 
in the future becomes a new-car 
prospect again, he is our prospect 
and not some other dealer’s pros- 
pect. 

Dealers are going to need the 
business of rebuilding cars for 
owners for a great many reasons. 
In the first place, most dealers 
have added much equipment to 
take care of reconditioning used 
cars. Rebuilding customers’ cars 
makes for fuller use of this 
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By John O. Munn 


equipment, Another thing, if a 
dealer rebuilds any percentage of 
his cars in his territory, he is 
getting the repair business at one 
time and will not run the chance 
of this business going to some 
independent, piecemeal. Then 
again, there is full profit on a re- 
building job, both parts and la- 
bor. The dealer can immediately 
get full cash for the work be- 
cause most finance companies 
are more than glad to handle the 
repair paper for their dealer ac- 
counts. 

There is another reason for a re- 
building job—it gives a dealer an 
opportunity, at the customer’s ex- 
pense, to keep the cars of the line 
he sells in his territory more pre- 
sentable. A further reason for do- 
ing it is that when the dealer takes 
in these cars on a new one or on a 
late model used one, the car is in 
much better condition and costs 
him less to fix it up before placing 
it on his used-car lot for sale. 

- * 7 


Can Be Restored 


ERHAPS dealers in the past 

have overlooked the opportu- 
nity of rebuilding cars. Before the 
war a thorough rebuilding was 
seldom justifiable. Now all cars are 
better cars. They are higher priced, 
too. There are more original miles 
built into them and less expensive 
to recondition. An owner of a post- 
war car can immediately have a 
new paint job, new tires, new bat- 
teries and new motor, if necessary, 
all at a monthly payment cost that 
is within easy reach of his budget. 
Another consideration in promoting 
rebuilding jobs is the fact that if a 
customer who bought a new car of 
a dealer three or four years ago 
and has not already bought a new 
car, he is probably out of the mar- 
ket for a long time for another new 
car. 

But he owns a car. It is a good 
piece of merchandise. The used-up 
miles can be restored. By such 
treatment owners save money, are 
kept happy, remain on the dealer’s 
list of customers, and the dealer 
can make a profit. Rebuilding jobs 
are not an expense to the owner. 
Quite the reverse is true. If he lets 
the car go, he might run on to a 
wreck or the car might require 
costly maintenance done at incon- 
venient times. 

When you do a rebuilding job, 
there is always a chance to sell 
accessories. The customer who is 
having his car rebuilt, rather 

than buying a new one, can af- 
ford to add a great many acces- 
sories that he wouldn’t indulge 
himself on when he buys a new 
car. 

The complexion of an automobile 
dealer’s place of business has been 
changed since the war. He has 

probably added a painting depart- 
ment, a body department and an 
upholstery department. He must 
keep these departments busy and 
rebuilding customers’ cars helps. 


Another thing about rebuilding 
cars is that such work is not usual- 
ly rush work. An owner expects to 
give up his car, and it can be done 
at times when a dealer’s shop is 
otherwise idle. At least it doesn’t 
need to interfere with the rush 
jobs that come in every morning to 
be gotten out the same day. Too, 
rebuilding jobs that go through a 
dealer’s shop on what otherwise 
would be idle time are certainly 
profitable indeed. A dealer needs 
this business for a lot of other rea- 
sons. He should not wholesale his 
parts to some competitor to take 
care of the dealer’s own customers 
when, if the dealer provides and 
promotes rebuilding, he can do the 
work himself and sell a bigger per- 
centage of his parts at retail. 

* + + 


Using a Postcard 


RRSULDING jobs can be pro- 
moted at seasons of the year 
when a dealer’s shop is less busy. 
Quite a few dealers make a prac- 
tice of anticipating idle times in 
the shop and send out postcards of- 
fering rebuilding service to all own- 
(See MUNN, Page 47, Col. 3) 
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| NADA, State Officers at Regional Parley in Hot Springs— 
| Pictured are NADA and state dealer association officials who attended NADA's semi-annual Region 9 advisory board con- 
| ference in Hot Springs, Ark., last month. Mead Norton, NADA vice-president who presided at the meeting, told delegates that 
| the national association ‘‘is nearing its most successful year in terms of specific services to the dealers of the country."’ Shown 
| above are (sitting, from left): Fred Boston, president of the Oklahoma Automobile Dealers Assn.; Jim Gorman, secretary-treas- 


urer of the Missouri dealers; R. D. McKay, NADA past president; Charles 


Farrington, 






NADA assistant president; Norton; Bob 


Armacost, NADA first vice-president; Bud Ross, Arkansas NADA director; Roland Hughes, past president of the Arkansas deal- 
ers, and George H. Benjamin, Arkansas executive secretary. Standing are: Chick Norton, vice-president of the Oklahoma Auto- 
mobile Dealers Assn.; John Bale, Arkansas first vice-president and director; Searcy Wilcoxon, new Arkansas president; Gene 
Bale, Arkansas treasurer; George Weber, president of the Missouri dealers; Ralph Perry, president of the Arkansas Motor Car 
Dealers Assn.; Frank McDowell, Kansas past president; Hubert Bates, Missouri vice-president, and W. C. Hunter, secretary of the 


Oklahoma City Motor Car Dealers Assn. 





Kinsel Succeeds Kelly as President .. . 





Texas Dealers Ask End of OPS 


EL PASO, Tex.—Delegates to the 
35th annual convention of the 
Texas Automotive Dealers Assn. 
were told their principal job is “to 
lick hell out of the Office of Price 
Stabilization.” 

The talk highlighted the three- 
day session held here. Officers were 
elected and Fort Worth selected as 
the 1953 convention city. 

The dealers adopted a resolu- 
tion calling for lifting restriction 
and controls on the automotive 
industry. 

Presentation and immediate 
adoption of the resolution followed 
the blasts levelled at OPS by James 
C. Moore, general counsel of the 
National Automotive Dealers Assn. 


of the Commercial Credit Co., Balti- 
more, talked to the vistors on “The 
Dealer Most Likely to Succeed.” 

“All good business principles vary 
little from industry to industry,” he 
said. 

“Successful business is built on 
the future outlook, sales, organiza- 
tion and ieadership and outside 


Moore said the OPS has brought |; 


nothing but confusion to the auto- 
motive industry and “the sooner we 
can put them out of business the 
better.” 


He said that each NADA member | % 


should take personal credit for 
repeal of Regulation W. 

“Our next objective is the OPS. 
By eliminating the agency we 
could revert to normal business 
practices.” 

The dealers elected E. A. Kinsel, 
of Beaumont, to the presidency. He 
succeeds Harry E. Kelly, Austin. 
E. J. Pennington, Galveston, was 
moved up from third vice-president 
to first vice-president. 

Others elected were Floyd Ran- 
del, Wichita Falls, second vice- 
president; and Frank Gillespie sr., 
San Antonio, third vice-president. 
Tom J. Crooks, Austin, was named 
manager and treasurer to succeed 
W. A. Williamson, retiring. 

Four of the seven directors 
were reelected. They included H. 
D. Fulwiler, El Paso; Clyde West- 
brook, San Angelo; T. C. Shep- 
ard, Plainview, and Tom J. 
Dromgoole, Laredo. The three 
new directors are Tom Davis, 
Odessa; C. B. Smith, Austin, and 
J. A. Welch, San Benito. 

One of TADA’s resolutions re- 
cited that used cars were sold from 
25 to 50 percent under ceilings and 
it asked that “all economic controls 
be removed from the auto industry. 

Paul M. Millians, vice-president 





Williamson Honored 


As He Leaves Post 


EL PASO, Tex.—Delegates to 
the annual convention of the 
Texas Automotive Dealers Assn. 
honored retiring Manager W. A. 
Williamson, 77, of Austin, who 
organized the association 35 
years ago and was its first vice- 
president and manager. 

The El Paso convention was 
the only one he had missed in 
all those years, and that was 
due to illness. 

Delegates officially retired him 
as honorary vice-president and 
paid homage to him “for his 
years of service with the asso- 
ciation and the automotive in- 
dustry of the United States.” 














New Minn. Chief— 


Victor N. Giere of Willmar (left), retiring 
president of the Minnesota Automobile 
Dealers Assn., hands over the gavel to 
incoming President M. D. Clements, of St. 
Paul, in the closing ceremony at the MADA 
convention in Minneapolis. 


forces affecting operations. 

“Business is facing probably one 
of the most competitive situations 
in history. Competition will be free, 
sharp, painful and wholly unsenti- 
mental.” 

Millians said it was strange 
that so many auto dealers did not 
properly appraise the value of 
salesmanship. He said that 65 
percent of cars are bought and 
not sold. He challenged that by 
saying selling was a game of 
ideas and there was no natural 
salesman. 

The convention also adopted a 
resolution urging the governor, 
legislature and other interested 
bodies to lend every possible effort 
to an immediate study and action 
in adequate financing of the Texas 
highway system. 

Harry Bubb, Dallas, discussed 
phases of a welfare program in 
employe relations. A panel on dealer 
problems was termed a “hit of the 
convention.” 

E. J. Pennington, Galveston, was 
moderator. C. B. Smith, Austin, 
spoke on trucks and commercial 
vehicles; J. D. McPhaul, Lamesa, 
discussed used cars; Howard Kuhl- 
man, Austin, spoke on parts and 
service; George H. Jones, Corpus 
Christi, emphasized the importance 
of dealers knowing where they 
stand from a financial standpoint. 
Jones is a former NADA director. 





Public-Relations Awards 
Are Set Up for Dealers 


WASHINGTON.—NADA’s public 
relations committee last week an- 
nounced a 1952 “public relations 
award competition.” 

Top awards, the announcement 
said, will be two silver plaques, one 
to go to the state dealer associa- 
tion and one to the local associa- 
tion deemed by the judges to have 
had the most notable 1951-52 public 
relations record. Certificates will 
be presented to second and third- 
place winners in each category. 

The awards will be made dur- 
ing one of the major sessions of 
the San Francisco convention 
Feb. 14-18. 

According to the announcement, 
any state or local new-car dealer 
association is eligible to submit 
one or more entries. 

Intention to participate in the 
competition must be filed with 
NADA’s public relations commit- 
tee not later than Nov. 15, and en- 
tries must be postmarked not later 
than Dec. 31, it was stated. 

The competition will be judged 
by a panel composed of Reuel W. 
Elton, general manager of the 
American Trade Assn. Execu- 
tives; Walter W. Belson, public 
relations director for the Ameri- 
ean Trucking Assn., and Robert 
H. North, trade association pub- 
lic relations specialist. 

In announcing the competition, 


George F. Ziesmer, chairman of 
NADA’s national public relations 
group, said: 

“Within the past several years, 
the automotive industry has be- 
come increasingly aware of the 
need for and value of public rela- 
tions. This is readily apparent in 
the activities of dealers and dealer 
groups, in automotive trade publi- 
cations generally, and in factory 
bulletins and publications. 

“NADA has pioneered this grow- 
ing public relations consciousness 
and takes pride in its growth as 
well as its accomplishments.” 


*54 Show Booked 


In New Orleans 


NEW ORLEANS. — Unable to 
book suitable dates for an automo- 
bile show at the Muncipial Audito- 
rium next year, the New Orleans 
Automobile Dealers Assn., through 
its president, Joseph A. Paretti, has 
announced that a show will be held 
in 1954, March 21-29. 

The entire lower floor, including 
the annex of the auditorium, will 
be used. The show will be the first 
here since 1941, when one was held 
under joint sponsorship of the asso- 
ciation and the New Orleans Times- 
Pacayune and States. 
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AUTOMOTIVE OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
D ™ and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
e the dealers on every used vehicle accepted in partial payment for a new 
A A car or truck. § 3. Every dollar of gasoline tax collected by state or federal 
L jovernments applied to the building and maintenance of highways. 
© € 4. The elimination of government and bureaucratic controls over this 
2 R industry. § 5. A return to the precepts of independence and the rewards of 


applied energy and ability, which made America and gave more of her 
citizens more of the better things of life than anywhere else in the world. 


Short-Sighted Credit Sales 
Endanger All Dealers 


B* AND large, dealers have been hewing to the line pretty 
well since the rescinding of Regulation W controls. 

Relaxation of credit terms has been, for the most part, in the 

interests of good business for both consumer and dealer. 


But we’ve heard a lot recently about lax credit terms. Take 
this case of a small Missouri dealer who is quoted thus: 


‘““Because customers can get similar deals in many other 
places, we took a $200 downpayment from a defense 
worker on a car that should have brought $400 down. He 
simply couldn’t raise any more money. We gave him 28 
months to pay. But we fear he will lose his job before the 
car is paid for, and we’ll have to repossess it. 


“Which is worse—let the car sit on the lot for a month or 
two, or get it out on a contract that’s a little light?” 
* * * 


We believe this case is isolated, but it brings up a lot of 
questions as the auto industry approaches its first full com- 
petitive year since 1940. 


Wouldn’t such terms, if further loosened and made the 
rule rather than the exception, bring about chaos in the 
retail market? 


Wouldn’t widespread repossessions ruin both the con- 
sumers and dealers — and the auto market in general? 


Wouldn’t, if such a situation develops, a clamor go up for 
federal control of auto credit again? 
* 7 * 


We know there are some justifiable circumstances in every 
case of extending credit. But we don’t believe that a dealer 
should put his immediate selfish interests above his long- 
range welfare and that of his fellow dealers, his industry 
or his country. 


Auto 
Forum 


“Arguing with a woman is 
like trying to read a news- 
paper in a high wind.” — 
NICHOLAS MONSARRAT. 

* * + 


Temporarily Abdicated 


“In a free economy, the buyer 
is king. He makes his price con- 
trols, and it is surprising only 
that he should imagine anyone 
else could do it better.”—-How- 
ard Greer, management consult- 
ant. 

* x + 


Temporary Billions 


“Instituted as a ‘temporary’ 
measure in 1932, the federal 
gasoline tax, which was re- 
cently increased from 1% to 2 
cents a gallon, has cost motor- 
ists about $6,000,000,000.”— 
GM Folks Magazine. 


* * * 


Or Fan Britches 


“When kids get on the 
wrong track, it’s time for par- 
ents to pull the switches.”— 
Firth Wuee., Indiana Motor 
Truck Assn. : 

* * 


He’ll Take Witches 


Discussing the foibles of cus- 
tomers, Martin Bury, Philadel- 
phia Buick dealer, tells of the 
customer who has a suppressed 
desire to write after the word 
“Occupation” in credit applica- 
tions and designation “Witch.” 

This reminds him of the 
gypsy who gave his occupa- 
tion as “Silver Plater and 
Coppersmith.” A detective 
agency is still trying to catch 
up with that one. 

“I prefer a witch to a gypsy 
anyday,” Bury comments. 

. ~ * 
Nostalgia 

“After World War II one of 
the most serious problems I 
had to face as president of 
Studebaker was that of con- 
vincing 10,000 of our 13,000 em- 
ployes that they had to stand 
in line with a great many car- 
hungry Americans and wait 
their turn for new automo- 
biles.” — Paul Hoffman, now 
director of the Ford Founda- 
tion. 

* *~ * 


Half Dressed 


“In the American home, the 
babies come first. Then it’s 
mama. If there is anything left 
of the budget, dad comes in. 
Usually, these days he has 
enough left to buy half a suit.” 
—Jacob 8S. Potofsky, president, 
CIO-Amalgamated Clothing 
Workers of America. 

* * *~ 


Battle Strategy 


“The Communists have 
adopted a new technique 
against the church and its fol- 
lowers. They no longer advo- 
cate phys.cal violence, but vio- 
lence against the mind of 
man.”’—BisHop Futton J. 


SHEEN. 
* 7 * 


Good Idea 


“Being good citizens is not 
just good business; it is one of 
the best ways to insure that 
freedom and opportunity will 
survive in America.”—L. L. Col- 
bert, president, Chrysler Corp. 

* x * 

“When you throw mud at 
somebody, youw’re the one 
that’s losing ground.”—Micui- 
GAN INVESTOR. 
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‘13 Cars: $1,467.16 .... .’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used, if you so request. 


Must Advertising 

I was especially interested in 
John Munn’s article regarding 
“compulsory” advertising. I have 
been handling one Big Three make 
since 1930 except during the war 
years. So I believe in my make 
ere «ss 

As of this writing I have received 
13 of the 1952 models. That’s for 
the year! As cars are allotted at 
their pleasure, a dealer is afraid 
not to subscribe to their advertising 
wishes. In fact our general sales 
manager told us that, if we read 
our contracts, there was nothing in 
the contract that the company had 
to furnish us a single automobile. 

SO, my own “compulsory” adver- 
tizing reads like this: 
1952-Model Announcement ....$345.08 





Consumer Magazine for ’52.... 50.35 
Truck direct mail for °52.......... 201.49 
Passenger car direct 

“OS ee eee 140.74 
Film Services to date.............. 89.50 
Safety Program ................. .... 189.00 
Three rental road signe.......... 279.00 


The Big Story 


_ Petroleum Industry War Council has recommended a 90-day delay 
in start of nationwide gasoline rationing, to determine whether 
35-mile an hour speed limit and voluntary cutbacks “cannot accom- 


plish as much as coupon rationing” . .. Rubber Czar William Jeffers 
warns motorists against trying to “beat” gasoline-rubber rationing, 
saying: “Our aim is not to take automobiles, trucks, buses and farm 
equipment out of active service; rather, our aim is to keep them in 


service until. . 


- we have an adequate supply of rubber substitutes” 


Po - August war output of auto plants up 11 percent over July, to pace 
national climb of 8 percent. Auto industry turning out 10 percent of 


total war production. 


—From the files of Automotive News. 





Address Editor, Automotive News, Detroit 26, Mich. 





Parts & Accessory Monthly 


display-just subscribed ... 172.00 


$1,467.16 | 
Of course, in addition there are | 


special tools, parts labels and cata- | 


logs, training schools, campaign 


contributions, tool boards at $197.50, | 


et cetera and et cetera. 

Naturally this is confidential; I 
do wish to retain my franchise, still 
the best in the business.—AN INpDE- 
PENDENT MERCHANT? 

* * * 

In reference to John Munn’s 
article of Sept. 22, 1952, about the 
advertising charges to dealers, I 
would like to say that we appreci- 
ate your efforts in our behalf. 

The only complaint I have is that 
there is not enough written about 
it. Please let us have more such 
articles ——PENNSYLVANIA DEALER. 

*” * * 

I think you are doing a good job 
to help our line of dealers. 

The perpetual, or lifetime con- 
tract which you discussed in your 
column is a good basic idea, and 
something I think you should stay 
with until some real progress is 
made. 


Keep up the good work.—ForMeEr 


Factory Man. 
« * ” 


First Ford Truck 

We have a party who wants to 
know when the Ford Motor Co. 
first started to build trucks. We 
have looked all through your back 


Almanacs and are unable to find | 


any information on this. 

Is this information available ir 
any of the Almanacs and if noi 
please advise us when they firs’ 
started to build Ford trucks.—Jou» 
H. Eacat (Ford), Stockton, Calif. 

Eprror’s Note: Ford News Bu- 
reau says it was in 1917. 
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Procter & Gamble is the biggest advertiser in America. 

» Last year they spent over $18,000,000 in radio. Like the National Biscuit Company, 

Liggett & Myers and many other of America’s largest advertisers, they invested 
more money in radio than in any other medium. 
Ernie, the Hamburger King, of 118 Pike Street, Seattle, is one of the smaller 
advertisers in America. Last year Ernie spent approximately $7,000 in radio. 
Like countless other local merchants from coast to coast, he invested more money 
in radio than in any other medium. 
Sales results? P&G had the biggest year in its history. So did Ernie. (In fact, ft 
Ernie’s sales climbed to an average of 1,200 hamburgers a day.) Advertising 


The truth is that at both the national and local level, radio offers economy and 
flexibility that no other medium can touch. And do you realize how much the radio- 


Bureau, Inc. 


BAB is an 
organization 

listening population has grown? Today there are 105,300,000 radio sets in the U. S. A eupperted by 
Virtually every home is a radio home—and over half of them have two or more sets. —- 


broadcasters, 


networks and 


The average American now spends more time with radio than with . 
ines, TV and newspapers combined ee 
| magazines, pap ° representatives 


Beyond question, the smartest buys in all advertising are being made 
in radio. And they’re being made right now. 


all over 





America 


270 PARK AVENUE, NEW YORK CITY 











Why Forsythe Was Named 
Dealer of the Year 


HAT makes a “Dealer of the Year”? 
In the case of Clellan S. Forsythe, Dodge-Plymouth dealer of 
Syracuse, who was recently voted that honor by members of the 


CLELLAN S. ForsyTHE 


New York State Automobile 
Dealers Assn., friends and fel- 
low workers summed it up this 
way: 

“He’s the kind of a fellow 
you like for a neighbor.” 

There’s more to it than that, 
though. A list of his civic ac- 
tivities caused Forsythe to re- 
mark: 

“It goes to show I am a darn 
fool in not taking care of my 
own business.” 

Yet the records show that he 
does a good job of taking care 
of his own business, too. Auto 
men rate him as one of the 
most active, aggressive dealers 
in the country for a city the 
size of Syracuse on both car 
and truck sales. 

* * + 


T 57, FORSYTHE still is 
marked by the restless 
drive which carried him out 
of the mines (he’s a member 


of the United Mine Workers of America) into a self-financed business 
education and eventually into a volume auto dealership. 
He often remarks that “success depends on overcoming the slug- 
gishness of the inertia of being satisfied with initial achievement.” 
Basis of the dealer-of-the-year award was that Forsythe had 
personally fostered a get-out-the-vote campaign with resounding 


success, 


In 1948, Forsythe first gained national recognition through creation 
with Arthur Summerfield (Chevrolet dealer of Flint, Mich.), now 
Republican national chairman, of the Republican Small Business 
Committee, a group that sparked nationwide support of GOP candi- 
dates. It was about this time that Forsythe was struck by the apathy 
of business and professional men toward voting. 

The campaign to boost registration and voting began locally and 
then was adopted by the state automobile dealers; now, this year, 
the 40,000 members of the national association are being enlisted. 

A large measure of the goodwill that comes to dealers across the 
United States for the vote drive can be credited to Forsythe’s per- 
sistence in getting the idea under way in Syracuse. 


* 


* 


[/peeae World War II, Forsythe was awarded special citations of 

merit for New York State’s singular success in NADA’s campaign 
of organizing and recruiting thousands of members of the auto indus- 
try into complete military units for army ordnance. At the same time, 
Forsythe’s own firm, a wholesale and retail establishment with em- 
phasis on retail and with facilities for servicing and parts, did a 
tremendous wartime job shipping cars and trucks all over the world. 


He has participated in American Legion affairs, especially lending 
his aid to its efforts among youth. A Boy Scout troop uses a lodge on 
one of two Central New York farms he owns. He served four years 
as one of the unpaid board of education members in Syracuse, then 
voters elected him to four years on the city council and he was 
elected twice as a member of the state assembly. 

In the assembly, his name was put onto a plan for recreating 
the state fair into a year-round exposition with commercial and 
educational features, a project expected to materialize with com- 
pletion of the express-highway across the state. 

His vision and energetic abilities have won various forms of recog- 
nition. The lead article in the latest issue of the Reader’s Digest 


magazine spotlights his drive to 


interest lagging potential voters. 


And just this fall Gov. Thomas E. Dewey appointed Forsythe a 
commissioner of the state insurance fund. 

“I do these things,” he said, “to get businessmen to interest them- 
selves in government, because, after all, they are symbolic of free 


enterprise.” 





Packard Sets Dealer Shows 
Of °53 Models in 5 Cities 


DETROIT.—Packard will reveal 
plans for its expansion program to 
Packard dealers in five selected 
spots over the country soon, Fred 
J. Walters, vice-president and gen- 
eral sales manager, has announced. 


Packard executives, including 


James J. Nance, president, will go 


“tggepemteaRnaemAtte 





L. D. Kambeau 
to five cities for the meetings, 
which will include dealer show- 
ings of the 1953 line. 


Meanwhile, Walters announced 
the appointment of Clark E. Brod- 


C. E. Broderick 


erick as sales-promotion manager 


and L. D. Rambeau as sales-train- 
ing manager. 

Facilities have been arranged for 
meetings in Detroit, New York, 
Chicago, Fort Worth, Tex., and 
San Francisco. Plans have been 
made for dealers and Packard 
wholesale personnel from all parts 
of the country to attend. 

The Detroit meeting will be 
held at the Masonic Temple. In 
Fort Worth the Will Rogers Au- 
ditorium has been reserved. Both 
the Ziegfeld Theater and Hotel 
Waldorf-Astoria will be used in 
New York, and the Palmer 
House and Eighth Street Theater 
have been booked in Chicago. 
The Opera House and Hotel Fair- 
mont will house the San Fran- 
cisco meetings. 

The executives will tell the deal- 
ers details of Packard’s plans for 
growth, and will outline the factors 
behind Packard’s gains during the 
past year. The complete line of new 
cars will be shown, and the im- 

(See PACKARD, Page 50, Col. 1) 
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Tight Labor Market Seen for ’53 


By Ed Howard 
Staff Writer 

IGHT, but not critical, seems to 

be the best current estimate of 
the 1953 auto labor market—and 
overall auto production should not 
be affected appreciably. 

Adding up the sometimes con- 
flicting reports from car makers, 
sellers and government agencies, 
the long-term picture seems to 
indicate periodic and recurring 
shortages of skilled, semi-skilled 
and professional workers, includ- 
ing auto mechanics, through 1953 
and probably beyond. This in 
spite of hard-driving recruiting 
plans already under way or in the 
making for most manufacturers, 
and training programs aimed at 
increasing the pool of skilled 
labor. 


The shortages account for reac- 
tivation of Detroit’s Labor - Man- 
agement committee, scheduled to 
meet today (Oct. 13) for the first 
time since January, to seek volun- 
tary cooperation by employers and 
labor unions to insure “fair distri- 
bution” of labor to key plants. 

* * . 


fey labor developments last 
week: 


A small rash of wildcat strikes 
idled more than 15,000 Detroit-area 
workers for varying periods up to 
five days last week. 

Continued violence in the Inter- 
national Harvester strike brought 
beating and death to a 52-year- 
old non-striker, employed in the 
firm’s McCormick works in Chi- 
cago for the past 25 years. The 


‘Standard Options’ 
Okayed for 3rd 


Mexican Race 


LOS ANGELES.—At a meeting 
with southern California auto club 
leaders, members of the press and 
auto enthusiasts here last week, 
the technical committee of the 
Third Mexican Road Race an- 
nounced a change in the rules for 
stock entries to permit the use of 
“whatever standard options are 
offered by the factory for the par- 
ticular year and model of car.” 

It was pointed out that this will 
allow the Hudson to use Twin-H- 
Power, which would have been 
barred under the single carburetor 
rule first announced. 


Meanwhile, eight entries have al- 
ready been received for this year’s 
2,093-mile classic—five in the sports 
or modified division, and three in 
the stock classification. 


“Wild Bill” Sterling, El Paso, 
Tex., has entered to drive a 1952 
Chrysler New Yorker, sponsored by 
A. B. Poe, Chrysler-Plymouth deal- 
er at El Paso. 


A Chrysler Saratoga has been en- 
tered by Jerry Unser, Albuquerque, 
N. M., who will drive the race with 
his son, Robert, as co-driver. The 
team of Al and Ralph Rogers, of 
Pike’s Peak fame, will enter a Cad- 
illac again this year for the third 
attempt. 

A new model for Ferrari, the 
“Mexico,” has been announced from 
the Turin, Italy, factory. The spe- 
cial model has an engine of 4,100 
cubic centimeters piston displace- 
ment, and has been built and de- 
signed especially for the Third Pan- 
American Race. 





Fair-Trade Drive 


Backed by MEWA 


CHICAGO. — The Motor and 
Equipment Wholesalers Assn. has 
accepted an invitation to partici- 
pate in a nationwide program of 
education on fair trade. 

MEWA’s executive committee of 
wholesalers has authorized B. W. 
Ruark, general manager, to accept 
the Fair Trade Council’s invitation 
on behalf of automotive jobbers. 

The council’s efforts to remedy 
prevalent price-cutting practices in 
many industries are concentrated 
into a plan to expand public and 
industry understanding of fair- 
trade laws, to effect passage in 
states where they do not now exist, 
and to resist efforts to repeal any 
in the 45 states which have them. 





murder was unsolved at press 
time. 
Forty-nine hundred UAW -CIO 
employes returned to the firm’s 
Melrose Park plant in Chicago, 
with a 10-cent hourly raise chief 
among contract provisions. How- 
ever, striking Farm Equipment- 
United Electrical Worker members 
stayed out at eight other Harvester 
plants. 


The CIO United Auto Workers 
aircraft section called in Chicago 
for an end to wage differentials 
between the aircraft and auto in- 
dustries. 


Workers at the Detroit Tank 
Arsenal asked Chrysler Corp. for 


Stevenson Draws 
Fire for Urging 
Credit Controls 


WASHINGTON. — Gov. Adlai 
Stevenson “has been given a bum 
steer by second-rate economists” 
in demanding reinstatement of in- 
stallment-credit controls, it was 
charged last week by William J. 
Cheyney, executive vice-president 
of the National Foundation for 
Consumer Credit. 


The Democratic candidate for 
president has said that he wants 
restraints on private credit, such 
as Regulation W, because they 
would halt inflation. Cheyney re- 
sponded: 


“This is sheer nonsense. Once a 
customer buys something already 
manufactured, he is not creating 
new money. The new money in cir- 
culation, which is_ inflationary, 
starts when the manufacturer bor- 
rows from the bank to start pro- 
duction. 


“The truth is that the recent 
dropoff in commercial loans was 
attributed by the Federal Reserve 
Board to the fact that the little 
people were able to buy on the in- 
stallment plan, enabling the retailer 
to pay the manufacturer, who in 
turn paid off his bank notes. 


“Seventy percent of installment 
retailers finance themselves. They 
do not go to banks for additional 
money. Therefore, they can hardly 
be accused of creating new cur- 
rency and inflation. 


“Mass production obviously de- 
pends on mass sales, which would 
be impossible without installment 
credit. How many people in this 
country have outright cash for such 
things as automobiles, furniture, 
washing machines and refrigera- 
tors? Our research shows that not 
more than 30 percent.” 


a wage boost of 33 cents an hour 
threatening “a critical manpowe: 
shortage” if their demands are no‘ 
met. 

The AFL Pattern Makers Assn 
accepted a 15-cent hourly wage 
boost from members of the Michi- 
gan Pattern Manufacturers Assn. 
plus health and insurance benefits 
equal to 1% cents an hour. The 
union had previously called a one- 
day “holiday.” 

* * o 

4 ie wildcat strikes hit Chrysler, 

General Motors and Budd Co. 
Some 10,400 workers were idled in 
a dispute that started when Chrys- 
ler upgraded seven workers to die 
setters. Nine hundred press plant 
workers walked out, claiming sen- 
iority rules had been violated. 
Chrysler was forced to send home 
8,000 workers from its Jefferson 
and Kercheval plants, plus another 
1,500 from its Plymouth plant. No 
grievance was filed by Local 869, 
UAW-CIO. 

Three thousand employes of GM’s 
Detroit Transmission division 
walked out for two days in a dis- 
pute that started, according to a 
report by Livonia (Mich.) Police 
Chief George Harmon, over con- 
tract privileges. Most of the strik- 
ers, Harmon said, had _ recently 
been transferred to the new Li- 
vonia plant from Detroit. In De- 
troit, they told him, they had been 
allowed to wash up and change 
clothes on company time. The Li- 
vonia contract called for them to 
do these things on their own time. 


Livonia police were called upon 
to break up a bumper-to-bumper 
barricade of automobiles thrown 
around the plant by jeering, cat- 
calling strikers. Heads of Local 
735, UAW-CIO, said the strike 
was unauthorized, but before it 
ended appealed to Michigan Gov. 
G. Mennen Williams to provide 
state police protection against 
“brutal” Livonia police. 

Two pickets were charged with 
(Continued on Page 47, Col. 1) 





Economic Club to Hear 


‘Shirtsleeve’ Politics 


DETROIT.—Dr. W. A. Paton, 
professor of accounting at the Uni- 
versity of Michigan, will discuss 
“Shirtsleeve Economics and Poli- 
tics” before the Economic Club of 
Detroit at its meeting today (Oct. 
13). 

Speaker at the club’s meeting 
next Monday will be Dr. Nasrollah 
Saifpour Fatemi, former adviser to 
the Iranian delegation before the 
United Nations Security Council. 
His subject will be, “How the Pres- 
ent Situation in Iran and the Mid- 
dle East Affects the United States.” 


Used-Car Bulletin from Detroit .. . 
Latest Auction Prices 


(Aptco Auto Auction. Sale every Wednesday.) 


Oct. 8 


(Prices slightly off. Sold 54 units 
out of 93 offerings.) 

BUICK—’49 RM 4-dr., $1,160. '48 Spe- 
cial 4-dr., $460; RM 4-dr., $810. °47 
Super 4-dr., $530, $640. 

CADILLAC—’50 (62) 4-dr., $2,675*. 

CHEVROLET — '52 SL Deluxe 2-dr., 
$1,810*. '50 Bel-Air, $1,450. °48 SM 
4-dr., $550; club coupe, $620. '47 FL 
aerosedan, $530. ‘46 FM 2-dr., $475. 

CHRYSLER—’49 NY 4-dr., $1,125*. 

DeSOTO—'52 Fire Dome (8) 4-dr., $2,- 
400*. °46 Deluxe club coupe, $500. 

DODGE—’48 Deluxe 4-dr., $490. ‘'47 
Custom 4-dr., $600. 

FORD—’51 Deluxe (6) 2-dr., $1,195; 
Custom (8) 2-dr., $1,475; 4-dr., $1,- 
500*. '50 Custom (8) 2-dr., $1,130; 
club coupe, $1,170. °49 Custom (8) 
2-dr., $895; Custom (6) 2-dr., $875. 
‘46 SD (8) 2-dr., $450; club coupe, 
$600. 

HUDSON—’'47 Super (6) 4-dr., $330. 

KAISER—’51 4-dr., $1,390. '49 4-dr., 
$600. °48 4-dr., $405. 

MERCURY—’51 2-dr., $1,760*, $1,700; 
4-dr., $1,695. °47 4-dr., $500. 

NASH—'’51 Rambler conv., $1,200. ’49 
Statesman 2-dr., $800; 4-dr., $705. 

OLDSMOBILE—’51 (98) 4-dr., $2,120*. 
"48 (78) club coupe, $820*. ‘47 (66) 
club coupe, $465. '46 (76) 4-dr., $570. 

PACKARD — '50 (200) 4-dr., $1,010*. 
"49 4-dr., $800. ‘48 4-dr., $680. 

PLYMOUTH—’51 Cranbrook 4-dr., $1,- 
310. °50 SD 4-dr., $1,080; Deluxe 
4-dr., $980. 

PONTIAC—'51 Chieftain (8) 4-dr., $1,- 


890*, $1,785. °50 Catalina, $1,690". 
"48 SL (8) 2-dr., $715. 
STUDEBAKER — '50 Champion 4-dr., 
$925. "49 Commander 4-dr., $825. '47 
%-ton pickup, $320. 
. * 7 


Oct. 1 

(Dealers afraid to bid in view 
the declining market, and sellers say- 
ing that they have too much in the 
cars to let them go. Sold 35 cars out 
of 62 units offered.) 
BUICK—’51 Super 4-dr., $1,935*. 

RM 4-dr., $1,410*, ‘49 RM 4-dr., 

$1,075. °46 Super 2-dr., $590; Special 


4-dr., $505. 
CADILLAC—'48 (62) 4-dr., $1,450*. 


CHEVROLET — ’51 SL Deluxe 2-dr., 
$1,505; SL Special 4-dr., $1,435. 

DeSOTO—’51 Custom conv., $1,800*. 

DODGE—'48 %-ton panel, $365. 

FORD—’52 Custom (8) 2-dr., $2,000*, 
$1,975. ‘51 Victoria, $1,670; Custom 
(8) 4-dr., $1,425; Custom (6) 2-dr., 
$1,275. °50 Custom (8) club coupe, 
$1,210. ‘49 Custom (8) 2-dr., $890; 
4-dr., $800. '46 SD (6) 2-dr., $535. 

KAISER—’51 Henry J (4) 2-dr., $715. 

MERCURY—'49 4-dr., $1,025". 

OLDSMOBILE—’48 (98) 4-dr., 
‘47 (66) 2-dr., $665; (68) 
$675*. 

PACKARD—'49 4-dr., $835, $730. ‘4 
4-dr., $795. 

PONT '51 Chieftain (8) clut 
coupe, $1,700*; 4-dr., $1,790*; Catz 
lina, $2,100*, "47 SL (5) 
2-dr., $605; 4-dr., $630. 

STUDEBAKER — ‘49 Champion 4-dr 
$760. 


$810*. 
4-dr., 


*Indicates automatic transmission or overdrive. 


Other Auction reports are on Pages 37-39 
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to deal with your Chevrolet dealer 
.»- your partner in service! 





| A well balanced stock of genuine Chevrolet 
| precision-built parts, that 


Help raise your service efficiency, and 
Help increase your customer satisfaction, plus 


Expert help in solving your service problems 


Your Chevrolet dealer is ready, 
willing and able to give you all 
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Urged to Plug Insurance, Warranty Loopholes es 


Dealers Warned of Legal Pitfalls 


GALLUP, N. M.—Costly court de- 
cisions prove that a dealer’s respon- 
sibility to his customers doesn’t 
necessarily end at his front door, 
Owen B. Marron, general counsel 
for the New Mexico Automotive 
Dealers Assn., warned members at 
their annual convention here. 

But proper contracts and insur- 
ance coverage can protect a deal- 
er against most suits, he said. He 
urgently recommended that 
NMADA members check their 
public - liability and property- 
damage policies to make certain 
that products-failure liability was 
included, and to protect them- 
selves from breach-of-warranty 
suits by use of a simple contract 
with buyers of both new and used 
cars. 

Marron illustrated his recommen- 
dations with examples of court de- 
cisions based on suits against deal- 
ers and garage owners. 

If mechanical failure brings in- 
jury to occupants of a car shortly 
after it has been worked upon in 





a garage, he said, courts have held 
that there is sufficient circumstan- 
tial evidence of negligence by the 
garage owner to take the case to a 
jury. However, he pointed out, this 
risk is insurable. 

Apart from negligence, Marron 


There It Goes! 


Tax Load Hits Employes 
Straight in Eye 


BELOIT, Wis.—High taxes are 
brought home to employes of War- 
ner Electric Brake and Clutch Co. 
every week. 

On each employe’s check stub is 
not only the amount of tax with- 
held for the week, but also the 
amount for the year to date. 


Steven P. J. Wood, executive vice- 
president, points out that $13 a 
week may not seem like much, but 
it’s $104 after eight weeks, $390 
after 30 weeks, and at the end of a 
year has spiraled to $676. 

“The impact is terrific,” he says. 





explained, a garage keeper may 
also be held liable for breach of an 
implied warranty of fitness for use, 


when he either works on a car or} 


sells a new or used vehicle. 


Damages for injuries caused by | 


mechanical failure in such a case 
are treated as flowing from breach 
of warranty, he explained. In the 
case of a new car, however, the 
manufacturer shares liability with 
the dealer, he said. This is also in- 
surable. 

Only the dealer is liable for 
damages growing out of used-car 
sales, Marron said, but insurance 
may be obtained. The dealer may 
also relieve himself of breach- 
of-warranty suits by an express 
contract with the purchaser. 

Marron reminded dealers that 
buyers of new or used cars, when 
disappointed with their perform- 
ance or unable to complete pay- 
ment, are inclined to recall conver- 
sations that never occurred. What 
follows can be a suit for indemnity 
or damages for breach of express 
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Chart Packard Dealer Parleys— 


Packard executives are preparing a series of dealer meetings in five key cities to 
reveal plans for expansion and to unveil the 1953 lines of cars. Going over arrange- 
ments are (seated from left to right): C. E. Briggs, marketing manager; Fred J. Walters, 
sales vice-president, and O. Frank Frost, assistant general sales manager. Standing 
from left are Roy Abernethy, assistant general sales manager, and Robert W. Straughn, 
merchandising manager. (See story on page 6.) 





warranties, or for rescission of the| said. A recommended form, which 
sale and recovery of the purchase|he said has already stood the test 


price. 
This risk can be avoided only by 
express written contract, Marron 





of a Federal court suit, is: 


“Seller warrants the vehicle to be 
of the model and make by which it 
is described, this warranty being 
expressly in lieu of all other war- 
ranties, express or implied, and in 
lieu of all other obligations and 
liabilities on the part of the seller, 
and is intended as the entire con- 
tract between the parties.” 


Willys Production 








Reaches 22-Year 
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QUICK AND 
SECURE 


Gauges quickly and securely 
held in position by unique 
spindle nut clamp. 

All readings taken directly 
from wheel bearing face, thus 
assuring accuracy. 





AND 


steering. 


IN 
INATION 
CASTER 
CHECK IN ONE 
OPERATION 


(Camber Reading Automatic) 


Instantaneous kingpin inclination readings un- 
cover bent spindles and prevent unsatisfactory 
alignment jobs as well as adding materially 
to wheel alignment department revenue. 
The kingpin inclination angle in combina- 
tion with camber angle provides a definite 
WHEEL LEVER ARM as designed by the ve- 
hicle manufacturer, thus contributing to a 
great degree to present day easy, shock free 


ALIGNMENT CORRECTIONS MADE EASIER AND FASTER 


Gauges remain in normal operating position to provide a fast, accurate means for micromatic and 
simultaneous adjustment of camber and caster either by built in vehicle adjustment or by correction tools. 


ASK YOUR JOBBER TODAY TO SEE THE NEW WEAVER “‘WJ-55 GAUGE.”” NOW IN PRODUCTION 





WEAVER MANUFACTURING CO., SPRINGFIELD, ILL., U.S.A. 


SERVICE SHOP EQUIPMENT 


Complete Weover line includes—Twin Post Lifts..Unit Lifts.. Wheel Alignment Equipment..Head- 
light Testers..Broke Testers.. Wheel Bglancing Equipment. ,Jocks..Dollys.,and Air Compressors, 


High in September 


TOLEDO. — Willys-Overland Mo- 
tors, recovering from the _ two- 
month steel strike, made September 
its best production month in 22 
years, Ward M. Canaday, president, | 
reported last week. 


The month’s output of Aero 
Willys passenger cars, station wag- 
ons, commercial vehicles and mili- 
tary Jeeps totaled 15,963 units, said 
Canaday. In the last 10 days, fac- 
tory operations ran 25 percent 
above normal rates, he added. 

Last year’s September production 
of 11,070 units was bettered by 44 
percent.: 


About two-thirds of the month’s 
automotive production was civilian 
and one-third military, a ratio that 
has prevailed throughout the com- 
pany’s fiscal year, which ended 
Sept. 30, it was stated. 


Canaday said, “Plans call for a 
sharp boost this fall in output of 
the Aero Willys. Increased produc- 
tion will be accompanied by an ex- 
panded advertising program, in- 
cluding sponsorship of the Sunday 
afternoon broadcasts over CBS ra- 
dio network of the New York Phil- 
harmonic Symphony. 


“Increasing demand for’ the 
Willys four-wheel-drive utility ve- 
hicles is also encouraging.” 


& . 
Bendix Gives Stoll 
7 * a7 
High Position 

DETROIT.—George E. Stoll, vice- 
president and director of Bendix 
Aviation Corp., has been named 
ora, group executive 
in charge of the 
automotive and 
Midwestern divi- 
sions of the com- 
pany, President 
Malcolm P. Fer- 
guson revealed 
last week. 

Stoll, who con- 
tinues as general 
manager of Ben- 
dix’ largest plant, 
the Bendix Prod- 
ucts division at South Bend, Ind., 
now also assumes overall supervi- 
sion of the Eclipse Machine divi- 
sion, Elmira, N. Y.; Zenith Carbu- 
retor and Skinner Purifier divi- 
sions, Detroit; Marshall-Eclipse di- 
vision, Troy, N. Y.; Hamilton divi- 
sion, Hamilton, O., and the Bendix 
ee missile plant at Mishawaka, 

nd. 


The new group executive joinec 
Bendix in 1929 as a foreman. He 
has been a member of the corpo 
ration’s administration committe: 
since 1947. Bendix directors elected 
him a vice-president in 1949 and a 
member of the board in 1950, 





G. E. Stoll 
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7! ¢ | ‘Loose Talk’ on ’53 Models Shares Blame .. . 
my) & 


We $ + 
~-Q a4 N. Y. Dealers Feeling 











Rar 


fi . Pinch 

Mimeee Business Pinc 
oF 4 By Ed Brown good deal. Dealers are watch ng | 
Staff Correspondent market signs carefully now, id | 


NEW YORK.-— Almost every| hunting up every possible sale w th 
dealer interviewed here admits to/,, much determination as they « in 
feeling a pinch in business, which must a : 
is ranging from spotty to just fair. — 

Some frankly don’t know what Several other factors seem. to 
the trouble might be, while others a iets an ae this 
blame the presidential campaigning |“!™¢. Reports that six million or 
or the “subway” World Series more cars may be built next year 

. : have cast a cloud of gloom over 

But every dealer is distinctly | most dealers, and many fear that 
worried about business conditions |the days of full-year profits are 
at this juncture. A widespread | just about over. 
belief is that loose talk of early Dealers express serious con- 
1953-model introductions has hit | cern, too, over a recent New 


Hollywood Auto Dealers First to Top Chest Drive— 


The auto dealer contingent, with 108 percent of quota, was the first group to surpass its goal in the Los Angeles Community| the market badly. Many potential York development which received 
Chest fund drive. At a luncheon meeting, the dealers were complimented by Lem Bailey, president of the Hollywood Chamber of buyers seem to be waiting for very little general publicity but 
Commerce, and Edward T. Brewster, chairman of the drive's central commerce and industry division. J. F. O'Connor was division that introduction, with its prom- | which hit home with those who 


- . ; 
chairman. Seated (from left) are Walter Muller, Phil Hall, J. F. O'Connor, Bailey, and Brewster. Standing are Louis Altshuler, chest a changes in many knew of it. 1 
Wall Street has cautioned New 


executive; Tom Chambers, Ralph Ware, Tom Ballard, C. H. Anderson, Bob Chamberlain, Jack Raley, Joe Goss, David Bricker, Dave Price cutting and long trades are : 3 : 
Rosendale, Jim Dawson, John F. O'Connor jr., Clarence Dixon, Jack Plum, Gordon Bishop, and T. Harwood Young. Not shown, but/the norm, and the _ persistent = Sy Cees earting. the 

active in the campaign, were Burt Doan, Mel Alsbury, and Ab England.—{Hollywood Citizen-News photo.) shopper is often getting a really nae a. Poneto “: with . ‘ 
. —_ et a —————____—_—— —--—-—_—- -—-~ = a a on indebtedness, ecause i 
foresees a business recession in 
if A fF Oar ee 4 , 1953. Details of the prediction are 
me oo Be se j lacking, but it has given many 
a i i i dealers a glimpse of what might 

be in store. 


Engineered Steering Sis Vocan Toit 
ae : PA ard Faces Tria 
— for Trucks ps Nov. 17 on New 

“a 4 Fraud Charge 


- DENVER.—Already facing a pen- 
| itentiary term of seven to 15 years, 
Fred A. Ward, bankrupt Hudson 
distributor here, last week was 
scheduled for another fraud trial 
Nov. 17 in Denver District Court. 

The new charge, filed as a crimi- 
|/nal information by District At- 
torney Bert Keating, alleges that 
Ward obtained a $42,287 loan from 
the U. S. National Bank of Denver 
in 1950 under false pretenses. 

The prosecutor said that Ward g3 
supplied as collateral a list of serial 

S | numbers of cars which he repre- 
FORE-AFT AND CROSS STEER = sented as possessing, but didn’t. 
Steering Gear Ahead of Axle / Actually, said the prosecutor, the | 
f false serial numbers fell between | 
the numbers of cars that Ward did 
have on hand. 

Witnesses will include a repre- 
sentative of Hudson from Detroit, 
who will tell whether company 
records support Ward. 

Ward is also co-defendant with 
O. E. Stephens, local sportsman, in 
another case in which the State 
charges that Ward and Stephens 
jointly committed fraud and 
forgery in obtaining a license from 
the Colorado Racing Commission 
by which Ward sponsored Stephen’s 
horses at Centennial Park here. 

Ward distributed cars as Fred 
Ward, Inc. He received the seven- 


FORE-AFT AND CROSS STEER \ We ptt gh gy Th h- 
with Intermediate Bellcrank } = firm a year ago. 

George Dix Heads | 

Detroit Ad Reps _¢, 


Lé 
DETROIT. — George S. Dix, De- 


rv) 




















owe LINKAGE must be developed to meet the requirements of troit representative of the Philadel- 
many different truck designs. Thompson’s ‘Steering Engineers” have phia Inquirer, was elected president 
worked closely with truck builders for over 35 years to improve steering. 7 4 vee es 
With the accent on easy steering, design advances, road speed and ar tex ae 
increased loads on the suspension and linkage; steering linkage units are Newspaper Rep- 
required to provide more strength and accuracy and greater freedom of resentatives, at 
movement at the sockets. the recent annual 
: si i election. 
Improvements in modern trucks—with many additional requirements Elected vice- 
set up by the manufacturer for military and other ““off-the-road” vehicles president was C. 
such as four-wheel steer, etc., as well as standard commercial models— F. Taylor, of the 
necessitated better and far more complicated steering units. Hearst Advertis- 
9 ing Service; sec- 
Illustrated are 2 of the types of steering linkage found on current-model retary, John L. 
trucks. The Detroit Division of Thompson Products has many other varia- Sterling, of Cres- aes. os 
tions of steering units designed for truck use. We welcome the opportunity mer & Woodward, Inc., and treas 
of submitting oon for your examination. Please contact us. ag Ne ag aca of Ward-Grif 
.. Ine. 


Sue oo . : Named directors were John H 
ap C sO, FF Baker, Detroit representative of th« 
ee Se Ga Ee a El ec @ 6 Chicago Daily News, for a three 
year term, and Frank W. Pennock 
of the Hearst Advertising Servic: 
Cc for a two-year term. Charles A 
© Miller, of Sawyer-Ferguson-Walke™ | 


Thompson A Products, 
Co., will continue to serve as 


DETROIT DIVISION director. 


7881 CONANT AVENUE ¢+ DETROIT 11. MICHIGAN aoe 
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Austin A-40 Sports Convertible. A 4-seater sports car. Light, 


fast, beautifully sprung. Aluminum custom body. 


“Here’s why I sell America’s 


Austin A-40 Somerset Convertible. Can be driven with top 
open, closed, or in smart coupé-de-ville style. 
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$2295°* 





Se 


$1945* 





Austin A-90 Atlantic. Powerful, easy handling 5-passenger 
sports sedan. Retractable rear window. 





$3395* 
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Austin A-40 Countryman. A roomy station wagon. $1895* 
Panels, pick-ups and other light trucks are also available. 





Austin A-40 Somerset Sedan. This popular 5-passenger 


model is the ideal car for most families. 


most popular foreign car” 


—says Austin distributor CRANDALL HICKS, 
Boston, Massachusetts 


‘*The new Austin line has a model for every prospect, and I make a substan- 
tial profit on every sale. My sales leader is the 5-passenger Austin Somerset 
DeLuxe Sedan. It delivers up to 35 miles on a gallon, cuts operating costs as 
much as 50%, and sells for only $1795 including extras!”’ 


ODAY America’s enthusiasm for 

foreign cars is bringing Austin 
dealers the most profitable business in 
their history. 


Consider the exceptional opportuni- 
ties an Austin dealership offers: A com- 
plete line of models with a wide range of 
prices. A liberal profit on every deal. A 
resale market that is always active. And 
many other advantages. 


Sales-leader of the line is the sturdy, 
family-priced Austin Somerset 4-door 
sedan. Its retail price of $1795 includes 
$250 worth of such extras as heater, de- 
frosters, turn signals, patented interio1 
jack, foam-rubber seats, and real leather 
upholstery. Its companion car, the new 
Austin Somerset Convertible, is one of 
the lowest-priced convertibles sold today. 





* F.O.B. nearest coastal port of entry 


Who Stands Behind You? 


Austin is the largest single automobile 
manufacturer in England. Today there 
are more Austins on the road in North 
America than all other foreign cars com- 
bined. Incidentally, an Austin dealer- 
ship can provide you with excellent in- 
surance against supply interruptions in 
domestic lines. 


Brief Engineering Details 


The A-40 Somerset has a 4-cylinder, 
valve-in-head engine with 42 brake horse- 
power. Cruising speed: 65 m.p.h. Maxi- 
mum speed: In excess of 70 m.p.h. Syn- 
chromesh transmission has four forward 
speeds with steering column gearshift. 
Equipped with AC mechanical fuel 
pump, AC oil bath air cleaner, Borg and 
Beck clutch and 12-volt electrical system. 


What About Customer Service? 


There is no service problem with Aus- 
tins. Complete parts stocks are always 
available. And there are more than 1,000 
Austin dealers in North America. Me- 
chanics agree that the Austin engine is 
brilliantly engineered. It is extremely 
trouble-free and easy to service. 


Active Resale Market 


Austin owners are a satisfied and loyal 
group. They continue to buy new Austins 
year after year. And demand for the used 
Austins they trade in is far greater than 
the supply. 


Overseas Delivery Plan 
for Travelers 


Here’s an extra selling advantage for 
Austin dealers. If you have a prospect 


$1795* 





planning to go abroad, he can order his 
car from you for delivery in England. 
Then on his return trip, we ship his 
Austin home from London without 
charge. It’s an all-inclusive service at 
the regular U. S. retail price. Other over- 
seas plans cover delivery in Paris, Rome 
or Diisseldorf. 


Are Dealer Franchises Available? 


Yes. Austin has a number of profitable 
dealer franchises still available. If you 
would like to sell America’s most popu- 
lar foreign car, wire or write for further 
information. 

Address: 

AUSTIN MOTOR CO., LTD. 
Austin House 


27-29 W. 57th Street 
New York, N. Y. 
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Most Experts Frown 
On Plastic Bodies 


Epitor’s Note: 
conception of the car of tomorrow. 


7. oe a are many opinions i 


This is another article in a series on an engineer's 


n Detroit about the possibili- 


ties of plastic bodies in the automobile industry. Most 


Detroit engineers, particularly 


those who are not fully aware 


of recent developments in plastics, are inclined to scoff at 
the plastic body. There are, however, some engineers who, 


thinking particularly about¢ 
small model runs and the pro- 
hibitive costs of tooling spe- 
cial steel bodies, are more inclined 
to investigate the new possibilities 
of plastics instead of ruling them 
out of consideration. 

Glasspar Co. of Santa Ana, 
Calif. has been building plastic 
boats for a number of years and, 
during the past year, plastic bod- 
ies and fenders for cars have 
been made successfully by adapt- 
ing techniques previously devel- 





|sion of U. 


oped for boat building. The plant 
has already been tooled to build 
sports car bodies for a car hav- 
ing a wheel base ranging from 
90 to 102 inches. The entire body, 
fully equipped weighs about 285 
pounds. 

The body is made of fiberglass 
cloth impregnated with a molasses- 
like chemical produced by a divi- 
S. Rubber Co. The car 
body can be removed from the die 
after the initial set takes place. This 


McA: 
NOAH 


a a Ek 





40 years, 


Tried, and proved for over 


the performance 


of McQuay- Norris piston 
rings is assured...and they 
are specifically engineered 
to meet every requirement, 
no matter how exacting. 


McQUAY-NORRIS MANUFACTURING CO. 


ST. 


LOUIS 10. MO. 





But Some Things Never Change— 


How radically auto design has changed in 40 years is shown here in a comparison 
between a 1911 Rolls-Royce limousine and a 1951 Jaguar sports car. The Rolls, once 
the personal car of the last Czar of Russia, led a caravan of nearly 60 cars in the 
annual Horseless Carriage Club trek. The caravan, under the sponsorship cf General 
Petroteum Corp., made a round trip from Los Angeles to Coronado, Calif., via the 
coast highway. Model Neva Gilbert is pictured to show that some things never change. 


occurs about five to seven minutes 
after the final layer of fiberglass 


has been put into place. The bodies | 


are then aged in the sun outdoors 
for several days. The aging process 





can also be accomplished artifically 
by the use of infra-red lamps. 
Some engineers who are complete- 
ly familiar with the new plastics 
containing glass fibers and their 







properties contend it may some da 
be possible to build about two-thire s 
of a small automobile out of pla 
tic. The highly stressed areas wou 
continue to be steel. Critical are: 
made of plastic would have to t 
reinforced, of course. 
* + * 


Volume Ruled Out 

HE plastic body, it is argued 

lends itself to small volume pro- 
duction, Possible markets for vehi- 
cles made of plastic might include 
small, striking commercial vehicles 
convertibles and sports cars. The 
big volume auto production, it is 
admitted, will continue to be steel 
for a long time to come. 

Plastic construction has already 
been used to build a cabin cruiser 
28 feet long. The entire shell, deck 
and floor are made of plastic. Most 
of the plastic sheets used are about 
% of an inch thick. This is also the 
thickness of most sheets used for 
light car bodies. 

Painting presents no particular 
problem. A filler material is first 
applied to the outside cloth, re- 
sulting in a smooth surface, Final 
paint is applied in the conven- 
tional manner with a spray gun. 
These bodies are rigid and tough. 
They resist denting and can be 
patched readily. 


Tooling costs for a short run 
model such as a taxicab or a flashy 
sports job, it is argued, could be 
reduced to one-tenth the present 
level for steel bodies if plastic bod- 
ies were used instead. This is the 
big attraction of the plastic body 
today——low tooling costs. This at- 
traction is so strong, it is argued, 
that it cannot be disregarded even 
by those who would like to dismiss 
plastic bodies as entirely imprac- 
tical. 

Hand in hand with the develop- 
ment of remarkable new plastics 
are new adhesives. The surface is 
chemically treated and metal parts, 
like hood hinges, are clamped into 
position. These adhesives are water- 
proof. The strength of the joints is 
truly remarkable. Approximately 
the the same technique is used for 
making repairs. 

Reinforcements to hold the lock- 
ing mechanisms in place, etc., are 
added after the body has _ been 
molded. 


* * * 


Machines Replace Hands 


In Jet-Engine Process 


LANSING.—A hand operation in 
the deburring and radiusing of the 
fir-tree slots on the first and sec- 
ond-stage turbine-rotor disks in 
the Sapphire jet engine was sup- 
planted by machines recently at 
the Oldsmobile plant here. 

The job is now done by pressure- 
blasting exerted by two automatic 
pressure-blast units manufactured 
by Cro-Plate Co., Hartford, Conn. 

Prior to pressure-blasting, the 
wheels, which measure 18 inches 
and 23 inches in diameter, were 
filed stoned by hand. The pres- 
sure-blasting process was tested 
and approved by Wright Aero- 
nautical before acceptance by 
Oldsmobile. 

The machines resemble standard 
equipment, except for a dolly track 
and rinse station extending to the 
right of the installation. Four 
pressure guns do the burring and 
radiusing on the wheels, which are 
lifted into the machine and then 
rotated by a rubber friction wheel. 

* * * 


New Metal Cleaners Use 


High-Speed Propellers 


YOUNGSTOWN, O.—A new line 
of general-purpose metal-cleaning 


| systems, equipped with high-speed 


propellers, has been announced by 
J. P. Mfg. Co., Youngstown. 


The powerful propellers, the com- 
pany said, drive new cleaning solu- 
tions at exceptionally high speeds, 
creating a high-pressure shearing 
impact against both external and 
internal surfaces. 


At the same time, J. P. said, the 
whirlpool created by the propellers 
traps and removes cleaning refus: 
sending it into removable clean-oi 
pans from which it can be tak 
without draining and losing clea 
ing solutions. 

Some units are equipped with re- 
volving baskets to rotate sub- 
merged parts, and are available for 
monorail conveyor cleaning s}5%- 


| tems. 
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IF YOU DRIVE OR GARAGE 
IN THE DEEP FREEZE=— 





CLAINIZE 


Trade Mark Reg. U. S. Pat. Off. 


YOUR CAR TO PREVENT LOSS OF BEAUTY 





There is nothing that remotely approaches Porcelainize 
benefits, or matches its enduring beauty and all-weather, all- 
climate paint protection. For Porcelainize is not the usual 
“something” to put on top of the finish for temporary results— 
not an oil, wax, spray or glaze to turn dull, wash off, peel off 


or heat-soften and trap surface grime. 


Porcelainize is a scientific paint treatment which produces a 
tough, dry, sparkling surface so strong and durable that it 
outlasts the average wax or polish job three to four times. 
Have your New Car Dealer Porcelainize your car now. Relax 
in the pleasure of maximum protection against ALL weather 


hazards from winter's worst blasts to hot, tropical sun. 






Greater Beauty Longer Lasting 


FOUR EXCLUSIVE BENEFITS 


Better Protection Easier Maintenance 


UH ae aaa 
IS OFFICIALLY RECOMMENDED 


Today more automobile factories’ have 
tested and approved PORCELAINIZE than 


hal) ee a 


of automobile appearance maintenance 





AUTOMOTIVE NEWS, 


PUTS MONEY IN YOUR POCKET! 


OCTOBER 13, 1952 


Built On The Experience 


OF 41 YEARS! 


Subscribers to The RED BOOK buy only ONE thing—an appraisal service in 
which they have the fullest confidence. But to win confidence requires a large 
research organization. Valuations are not based on theoretical slide-rule find- 
ings, scattered sample checkups and biased opinions. Instead, each edition is 
based on results of USED CAR APPRAISAL MEETINGS (attended by men who 
know); DEALER SALES REPORTS from every state; INVESTIGATION by 
our own full time field men; RESEARCH by our experienced staff of specialists; 
plus ANALYSIS by seasoned personnel tempered with the MATURE EXPE- 
RIENCE of preparing continuous appraisals for 41 years. This is an appraisal ser- 
vice—unbiased and uninfluenced by any group of SPECIAL INTERESTS. 


WITHOUT BIAS—SIMPLY BASED ON FACTS! 


é¢ the RED BOOK! 


Even a large organization can prove to be an empty shell if it lacks good manage- 
ment. The policies, as planned and executed these past forty-one years, have been 
under the direction of the founders of National Market Reports, Inc., the largest 
exclusive independent publishers of appraisal guides. It has had continuous 
management by the same executive personnel who recognized the need and 
created this service in 1911—yet kept young and modern by adding junior 
executives to carry on these successful policies. 

Sufficient quarters (an entire floor)—ample personnel—adequate equipment 
—sound management—all make it possible to compile the appraisal service you 
need—assuring your CONFIDENCE in each appraisal. These valuations are 
honest and trustworthy. 


a 


FULL FACILITIES TO SERVE YOU ADEQUATELY ...TO SERVE YOU WELL | 


ee) 
te 

= Multigraphing and 
— 7 Mailing Division. 


"a 
=" 
< 


This section determines 
the number of RED 
BOOKS for each sub- 
scriber. 


2 an 


a, Ps 


1 
ae 


a " 


Another section of our 
Subscribers’ Service 


Department. 
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W. E. Butler, President and founder. 


Guided by the Same Management (or @/ Gear! 


The Founders (Auto Distributors and Dealers Themselves) Have Developed 
This Service and Maintained Its Ceadershé In the Industry 


pO re = Ee ee 


a “KNOWLEDGE IS POWER.” By subscribing to The RED BOOK, you benefit 
by KNOWING—and by KNOWING you can make better buys and trade-ins, and 
make more money! THOUSANDS OF SUBSCRIBERS DO. Ask a few. (Names in 
your area on request.) 

You profit by knowing. The RED BOOK provides, conveniently arranged for 
2 reference, and APPLICABLE FOR YOUR AREA: Cash value and finance 

gures; average base or wholesale figures; average market values; OPS CEILING 
PRICES; factory prices on all cars. Gives you serial numbers; motor numbers; 
weights; detailed specification data, including insurance symbols. Also truck 
appraisals on vehicles up to 114 tons inclusive. 


Three Regional Editions—There’s One for Your Region 


To reflect the market accurately The RED BOOK allows for geographical variances 
in used car values. Many factors influence values. There is quite a difference in the 
price a car will usually sell for in New York or Kansas City, as compared to Cali- 
fornia. So The RED BOOK is published in three regional editions which cover the 
U.S.A. and take into consideration the differences in each major section. 

There is a pocket size edition for YOUR region. Your subscription will bring you 
the appropriate edition—and revised editions regularly as issued. Single yearly sub- 
scription, $7.00. Two or more subscriptions, each yearly, $6.50. 


Desk Size, Executive Edition Known as the Famous "BLUE BOOK” 


There has always been a definite demand for The BLUE BOOK, which lists values 
for each car in all three of the regional editions. It also includes truck valuations 
regardless of tonnage capacity rating. 

The BLUE BOOK is desk size for executive use and is preferred by banks, finance 
companies, insurance underwriters, adjusters, tax assessors, government agencies, 
libraries and others. 

Approximately 200 pages, size 81" x 11”. Leatherette cover. Revised editions sent 
all subscribers regularly. Single yearly subscription, $15.00. Additional subscriptions, 
each, yearly, $13.50. 


ALSO PUBLISHERS OF 


The NATIONAL PARTS & LABOR MANUAL (Keeps The BLUE BOOK TRUCK APPRAISAL GUIDE 


Service Departments, Garages, Body Shops, (The only service of its kind, providing 
Adjusters informed as to changing prices of 
parts and how to figure time and labor costs Z 
at various prevailing wages.) Only $7.50 for rates; body, cab and equipment sources, 
full year service. etc.) Only $9.00 for full year serviter 


FOR MORE INFORMATION ON ANY OF THESE SERVICES, CHECK Ce Ps 


current appraisals; specifications; freight 


NATIONAL MARKET REPORTS, INC. 


Division of National Used Car Market Report, Inc. 
900 South Wabash Avenue co 


Try, .FOR 41 YEARS 
MU TTY TU ala 








CHICAGO 5, ILL. 





































G. A. Leukhart, General 
Manager, who has been on 
the job daily for 20 years. 










The RED BOOK Is an Established Sales Tool! 
Put a Copy in the Pocket of Each of Your Salesmen! 


The RED BOOK not only helps your salesmen SELL . . . but helps them BUY, as 
well! Remember this axiom: ‘A CAR BOUGHT RIGHT IS A CAR SOLD RIGHT!” 
It will pay you to subscribe to The RED BOOK for each of your salesmen now, so 
they may keep a copy on their person at all times. That fraction of time in quoting 
a trade-in price may mean the difference between a sale and no sale! One transaction 
alone will more than pay for The RED 
BOOK for an entire year. 

Won't you invest $6.50 a year for each of your 
men to make them worth more to you—and 
themselves? SHOW THEM THIS IS THE 
WAY TO BUILD GOOD BUSINESS. 








OF USED CAR aT e 
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F YOU had been born in a north- 

ern Wisconsin logging camp, of 
a brilliant, red-headed Irish mother 
...Sired by a husky Englishman... 
surrounded by the happy, singing 
fugitives from the “royal realms” 
of western Europe ... taught the, 
“lingo” of the French Canadian Ca- 
nucks .. . accustomed to the chat- | 
ter of the Scandinavians . . . Nor-| 
wegians, Danish, Finnish, those | 
from the Baltic countries ... and} 


spent your youth in a town where, | 
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.. and only then could you under- 
stand the real meaning of that 
word DEMOCRACY. 

The only thing one middlewest- 
ern boy knew about Russia was a 
picture in his Second Reader of a 


| Russian “droshky,” hauled by three 


frightened horses . . . loaded with 
a family of Russian peasants. . 
being chased through a howling 
blizzard by a hungry band of fero- 
cious wolves. 

In spite of the political advan- 
tage of keeping the American 
people well scared of things they 
don’t understand, the opinion of 
this writer regarding the menace 
of Russia has never changed since 
I saw the picture of those hungry 
wolves. If, pending the Novem- 
ber election, and following that 
historic event, the politicians don’t 
revise the controls which they ex- 
ercise over the American people, 
then you may cancel your sub- 
scription to Automotive News and 
Vll jump off the George Wash- 
ington bridge ... leaving a note 
- . . “Barnum was right... 
They love to be BUNCOED.” 


However, after my fatal leap, 
taxes won’t go down. That’s the 


“hangover” that follows overindul- | 


if you couldn’t understand German, | gence. 


you just didn’t belong .. . THEN | 


A sidelight on difficulties en- 


| Of course, they agreed that some- 


countered in Soviet production was 
furnished by the Long Island paint- 
ing contractor who threw up his 
job of redecorating the rooms of a 
large house the Russians had 
bought, because he couldn’t recon- 
cile the widely varying opinions of 
members of the Russian delegation 





as to the color used on the walls 
and ceilings of 15 rooms .. . but 
what wrecked the “entente” be- 


tween the contractor and the Rus- 
sians were the “stooges” who fol- 
lowed every workman to the wash- 
room and watched every man while 
he worked . . One stooge, who 
could talk English, confided ‘ 
“Don’t let it bother you. We don’t 
TRUST NOBODY ...NOT EVEN, 
OURSELVES.” 


* * * 
Stooges Don’t Get It 
oe stooges were greatly up- 
set by the events at Helsinki. 
Surely, they said, there was some 
crooked work going on there. Other- 
wise the Russians would have won. 


is 60-by-120 feet. 
God had a lot to do with the 


would destroy they first make 
drunk with power.) He sent Alar- 
ic, the Goth, down with a flock 
of savages to “clean out the 
mess.” The idea then was that if 
@ poor guy couldn’t pay his taxes 
to buy mink coats for the patri- 
cians ... and hadn’t enough 
chips to bribe the praetors . 


one should have been there with a 
knout ... (a whip with stones em- 
bedded in the lash) ... That would 
show the plutocrats who really won. 

I have always had a hunch that 


rs 











NEW MOTOR OIL! SUPER TOUGH! 


SUNOCO H.D. DYNALUBE 


Tougher Film Strength for Extra Margin of Safety! 








High speeds and heat 


piston rings rub cylinder walls 


cause inferior oil to break 


Piston rings and cylinder walls 
become scuffed like this. Result: 
Lost power, wasted gas and oil. 





line and oil. 


Another good reason ma» 
customers stay with you when 


Inferior motor oil builds up 
gummy deposits of varnish on the 
valves, piston rings and hydraulic 
valve lifters. Engines run hot, 
wear faster and burn extra gaso- 


where 


down. 


Cleans 6 Times Better Than Ordinary Motor Oil! 
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1000 miles.) 


you sell Sunoco products! 





New H.D. Dynalube is twice as 
tough as ordinary detergent oils. 
It fights wear at all speeds, all 
temperatures— keeps cylinder 
walls smooth, and rings tight- 
fitting. 


Dynalube cleans 
away varnish and carbon and 
keeps them in suspension until 
your next oil change. (For maxi- 
mum protection, change oil every 











Exceeds all manufacturers’ 
recommendations 
for all passenger cars! 


New Heavy-Duty (H.D.) Dynalube is 
super-tough and super-detergent. Fights 
wear better . . . longer. 


Gives complete protection 
under severest engine 
heats and pressures! 


New H.D. Dynalube exceeds the tough- 
est engine requirements of any car on 
the road today! 





Keeps engines NEW twice 
as long as ordinary 
detergent motor oils! 


New H. D. Dynalube is actually more 
than twice as tough as ordinary detergent 
motor oils. 


MEETS MILITARY 
SPECIFICATIONS MilL-02104 
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sack of Rome. (Whom the gods | 


- Geddes Unit Opens in Ontario— 


The new home of Bruce Geddes Motors (Studebaker), Brantford, Ont., was the scen: 
of gala opening-day ceremonies recently. 
with 5,000 square feet devoted to the service area. Overall size of the new structur: 


The new building covers 7,000 square feet 


they tossed him into the ring for 
the wild animals to work over. 


I have always had a soft spot in 
| my heart for Alaric, the Goth. 


That lad was TOUGH .. . but 
| I’m tellin’ yuh, he was effective. 


You see, the Romans had become 
|so rich, they didn’t believe in God 
... in fact they didn’t believe in 
NOTHIN’. S-o-o-h the General! 
| Manager of the Universe must have 
decided to put the finger on ’em. 


The Russians don’t believe in God 
_. and old Stalin is just smart 
enough to find out that a lot of 
Americans don’t. So, now he is go- 
ing to turn over his royal preroga- 
tives to someone he can really 
|trust ... his chief stooge. I can 
hear him chuckle. He hands the 
new five-year plan to (what’s his 
|name ... I can’t pronounce it or 
spell it) and says ... “Yatz-sky 
. . . just keep those dumb Ameri- 
|cans well SCARED and when they 
| are bankrupt we'll take over.” Then 
he says (sotto voice, behind his 
hand), “They tell me the average 
American is now spending more 
than he makes. It won’t be long 
now.” 





* * * 


PEAKING of hands across the 
sea, and that kind of humor 
which is the hand-maiden of real 
intelligence, Oliver Lyttelton, Brit- 
ish colonial secretary, delighted the 
| American Society’s Fourth of July 
dinner with a story illustrating the 
difficulties affecting United States 
and British relations. 

A United States colonel heard 
that an English village, near which 
|he had been stationed during 
World War II, was seeking funds 
to rebuild its church, destroyed by 






















bombing. The colonel promptly sent | 


a check for $5,000, the story con- 
tinued. The village was so touched 
that when the new church was con- 
secrated, the vicar arranged to have 
a recording made of the ceremony 
to send to the colonel in the United 
States. 

The colonel invited his neigh- 
bors in to hear the record played 
for the first time... BUT... 
shortly after it began, he seized 
the record and hurled it to the 
floor. 

According to the story, the Bishop 
was recorded as having said... 
“Now let us all thank God for this 
timely SUCCOR.” 

P.S. Sort of brings back the mem- 
ory of the night in Connaught hall, 
in London, when, before the Eng- 
lish-Speaking Union, the great 
Haig ‘(who stood with the British 
infantry ... “backs to the wall” 
. .. to meet the first onslaught of 
the Kaiser), in the presence of the 
King of England and John W 
Davis, American ambassador to th: 
Court of St. James, complimented 
the American engineers who con- 
tributed so much to the winning of 
the first World War. I turned to 
Dave Beecroft, well-known Ameri- 
can automobile editor, sitting at my 
side, and said .. . “Better tell Rus- 
sell Begg, our chief engineer, he’!l 
be expected to respond to this fine 
tribute.” 

I could see Dave whispering to 
Russell behind his hand . .. AND 
os a moment later I caught 4 

glimpse of Begg going down the 
jline of tables like a scared rabb't 
|and out the front door. 

COURSE, 1 WAS ONLY 
DIN’. 

Mitchell Aides Chosen 
| John O. Mitchell has been named 
| vice-president and general m2n- 
ager of Mitchell Motors, ne. 
(Oldsmobile), Atlanta. He succeeds 
| Roger Jones, who died rece ‘ly. 


|W. M. Dodd has been appo nted 
| general sales manager of the firm. 


KID- 


— 
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| Rubber checks 
hat pay off 





Dusty gives a vivid lesson in higher finance to two new salesmen 


hitting them where it hurts most! UNIVERSAL C.I.T. 


“Would you fix up two phoney checks for me?” I say casually 
to Edna. 


My secretary’s chewing gum pops with surprise, but she quips, 
“To pay for the diamonds and furs you promised to buy me?” 


“Nope. Dewey and Lou are going to get a lesson in higher 
finance,” I say, eyeing the cash reserve statement. 


I call the two new salesmen into my office after Edna slips 
me the bogus bouncers. 


“‘How’s your pocketbook nerve?” I inquire, as Lou and Dewey 
drop into chairs around my desk. 


Dewey affectionately pats his wallet and says, ‘‘In its usual 
highly receptive, super-sensitive state, Dusty.” 


“Yeah,” chimes in Lou, “the wife keeps mine in perfect oper- 
ating condition.” 


“Well, gentlemen,” I say with a ceremonious wave of my 
hand, “I’ve got a forty dollar check for each of you which will 


needle that nerve of yours into new activity—I hope!” 
Broad smiles rapidly melt as Lou and Dewey take in Edna’s 
little masterpieces. 


“Sorry these commission checks aren’t for real,” I grin. “They 
could have been if you’d sewed up every car sale you made 
last month in a Universal CIT Protective Package.” 


“The Universal CIT Plan,” I continue, “not only pays off 
in bigger commissions for you and larger cash reserve for 
me, but satisfied customers who buy their cars out of income 
through UCIT...” 


‘* . . come back to us for their next car,” pipes up Lou. 


“Enough said, Dusty,” says Dewey, tearing his check into 
tiny pieces. ““From here on in, any commission checks you 
give me are going to be the McCoy.” 


Dewey was right. Our time deals have shot to a new high. 
And Edna hasn’t had to pass any more bum checks. 
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New Price Boss Leans 


T 


To Stronger Controls 


By William Ullman 


Washington Correspondent 


IGHE WOODS, the new price chief, parked himself in his 
OPS office long enough last week to tell reporters that he 
might recommend stronger price controls to the President 
because four out of every five housewives he met in a recent 
tour favored such a ae ‘Oct. 16; New York on Oct. 22; 
Woods said that housewives | wiikesboro, N.C. 
appeared to be especially con-|on Oct. 23, and 
cerned over rising food prices | Denver, Seattle 
and that he believed his seven-city | 4nd Des Moines 
check on 
strong evidence 

However, Woods said that he had | matter further 
not made up his mind completely | with housewives. 
on the question. He said he needed | 
more information before reporting | didn’t think the 
to the White House. 


Accordingly, he announced that|was 
he would visit Newark, N. J., on|enough to war- 


later this month 


consumers provided 
the 


for price controls.|to discuss 


Woods said he 


situation 
serious 


|price 


William Uliman 


IN ANY SHOP... regardless 
of the equipment you may now have 
... this Snap-on Wheel Alignment 
outfit will prove faster and easier for your 
men to use! It’s a dependable business-builder 
.--in a few minutes you can show a customer exactly 
what’s wrong...and you’ve got another profitable 
aligning job! The equipment is portable... use it any- 
where! It’s accurate... none more so when it comes to 
checking Caster—Camber—Toe-in—Toe-out-on turns. 
It’s simple to use. It’s fast. And the price is good news 
in any shop’s budget ! 


Interested? Let your Snap-on Man demonstrate right 
in your shop, right on the job. If you’d like full informa- 
tion immediately, send for descriptive bulletin and the 
complete Snap-on catalog of more than 4,000 quality 
hand-and-bench tools. 


SNAP-ON TOOLS CORPORATION 
8082-J 28th Avenue, Kenosha, Wisconsin 
*Snap-on is the trademark of Snap-on Tools Corporation 
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1S. 7é/- this /s /, 7! This outtit brings 
wheel aligning right down to its ABC s/ 
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rant a special session of Congress 
but he warned that further price 


|increases were on the horizon. 
* * . 





Speculation on Aluminum 
HE Government last week was 
stepping up plans for another 
expansion of aluminum production 
to meet the need for a national 
stockpile in the event of war. 

Henry Fowler, director of the 
Office of Defense Mobilizatior, said 
all-out mobilization requirements 
for aluminum established by the 
Munitions Board “are so large and 
accelerate so sharply” that prompt 
steps must be taken for additional 
production. 

It is planned to meet the prob- 
lem by providing production capac- 
ity for an additional 200,000 tons 
of aluminum a year. 

Fowler disclosed the new demand 
for aluminum to the Senate-House | 
Committee on Defense Production. | 
The sudden stockpile-goal increase 


| led to speculation along these lines: | 


1. It indicates a decision to use 
much more of the light metal | 
than formerly in weapons mount- 
ings and other equipment. This | 
would necessitate a large addition 
to the supply on top of the quan- 
tity used for airplanes. 

2. Stockpiling of aluminum is, in 


MAGNETIC 
CASTER-CAMBER GAUGE 


Multiple magnets grip firmly 
on machined surface of hub— 
instant reading—no tricky ad- 
justments — no computations ! 
Spring-tensioned centering 
finder automatically centers 
gauge! 


TURNTABLE SET 


Precision built. Turning plates 
“free-floated” and mounted 
on ball bearings. Large point- 
ers give accurate degree 
readings for caster and ge- 
ometry. 


TOE-IN 
TRAMMEL BAR 


Seven-foot bar with traveling 
gauge gives you a fast method 
of checking toe-in. The travel- 
ing gauge is calibrated in 
inches for easy reading. 


a ay 


al — 


effect, also stockpiling of electric 


power. Ten kilowatts of power is| 


needed to produce one pound of 
aluminum. Much of the power used 
is water-generated, and dams and 


hydroelectric power plants are 
prime targets of attack. 
3. Aluminum stockpiling also 


means stockpiling of transporta- | 
tion. Much of the ore comes from 
the Caribbean, where the supply 


lines were dangerously exposed to | 


submarine attack in World War II. 
a” * & 

Distribution Office Set Up 

— SAWYER, secretary of 


A commerce, last week announced 
establishment of an Office of Dis- 


tribution within the Department of | 


Commerce to serve as the focal 
point for promoting a more effi- 
cient and effective distribution of 
goods and services. 


H. B. McCoy, deputy administra- | 


tor of NPA, was named temporary 
director of the new office. 


In order to assure a continuing 
high level of production and em- 
ployment, Sawyer said, the Office 
of Distribution will help industry 
develop its strength and resources 
in ways which the Government 






























alone, with its vast facilities, is 
able to do. 

One of the office’s first projects 
| will be a study of postwar markets 
jin order to anticipate the time 
| when the defense share of the na- 
}tional product will diminish. Be- 
cause of industrial expansion, there 
will, at that time, be a greater pro- 
duction capacity for civilian use 
than existed previously. 

Later, NPA Administrator Rich- 
ard A. McDonald announced that 
the Office of Civilian Requirements 
‘had been abolished and that its 
|functions and staff were being 
transferred to the new Office of 
Distribution and to a new civilian- 
requirements division in NPA’s pol- 
icy coordination bureau. 

Leslie P. Doidge, of Washington, 
will act as director of the new civil- 
ian-requirements division. 

Secretary Sawyer now is meet- 
| ing with businessmen in the west 
| and midwest. The primary pur- 
| pose of the trip is to get first- 
| hand information which may be 

incorporated into the Department 

of Commerce survey of possibili- 
ties for markets after defense 
spending drops off. Sawyer has 
said that this survey will be pub- 

lished by Jan. 1. 

Following his return to Washing- 
ton, Sawyer next month will head 
a presidential mission to Europe to 


|study general economic conditions 


as a complement to the domestic 
survey of post-defense markets. 
* . = 


Mediation Chief's Views 


A"=™= being sworn in as direc- 
tor of the Federal Mediation 
and Conciliation Service to succeed 
Cyrus Ching, the new chief—David 
L. Cole—said: 


“T am convinced that American 
industry and labor recognize that 
the duty of reaching agreements is 
basically their own responsibility, 
and they have repeatedly and em- 
phatically insisted that it must be 
so. I am in complete accord. 

“Collective bargaining is the 

heart of our national labor policy. 

This is a process of reasoning in 
which each party undertakes to 

persuade the other but at the 
same time is willing to consider 
the reasoning and persuasion of 
the other, with the purpose of 

mutually accommodating the sep- 
arate conflicting viewpoints. 

“I believe that in the field of 
emergency disputes it is possible to 
find a large area of agreement with 
respect to the kind of approach to 
be used. 


“T intend to explore this possi- 
bility to the utmost in the hope 
| that something constructive may be 
proposed to the Congress which 
will leave the responsibility of re- 
solving such disputes where it es- 
sentially belongs—namely, with the 
contracting parties themselves.” 

« * = 


TEL Reports Dropped 


HE Government has revoked the 

requirement that petroleum re- 
finers submit monthly reports to 
|the Petroleum Administration for 
| Defense on their use of tetraethyl 
|lead—called TEL—in automotive 
gasoline. 


All limitations on the use of the 
|fluid in automotive gasoline were 
|}removed Apr. 1. It is used to in- 
|crease the antiknock qualities of 
gasoline. 


Controls were instituted early 
in 1951 to assure conservation of 
| TEL and to permit the building 
of a reserve supply for emer- 
gency use. Refiners who used 
more than one million pounds in 
1950 were restricted to a base al- 
lotment of one million pounds 
| plus 80 percent of their 1950 con- 
| sumption over that base. Those 
| who had used one million pounds 
| or less in 1950 were allowed their 
full 1950 consumption. 
| 


On Feb. 5, 1952, the order wa: 
| amended to permit refiners to use ~ 
| percent more TEL than their au 


| thorized 1951 use. 


| Unrestricted use was permitte: 

|beginning Apr. 1, because of 
finding by PAD that an adequa 
stockpile had been accumulat: 
and that sufficient supplies of ra \ 

| materials were available to provi 
for expanded production faciliti«s. 

The reporting provisions of t¢ 

order were retained after Apr. 1, 
however, to permit PAD to keep in 

;close touch with the supply siti 

| tion, 
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Mr. Politics 


During the Democratic national convention in Chicago in 1932, the 
correspondent of a New York newspaper got this plaintive wire from 
his managing editor: “The Times has beaten us again on everything. 
Can’t you do something about it?’ 


What the harried correspondent did was to assign one of his men to 
“cover” Jim Hagerty. It was the daily succession of exclusives 
Hagerty was getting for The New York Times that was causing the 
rival newspaper man his headaches. 

James A. Hagerty got his first taste of political reporting in 1900. 
Working for his hometown newspaper, the Plattsburgh (N. Y.) Press, 
he was the only reporter covering President McKinley, vacationing 
on Lake Champlain. Ten years later, his skill at covering political 
news won him a job with the New York Herald. 

Jim Hagerty came to The New York Times in 1920. In 1923, acting 
on a shrewd managing editor’s hunch and on his own competitive 
instinct in tying up all available telephone lines, Hagerty scored a 
world beat on Calvin Coolidge taking the oath as President in his 
father’s remote Vermont farm home. 


By 1928, Hagerty’s reputation as a political reporter had become 


nation-wide. Political writers all over the country depended on him 
for the final word about New York politics. He predicted that Al 
Smith would lose New York State by 110,000. Smith lost by 111,000. 
Hagerty used no crystal ball. His sources and his information, as 
always, were solid and reliable. Politicians, from precinct leader to 
President, have sought his advice, respected his judgment. 

The Times team includes many reporters and editors like Jim 
Hagerty. They pool their knowledge and their talents to produce 
each day a newspaper that is vigorous, alert, interesting, informa- 
tive, different from any other. They put more into it. Readers get 
more out of it. 

*Naturally, therefore advertisers also get more. Which explains the 
33-year leadership of The New York Times in the world’s biggest 
and most inviting market. There’s a lot about The Times today you 
ought to know. May we tell you? 


Che New York Cimes 


ALL THE NEWS THAT'S FIT TO PRINT’ 








By Leo T. Parker 
Attorney at Law 

“TS AN automobile dealer liable for 

fraudulent acts committed by 

one of his salesmen?” inquires a 
reader. 

A late higher-court opinion 

answers this question in the affirm- 





General Names 


Pike to New Post 


AKRON.—New manager of sales 
training for General Tire & Rubber 
Co. is Herbert E. Pike, formerly 
eastern division sales training man- 
ager. Pike’s appointment was an- 
nounced by Howard A. Bellows, 
vice-president in charge of replace- 
ment tire sales. 

With a background of more than 
20 years of automotive industry 





"Flying Saucer’ Production Line? — 


This is not the home base of those mysterious airborne disks, but a scene in the 
flywheel department of Hudson in Detroit, where highly polished steel flywheels for selling, Pike joined General Tire’s 


Hudson fluid-cushioned clutches appear to be soaring off the line in “flying saucer” 


eastern division organization in 
formation. 


1946. He served several years as a 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT Ap | ‘territorial manager prior to taking 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? his training post. 
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Lawsuits Affecting Dealers ... 
Court Decisions 


ative, provided the testimony shows 
that the dealer placed the salesman 
in such a position or gave the sales- 
man papers enabling him to prac- 
tice fraud. 


In Terry Motors v. Haber Mo- 
tors 78 Atl. (2d) 337, testimony 
showed facts as follows: Terry 
Motors, a licensed dealer, gave a 
salesman ostensible authority to 
sell automobiles. 

The firm provided the salesman 
with an invoice signed in blank and 
thus made it possible for him to 
obtain possession of an automobile 
and to exhibit evidence of a good 
title. The salesman inserted the 
name of Delmar Motors as the pur- 
chaser. 


* * * 


Sells Car, Keeps Cash 


A= the salesman, using the 
fictitious name of Delmar Mo- 
tors, sold the automobile to Haber 
Motors, which relied on the invoice 
ftom Terry Motors and believed 
that the automobile was owned by 
Terry Motors. The salesman pock- 





erving the automotive industry. .. 


U.S. Rubber’s 


Plastics Center 


[| every plastic known to science is 
molded and extruded at the United States Rubber 
Company’s Chicago Die Mold Plant. 

Here, serving the automotive industry and original 


tures as high as 170° F. 


equipment manufacturers, are research technicians 
and engineers who work unceasingly at improving 
and making better plastics. They study operating properties. 
requirements, anticipate new developments, com- 
pound new types of plastics. 

For example, two of the remarkable plastics de- 
veloped by “U.S.” technicians are Uscolite and 
Enrup. Uscolite has such high impact strength that 
it easily withstands a .44 calibre 
revolver bullet fired from 20 
yards. Lightweight and amaz- 





PRODUCTS OF 
ingly versatile, it retains unusual 


UNITED STATES RUBBER 


toughness at temperatures as low as —40°F., yet 
remains rigid and dimensionally stable at tempera- 


Enrup can be made as flexible as soft rubber, or as rigid 
as hard rubber. Both Uscolite and Enrup are resist- 
ant to most chemicals and have excellent dielectric 


A “U.S.” Automotive Sales Technician will gladly 
assist you in selecting the right type of plastic for 
your product or application. And remember that, in 
addition to their own skill and research data, these 
technicians have at their command the entire resources 
of the nationwide chain of plants 
and laboratories which comprise 
the United States 
Company. 


Rubber 


COMPANY 


MECHANICAL GOODS DIVISION » ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


eted the money and disappeared. 

In subsequent litigation, th: 
higher court held that Haber 
Motors could keep the automobil: 
without making any payment to 
Terry Motors, and said: 

“That Budkofsky (salesman) ac- 
complished his fraudulent purpose 
through the medium of a pretended 
transfer of title to Delmar Motors 
is immaterial. The law is well es- 
stablished that an innocent pur- 
chaser for value under such cir- 
cumstances acquires a good title. 

“It cannot avail the plaintiff 
(Terry Motors) to say under thes: 
circumstances that his agent had 
no authority, or that he exercised it 
improperly, or that it did not go 
so far.” 

* e s 

Theft Liability Explained 
ACoine to a late higher- 

court decision, an automobile 
dealer is liable for theft of a cus- 
tomer’s automobile left in his care 
for repairs, or otherwise, if the 
dealer fails to prove that his em- 
ployes used reasonable care to safe- 
guard the vehicle. 

For illustration, in Leonard v. 
Auto Parks, 79 Atl. (2d) 70, it was 
shown that one Leonard left his 
automobile in a garage. When 
Leonard returned, the car was 
gone. He sued the garage propri- 
etor for damages. 

The higher court held in favor of 
Leonard, saying: 

“It is obvious that plaintiff 
(Leonard) established a case which 
required the defendant (Auto Park) 
to go forward with evidence ac- 
counting for the damage to the 
automobile, and that having failed 
to do so, the defendant (Auto 
Park) is responsible therefore, be- 
cause the assumption is that it did 
not exercise the ordinary care re- 
quired.” 


Vance Committee 
Submits Plan for 
Defense Output 


WASHINGTON.—The Office of 
Defense Mobilization’s advisory 
committee on production equip- 
ment, headed by Harold S. Vance, 
president of Studebaker, last week 
reportedly gave the Government a 
set of recommendations for: 

1. Long-term savings in the cost 
of military production. 

2. Equipping industry to provide 
the multiplicity of items needed, 
and in the volume necessary, if an 
all-out war should come. 

3. Keeping obsolescence down. 

It was understood that the Vance 
report was submitted to Defense 
Mobilizer Henry Fowler and likely 
would not be made public until the 
ODM chief exchanged views on it 
with Secretary of Defense Robert 
Lovett. 

The recommendations, it was 
said, appear to be a modification of 
the plan outlined by former ODM 
Chief Charles Wilson when he re- 
signed Apr. 1. That plan called for 
maintaining total production of 
military goods through 1953 and 
1954 at the high levels scheduled 
to be achieved early next year. 

Members of the Vance commit- 
tee include Clay Bedford, Adm. W. 
H. Blandy, Lt.-Gen. LeRoy Lutes, 
Lt.-Gen. K. B. Wolfe, Adm. Lewis 
L. Straus and Manly Fleischmann, 
former head of NPA and the De- 
fense Production Administration. 


Bids to S.F. Show 
Get Big Response 


LOS ANGELES. — Fred Aurel, 
Pacific Automotive Show president, 
who had been predicting “the big- 
gest show ever,” now says re- 
sponses to mailed invitations have 
far exceeded expectations. 

The 1953 show is scheduled for 
Feb. 26 - March 1 in the Civic Audi- 
torium, San Francisco. 

A drawing for exhibit space will 
be held in the San Francisco audi- 
torium, Aurel said, at a time to be 
announced later. He urged prompt 
action by sponsors who have not 
yet signed up. The Pacific show is 
supported by automotive interests 
of 11 western states. 


Ohio Deal Sold 


George Reiser, of New Philadel- 
phia, O., and John West, of New- 
comerstown, O., have purchased the 
Dodge-Plymouth dealership in New- 
comerstown from Oscar Moffett. 
The new concern will be known as 
Reiser & West Auto Sales. 
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Legislatures 


ain to Tackle Issue .. . 


Bills to Ask Car-Finance Clamps 


EGULATION of _installment- 

sales financing is certain to be 
an issue in state legislatures again 
next year, a survey indicates, 
despite largely negative action on 
such measures during the past two 
years. 

Arkansas voters, meanwhile, will 
ballot in November on a proposed 
constitutional amendment that 
would limit stated interest charges 
to 10 percent. It would not cut the 
maximum legal interest rate, but 
would allow the Legislature to 
specify additional collection and 
service charges for installment 
loans. 


The amendment would also 
provide that the difference be- 
tween cash-sale and time - sale 
prices would not be considered 
interest. 


Auto-appliance and furniture 
dealers initiated the Arkansas pro- 
posal after the State Supreme 
Court ruled that certain service 
and expense fees, which totaled 
more than 10 percent when com- 
bined with interest charges, were 
usurious, National finance compan- 
ies said they could not do business 
in Arkansas unless the law could 
be changed. 

During the comparatively few 
legislative sessions this year, Mich- 
igan’s Legislature amended state 
laws to provide that auto firms sell- 
ing on time payments might carry 
their own paper, under a $20 all- 
inclusive license, without getting 
a sales-finance company license, 
which had, with bond, formerly 
cost $135. Bond is no longer re- 
quired. 

* = * 
pmorosare for stringent regu- 
lation of auto financing were 
again rejected in the New York 
Legislature, where similar bills 
have been debated many times in 
recent years. They are expected to 


be revived during the 1953 session. 

One bill turned down in New 
York this year would have limited 
interest charges to 6 percent on 
new autos, 9 percent on used cars 
one to two years old, and 12 per- 
cent on older models. The Dill 
would also have set up forms for 
installment sales contracts designed 
to eliminate hidden charges. An- 
other rejected New York bill would 
have permitted prepayment of in- 
stallment contracts without loss to 
the purchaser. 

Killed in the Maryland Legis- 


Reynolds Finishes 


Expansion Project 


LONGVIEW, Wash. — Reynolds 
Metals Co. has increased the capac- 
ity of its installation here from 60 
million to 100 million pounds of pig 
aluminum per year. 

This was accomplished by en- 
larging the plant’s 372 reduction 
“pots” — electrolytic cells where 
alumina becomes metallic alumi- 
num. The expansion operation be- 
gan last February. Cost of the in- 
creased capacity is approximately 
$7 million. 

The project at Longview com- 
pletes the first phase of Reynolds’ 
program of cooperating with the 
Government to increase aluminum 
production. Reynolds built the San 
Patricio plant near Corpus Christi, 
Tex., with a capacity of 160 million 
pounds yearly, added 50 million 
pounds capacity to its Jones Mills 
(Ark.) plant and 40 million pounds 
at Longview. 

In answer to the Government’s 
call for a second round of expan- 
sion, Reynolds now is building the 
Robert P. Patterson reduction plant 
near Arkadelphia, Ark., and the La 
Quinta alumina plant near Corpus 


Christi. 


lature this year, but likely to 
come up again at the 1953 session, 
was a measure to establish 
finance charges on automobile in- 
stallment sales. 


Massachusetts lawmakers turned 
down a bill to provide for abate- 
ment of interest on loans prepaid 
prior to maturity. 

Also turned down in Massachu- 
setts was a proposal for a legisla- 
tive interim investigation into in- 
stallment sales financing rates and 
practices. Another unsuccessful 
Massachusetts proposal would have 
prohibited sale of automobile insur- 
ance by persons selling cars on 
installment plans or engaged in 
financing automobile loans. 


Wyoming State Insurance Com- 
missioner Ford S. Taft is asking a 
law to prevent coercion of borrow- 
ers and time-payment purchasers 
in their choice of insurance agents 
and companies. He suggested that 
the legislative committee of the 
Wyoming Insurance Agents Assn. 
prepare an anti-coercion bill for 
submission to the 1953 legislative 
Session. 

+ * * 


Mo°re stringent restrictions on 
licensing of auto dealers as 
insurance agents also has been 
proposed in Pennsylvania, and may 
be a legislative issue there next 
year. 


Minnesota’s State Insurance De- 
partment early this year ordered 
restrictions on the sale of insur- 
ance for auto financing. Aim of 
the regulation is to require that 
installment buyers be fully in- 
formed as to the kind of insurance 
coverage provided, and the cost of 
the coverage independent of any 
other finance charges. 

Significant court rulings re- 
lating to installment sales financ- 
ing have been handed down this 





SS — A; 
GM's 'Astronomer'— 

This sensitive apparatus, a spectroheli- 
ometer specially designed by General Mo- 
tors, is being tested on the roof of the 
GM research laboratories building in De- 
troit for use in a basic study of paint 
failures. !ts job is to measure distribu- 
tion of the sun's energy, the energy's 
variation with the time of day and sea- 
son, and the intensity of the various parts 
of the sun's spectrum or rays. All data 
gathered by the spectroheliometer is re- 
corded automatically, and the information 
is correlated with the weathering of auto- 
motive paint and finish samples on out- 
door exposure racks. 


year in several states, in addi- 
tion to the Arkansas decision. 


An appeal was taken to the In- 
diana Supreme Court after a lower 
court ruled unconsititutional a 
State law authorizing regulation of 
the amount of “rebates” a finance 
company may pay a retailer for 
directing sales contracts its way. 

Colorado’s Supreme Court ruled 
that a 1913 law, which prohibits 
charging more than 2 percent 
monthly interest on the unpaid 
balance of loans, is valid and con- 
stitutional. The law, previously be- 
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lieved no longer effective, provides 
that in order to charge a maximum 
of 2 percent monthly interest, a 
loan company dealing in loans over 
$300 must be licensed; otherwise it 
cannot exceed a 1 percent charge. 
Banks are exempted from the re- 
quirement. The ruling resulted in 
a flood of license applications. 
* + x 
” A CASE of far-reaching sig- 
nificance in connection with 
extent of state powers to regulate 
insurance sales in connection with 
installment sales, Motors Insurance 
Corp. has appealed to the U. S. 
Supreme Court from an Ohio Su- 
preme Court decision upholding 
the right of State Insurance Supt. 
Walter A. Robinson to revoke the 
insurance agents’ licenses of 1,100 
automobile dealers of its parent 
company, General Motors Corp. 
The Ohio official acted in 1949 
under a State law providing that 
an insurance agent may not “prin- 
cipally” use his license to insure 
property of which he is_ the 
“owner” or “vendor.” The company 
contends this statute violates the 
due - process and equal - protection 
clauses of the Federal Constitution. 


Warning Issued 


On Dealer Plates 


LANSING.—Too many Michigan 
auto dealers are allowing out-of- 
state purchasers to drive cars out 
of the state with Michigan dealer 
plates, Lee M. Richardson, director 
of the State Motor Vehicles Divi- 
sion, told Michigan Automobile 
Dealer Assn. officials recently. 

Accordingly, MADA authorities 
are advising dealers not to follow 
this practice since it may result in 
cancellation of their dealer plates. 

“In California particularly,” 
Richardson said, “a person cannot 
register a car purchased in another 
state without surrendering the 
plate or plates from the state of 
purchase. We are thereupon noti- 
fied by the Department of Motor 
Vehicles of the plate or plates sur- 
rendered.” 
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Mechanics know that light or thinned-out oil does not 
guarantee easier winter starting. They realize that during 
long stops oil drains from the engine into the crankcase, 
leaving parts dry and difficult to move. And they realize that 
unless the compression seal is good, pressure is so low that 
gas cannot be heated to a point where it will fully ignite. 
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To answer these problems, use Miracle Power in gas and oil. 
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~ - Mirade Power contains colloidal synthetic graphite in sus- 
pension. This graphite forms a breathlike, lubricating film 
on all vital engine surfaces . . . gives instant lubrication . . . 
~ od improves the compression seal. Result: Easier starting . . . 
satisfied customers. 


Miracle Power Division 


~ ~ ‘THE PARTS CORPORATION 


1038 AP Building « TOLEDO 1, OHIO 
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What About These Foreign Cars? 


on in the general direction of more | 


By Sam Sampson 
Staff Writer 

V ENTION of the term, “foreign 
car,” will bring either a look 
of respectful interest or a conde- 
scending smile to the faces of U. S. 

auto engineers these days. 
However, apparently both the 
pros and cons attended the Oct. 

1 meeting of the Detroit chapter 
of the Society of Automotive En- 
gineers after it was learned that 

Maurice Olley, director of re- 
search and development for Chev- 
rolet and an expert on European 
engineering features, was to ad- 
dress the group on “European 
Automotive Developments.” 

A record crowd of more than 800 
engineers jammed the Rackham 
Auditorium. 

No less interesting was a show- 
ing of 15 foreign cars on the lawn 
in front of the auditorium. All of 
them were thoroughly peeked un- 
der, probed at, cussed and dis- 


AUTOMOTIVE NEWS, OCTOBER 13, 1952 


Notes Adaptable Features for U.S... . 


cussed. The cars were shown 
through the courtesy ef Detroit 
auto manufacturers, and included 
one each of Morris Minor, Mer- 
cedes - Benz, Citroen, Tannus, 
Zephyr, Consul, Fiat 500, Saab, 
Joweth Javelin, Lancia, Cisitalia, 
Jaguar, Volkswagen, Abarth and 
Opel. 

Olley pointed out that foreign 
cars are built to the needs and con- 
ditions of one part of the world, 
and that U. S. cars are built for 
another. The difference, he pointed 
out, is great, and we cannot “inter- 
change our mentalities” in many 
respects. 

* 2 * 

‘O= primrose path here,” he 

stated, “is leading us to larger 
cars with power steering, power 
braking, motor-operated window 
lifts, motor-operated seat adjust- 
ments, enormous automatic trans- 
missions which require still larger 
engines, larger gas tanks, and so 


of superior quality for 
_. American Industry. 


and more of everything.” 

Oliey pointed out that America 
has plenty of land here, and can 
well afford using some of it for 
large roads. Factory workers 
themselves are able to drive the 
car they help make, and avail- 
ability of materials is much 
greater here than in the Euro- 
pean countries. 

“The primary requirement in 
Europe is a four-wheeled vehicle 
which will protect its driver from 

ithe weather,” he said. “In many 
European countries, the actual 
areas covered and put out of com- 
mission by the roads is a matter of 
vital importance.” 

European manufacturers must 
keep their imaginations in restraint 
as regards size, he pointed out, and 
think rather of how to make a 
minimum vehicle which their own 
employes can use. In addition, a 
shortage of materials presses all 


re © YOUNG —serving the nation 


through 15 strategically located plants 
Main Offices: 9200 Russell Street, Detroit 11, Mich. 
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Quarter of a Century for Dealer Purdy— 


Purdy Motor Sales (Oldsmobile-Chevrolet), Van Wert, O., is celebrating its 25tt 


anniversary, The first association of M. R. 
as mechanic for a Cadillac dealership in 
dealership in 1927. He is a trustee and 
| Assn. 


the time, and the sales potential 
for all vehicles is cut down by the 
increasing hardships of European 
living. 
* * * 
UCH differences in aims, he said, 
brings this position in compar- 
ing the cars: 


“The American in the minicar 


Purdy, president, with General Motors was 
Lima, O., in 1920. He bought the present 
treasurer of the Ohio Automobile Dealer: 


(the small utilitarian models ap- 
pearing principally on the Euro- 
pean continent) feels humiliated 
and disgusted, and in the British 
car he feels as though he’ll never 
get anywhere. 

“The continental driver in the 
American car comes adrift on the 
turns, cannot see around corners 
of the Alpine passes, and burns 
out his brakes. The Britisher in 
the American car feels that the 
car is wider than the road he is 
driving on, and in the minicar, 
has to work too hard driving be- 
cause there is no power at low 
speeds and he finds the noise 
objectionable.” 

There are two areas in particu- 
lar, however, that U. S. auto engi- 
neers may benefit by adopting 
some of the principles of foreign 
engineers, Olley feels. 

- * * 


a first is in getting the weight 
balance of the car where it be- 
longs—between the front and rear 
wheels. In many cases, he pointed 
out, U. S. cars are “end-heavy,” and 
occasionally a large percentage of 
the weight is actually ahead of the 
front wheels. 

The second area that may be 
studied is developing the standard 
rear axle. 

The roadability of a vehicle is 
much enhanced, he said, by the 
use of “swing or semi-swing” 
rear axles which have been de- 
veloped abroad. He explained 
that the axle was hinged at each 
side of the centrally located gear 
housing, allowing one wheel to 
bounce without affecting the 
other. Thus, at least one of the 
rear wheels is always on the 
ground except in cases of ex- 
tremely bad roads. 

European manufacturers have 
adopted several different theories 
to meet the problem—most of them 
dealing with the degree of arc in 
which the wheel is allowed to 
swing. Some difficulty, Olley said, 
has been encountered in losing the 
proper camber set of the rear 
wheels, but this problem is being 
ironed out quite satisfactorily. 

* * * 

ONNECTED with this is the 

fast - growing acceptance of 
building frameless small cars in 
Europe. If a small car becomes 
feasible here, it may be that some 
of these principles will be adopted. 

Olley made mention of another 
important development in Ger- 
many at the present time—the 
use of two-cycle engines. They 
are exceptionally valuable, he 
said, in that they require very 
little service attention. 

Olley said that there are no 
valves, valve springs, tappets, cam- 
shafts and other conventional mo- 
tor parts to worry about. But it is 
necessary to remove the cylinders 
every 10,000 miles or so and scrapé 
the carbon out of the ports. As it is 
now being produced in Germany, 
the engine is equipped with the 
Bosch injector, which cuts down 
the fuel-consumption to a more 
reasonable degree. 

Diesel engines for passenger cars 
are now being produced by Mer- 
cedes, Olley continued. Seen to be 
important in areas where gasoline 
supplies are uncertain, the develop 
ment is a vital one in Europe. At 
present, Mercedes is turning ou 
about 900 of these diesel-power« 
cars a month. 

The idling noise of the engine 
outrageous by American standar‘s, 
Olley said, but the performance on 
the road is extremely smooth and 
pleasant. One of the main featu‘es 
of the engine is an instant ©e- 
sponse to the accelerator, and 37 
miles to the gallon of fuel on a full~ 
sized, sedan model, 
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Dealer 


Brown Motor Sales (Nash), Ken- 
more, N. Y., has appointed Samuel 
S. Schopf to the new position of 
service department manager of its 
Kenmore Nash Auto branch, 3384 
Delaware Ave. Schopf started with 
the old Nash-Buffalo Corp. in 1917. 


* * * 


Dick Daniels Buick 


The secretary of state has issued 
a charter to Dick Daniels Buick, 
Inc., of Canton, O. Dick Daniels 
formerly operated a Buick dealer- 
ship with his brother in Columbus. 


* * * 





Bumpus Names Sullivan 

Appointment of George E. Sulli- 
van as general sales manager of 
F. L. Bumpus Jr., Inc. (DeSoto- 
Plymouth), 1437 Seneca St., Buffalo, 
is announced by Frank L. Bumpus 
jr., president. 

+ * * 


Scott Buys Firm 
Eugene Scott, of Ulysses, Kans., 
has purchased the Lakin Imple- 


ment Co., Lakin, Kans., from Ver- 
non L. Leffingwell. Name of the 


batty Duly . 


Doings 


John Deere farm equipment deal- 
ership will now be the Scott 
Farm Equipment Co. The new 
owner has been a dealer for John 
Deere 11 years, first in Dodge 
City and more recently in Ulys- 
ses. Leffingwell will devote his 
time to farming interests and 
other enterprises in Kearny coun- 


ty. 
+. > * 


Cordell Heads Truck Sales 


M. B. Cordell has been named 
new-truck sales manager for Os- 
treicher’s (Dodge-Plymouth), 447 E. 
Main, Columbus, O. 

* * * 


Blair Gets L-M Deal 


J. D. Platt, Cincinnati district 
manager for Ford, has announced 
that James W. Blair has taken over 
the franchise of Parkway Lincoln- 
Mercury, Inc., from William Foster, 
who has retired. Personnel of the 
organization remains unchanged. 

* . * 


Golden Celebrates 


Bill Golden, who opened the Bill 
Golden Buick dealership in Mont- 





ee ee 


rose, Calif., early in 1952, last week 
celebrated with a three-day formal 
opening the completion of his new 
sales and service building. Service 
facilities occupy about 80 percent 
of the floor space of the plant. Fred 
F. Golden, father of Bill Golden, is 
the service manager. 
2 * . 


Suever-Nash Is Sold 


A. J. Suever has sold Suever- | 
North S&t., | 


Nash Sales at 536 W, 
Lima, O., to Paul Schneider and 
Richard Malko, of Toledo. 
+ * > 
Murphy Expands Again 
BiJl Murphy, head of Murphy 
Motors (DeSoto-Plymouth), Cul- 
ver City, Calif., has announced a 
second big expansion move. The 
new addition, which is now under 
construction at Culver and Ince 
Boulevards, just across from the 
present plant, which covers near- 
ly two blocks, will include 6,000 
square feet, and will supply addi- 
tional service facilities. 
* * * 


Goans-Newton Motors 
Goans-Newton Motors is a new 
Studebaker dealer located at 5023 
Main St., Kansas City, in a building 
built originally for a Tucker car 
agency. The company also expects 
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N. Y. Assn. Presents Scho 


larship Checks— 
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The three high school graduates who won the $500 scholarships in automotive tech- 
nology sponsored by the New York State Automobile Dealers Assn. receive their 
checks from C. D. Henderson (left), executive vice-president of the association, at the 
group’s 29th annual meeting in Syracuse. The boys, who were selected by a state 
university committee on the basis of scholastic standing and leadership qualities, are 
(from left): James C. Hennessey, Fredonia; Daniel E. Gould, Babylon, and Milton D. 
Smith, Ellenville. All three have enrolled for special two-year courses in modern auto- 
motive maintenance methods and business practices. 


to handle a foreign-car deal in ad-|tative for Oldsmobile. Newton is a 
dition to a used-car operation.|former contract carrier for the 


Goans once was a service represen- 








Long Clutches mean Dependability! 


Rugged, durable Long clutches have met the heavy-duty requirements of vehicle 


manufacturers since 1922. 


From our wide range of clutch sizes and capacities, we have equipped millions 
of cars, trucks, buses, tractors and military vehicles. 


LONG MANUFACTURING DIVISION 
Borg - Warner Corporation 
DETROIT 12, and WINDSOR, ONT. 
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Kansas City Star, and once was in 


the used-car business. 
+ * * 


Ind. Yeggs Grab $735 


Safecrackers broke into the 
Kaiser-Frazer sales building at 
702 J St. in LaPorte, Ind., and, 
after ransacking the front office 
and wrecking a floor safe, got 
away with $735. There has been a 
small epidemic of break-ins in the 
LaPorte business district. 

= a * 


Monrovia Paper Honors 


Tri-City Motors 

Tri-City Motors, Inc. (Mercury), 

Monrovia, Calif., headed by C. G. 

Ogilvie, was chosen last week by 

the Monrovia News-Post as its 

“Dealer of the Week.” 
* 7*~ 


DiBello to Build 


DiBello Motor Sales, 1275 Main 
St., Buffalo, has been granted a 
building permit to make altera- 
tions to its building. 

* x * 


Megna Heads Sales 


Paul Megna is the new sales 
manager of the Joe Browning 
Buick Co., Alhambra, Calif., ac- 
cording to Joe Browning, president. 

* * * 


Ringlers Buy Pa. Firm 
Zamer Motor Sales Co., 397 Fern- 
dale Ave., Johnstown, Pa., truck 
dealership, has been purchased by 
Grant Ringler and his two sons, 
Sheldon and Donald. 
cd * * 


Noble L-M Opens 


Noble Lincoln-Mercury has 
opened at 201 W. Superior, Kokomo, 
Ind., as the newest L-M dealership 
in that area. 

* * 


* 
Joins Knickerbocker 
James Blewitt is the new service 
manager of Knickerbocker Kaiser- 
Frazer, Cleveland. He formerly held 


that post at Don Bourne Pontiac. 
. * * 


Akron Appointment 

William J. Gearhart has been 
named truck manager for Van De- 
vere Dodge-Plymouth, Inc., Akron, 
according to President Rudy Van 
Devere. Gearhart has been with the 
firm since 1941. 
- x * 


McKinney Sells to Todd 


Tom McKinney has sold his in- 
terest in the John Deere dealership, 
Seneca, Kans., to Duane Todd, his 
partner for two years. The firm’s 
new name will be Todd Tractor Co. 

* * * 


Two Tour Continent 


Chester G. Daetsch, Hudson dea!- 
er of Hamburg, N. Y., and his son, 
Willard, are touring Europe. 

+. : « 


Maturo Succeeds Jones 


Pat Maturo, who has been asso- 
ciated with Luther Jones Motor Co. 
(Buick), Iola, Kans., is now the sole 
owner of the business. Jones hs 
entered another business in Wy2n- 
dotte, S. D. a 


Buys Brake Firm 


George W. Harman, former auto 
dealer, has purchased the Safety 
Brake and Service Co., 106 South- 
west Blvd. Kansas City, from H. H. 
Wallace and Walter Montgomery. 
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Highways & Safety ... 





Chicago Firms Join 


In Traffic Crusade 


By Ed Janicki 
Staff Writer 

= automotive firms and 

A advertising interests have 
joined hands in pushing a cam- 
paign on an intensive scale in 
hopes of reducing traffic accidents 
and finding a solution to the city’s 
congestion. Traffic on Chicago’s 
main thoroughfares moves bumper 
to bumper most 


of the time. 
A nonprofit, pri- 
a vately financed 
group, the Citi- 


ae: 
“st S 


in paid newspaper space and a va- 
riety of other advertising and pro- 


zens Traffic Safe- 
ty Board is ham- 
mering home 
safety messages 


motion in a “tough” campaign 
aimed at cracking through the wall 
of public indifference. 

The group is headed by Howard 
L. Willett sr., president of Willett 
Co. Franklin D. Sturdy, longtime 
newspaper reporter and _ editor, 
who has an intimate knowledge of 
Chicago’s traffic problem, is direc- 
tor. 

The campaign was first trumpeted 
in a full-page ad in all of Chicago’s 
daily papers, and in 100 or more 
community papers. It stated: 

= * * 


Direct Appeals Used 
“‘TWHE time has come to get 


FIGHTING MAD about traffic 
accidents in Chicago.” Copy con- 


tinued: “Let’s face it! We are 
working .. . living . . . raising our 
families . . . in one of America’s 


most dangerous cities! It’s time to 
band together—for our own good! 
It’s time to do something to make 
Chicago streets safe—for walking 
and for driving!” 


The ad suggests a seven-point 
program for drivers and pedes- 
trians. An illustration depicts traf- 
fic lights, and caption reads: “Stop 
—Look—Live.” 

Other full-page ads carry these 
streamer headlines: “We must 
get together and stop this dread- 
ful slaughter and shameful waste 
right now!” and “Which of these 
seven LAWS did YOU break to- 
day?” The latter carries pictorial 
panels depicting various traffic 
violations. 


Pledges of more than 2,400 radio 
spot announcements were obtained 
before the program opened. Tele- 
vision is also playing a big part in 
the crusade. 


Twelve TV story boards, of 60, 


New Mich. Group 
Maps Program for 
Highway Safety 


After organizing as the Michigan 
State Traffic Safety Federation, 
representatives of nearly 75 Michi- 
gan organizations agreed at a meet- 
ing in Lansing to back the recom- 
mendations of. a seminar on high- 
way safety held last spring at 
Michigan State college. 

These recommendations include a 
proposal for the enactment of state 
legislation requiring compulsory, 
periodic motor vehicle inspections. 
Other recommendations would: 


Provide for administration of 
driver licensing under a _ single 
agency to give examinations, issue 
driver licenses and to suspend and 
revoke licenses when necessary; re- 
strict driver licenses to types of 
vehicles which the driver is quali- 
fied to operate. 


Require all doctors treating epi- 
leptics to report such persons to 
the single driver licensing agency. 

Also, raise the minimum age for 
eligibility for a driver’s license from 
16 to 18 years, and make provision 
for issuance of special licenses to 
Persons 14 to 18 years old. 


Permit introduction of chemical 
test evidence in criminal cases in- 
volving the operation of a motor 
vehicle while under the influence of 
intoxicating liquor; strengthen the 
State safety commission and urge 
the formation in all urban areas 
of safety councils. 


20 and 8 seconds in length, are 
carrying the message to Chicago’s 
vast TV audience. In addition, 
safety messages have been posted 
on 24-sheet billboards and smaller 
ones throughout the city. 

* * + 


‘Shocking’ the Public 

HE three-month crusade is the 

most comprehensive education- 
al effort ever made in a city the 
size of Chicago, according to 
Sturdy. 

“It is our belief that the traf- 
fic problem is so big, and the 
public is so inured to ordinary 
appeals, that something special 
has to be done to shock the ordi- 
nary citizen into an actual reali- 
zation of the problem, and into 
doing something about it.” 

The effort is designed to be con- 
tinuous, and a similar high-spot ef- 
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FIGHTING MAD 


about Traffic Accidents in Chicago 
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Gusade for Trafic Safety in Chicago # 


Battle with Death— 


This full-page newspaper ad was the 
opening gun in the crusade for traffic 
safety in Chicago. The campaign also was 
backed by a variety of the other adver- 
tising and promotion on radio, television 
and billboards. 

* * * 
fort may be organized for the 
heavy traffic period next year. 

Automotive firms cooperating in 
the campaign include Broderick 


Teaming Co.; Cities Service Oil 
Co.; Diamond T; the Electro-Mo- 
tive division of General Motors; 
Hertz Driv-Ur-Self System, Inc.; 
International Harvester; Mercury 
Mfg. Co.; Motor Express, Inc.; Pure 
Oil Co.; Shell Oil Co.; Sinclair Re- 
fining Co.; Socony-Vacuum Oil 
Co.; Standard Oil Co. (Indiana); 
Texas Co. and Winkler Motor 
Service. 


N. Y. to Reshuffle 


Vehicle Bureau 


A major streamlining of New 
York’s motor vehicle bureau was 
announced in a move to crack 
down on drivers whose licenses 
have been suspended and on fraud- 
ulent applications. 

The bureau said the general over- 
hauling, based on a recent survey, 
might lead eventually to adoption 
of permanent license plates for 
vehicles registered in this state. 

Commissioner James R. MacDuff 
said the administrative reorganiza- 
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Month’s Death Toll 
Worst Since ’41 


Traffic accidents killed more per- 
sons in August than in any month 
since December, 1941, according to 
the National Safety Council. 

The August traffic death toll of 
3,770 showed an increase of 9 per- 
cent over August a year ago. The 
eight-month toll thus rose to 23,- 
770, up 3 percent over the corre- 
sponding period of 1951, the council 
said. 


s ? s 


6,000 Florida Motorists 


Convicted in Six Months 


Nearly 6,000 motorists lost their 
driving privileges as the result of 
traffic violations in Florida during 
the first six months of 1952, ac- 
cording to the department of public 
safety. 

More than 95 percent of the mo- 
torists who lost their right to drive 
were convicted for operating a 
motor vehicle while under the in- 
fluence of intoxicating beverages, 


tion stemmed from “an enormous] the department said. 


increase” in the bureau’s workioad. 
It is the first bureau reshuffling in 
its 27-year history. 


Six-hundred, ninty-three motor- 
ists had their licenses suspended 
for reckless driving. 





ONLY E-Z-EYE HAS THE 


| 


SHADED WINDSHIELD! 





Shading is just 1 of 5 reasons why E-Z-Eve is so popular and profitable 


Yes, only E-Z-Eyve windshields, made by Libbey’ 
Owens ‘Ford, have the darker blue-green band at the 
top—the band that really takes the dazzle out of 
driving because it cuts down sun and sky glare. But 


that’s only reason number one why so many Cars 


on the road (over 300,000) are now equipped with 
Libbey’Owens’ Ford E-Z-Eve 


[------------------------ 
| 

| es 

— you sell the E-Z-EYE option. Customers want it! 

| 

Dia 

te 

| 

| 

windshields, windows and backlights. 

| 

a ee 


IF YOU SELL CARS you'll make extra commissions when 


IF YOU REPLACE GLASS you'll turn routine jobs into 
extra profit when you replace with E-Z-EYE. And you 
don't have to stock it—your L-O-F Distributor is stocking 
it for you and can quickly supply whatever you need for 


@ It's Safety Plate Glass—extra clear for better vision, 


added safety. 


@ It's nationally advertised in leading magazines—Satur- 
day Evening Post, Colliers, Time, The New Yorker. 

@ It's now available in all General Motor cars. 

@ It's made only by Libbey-Owens-Ford, best known name 
in glass, specialists in auto glass since the early days of 


the automotive industry. 





LIBBEY*OWENS*FORD GLASS CO., TOLEDO 3, OHIO 
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Keep Jour ye On PACKARD 


lhe Franchise With A Future! 
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PACKARD! 
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Packard’s on the march! Every day more and 
more folks are switching to Packard for ad- 
vanced contour styling and prestige value at 


medium-car cost. Sales opportunities are 
better than ever! Ride with Packard for profit! 


ACKARD is really rolling! Its advanced contour styling 

and prestige value at medium-car cost are setting a 
new buying trend. Many Packard dealers report their 
best business in years. 


@ America’s growing demand for mew Packards is re- 
flected in the higher value of used Packards. Latest records 
in the Official Used Car Guide of the N.A.D.A. show ’51 
Packards bringing up to hundreds of dollars more than 
other cars of comparable original cost. 

@ And Packard dealers are now enjoying still another 


big advantage. Packard’s new price policy, covering 
medium as well as upper and upper-medium price groups, 


has expanded their market over 60%/ Almost any new- 
car buyer can be a Packard prospect! 


@ With an all-out promotion soon to announce Packard’s 
exciting cars for 53, now is the time to start getting ahead 
with the company that’s going ahead—full speed! 


@ If you are interested in a bright and profitable future 
in the automobile business, get the full facts about fran- 
chises now available under Packard’s great new expansion 
program. Write, wire or phone collect: F. J. WALTERS, 
Vice Pres. and Gen. Sales Mgr.; PACKARD MOTOR 
CAR COMPANY: 1580 E. Grand Blvd.; Detroit 32, 
Mich. Telephone Walnut 1-5600. 


PACKARD 


ASK THE MAN 


WHO OWNS ONE 
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— Coming Events= 





Dealer Conventions 
Oct. 12-14—Arizona Automobile Dealers 
Assn., Pioneer hotel, Tucson. 


Oct. 12-14—Mississippi Automobile Dealers 
Assn., Buena Vista hotel, Biloxi, Miss. 


Oct. 16-18—National Used Car Dealers 
Assn., Hotel Hollenden, Cleveland. 
Oct. 19-2I—Florida Automobile Dealers 


Assn., Sans Souci hotel, Miami Beach. 

. 26-28—Automobile Dealers of Ala- 
bama, Buena Vista hotel, Biloxi, Miss. 

Oct. 26-28—Tennessee Automotive Assn., 
Noll hotel, Nashville. 

Oct. 27-29 — Automotive Trade Assn. of 
Virginia, John Marshall hotel, Richmond 

Nov. 16-17—Texas Used-Car Dealers Assn., 
Buccaneer hotel, Galveston. 

Nov. 19-20—Oklahoma Automobile Deal- 
ers Assn., Skirvin hotel, Oklahoma City. 

Dec. 1-2—Idaho Automobile Dealers Assn., 
Boise. 

Dec. 3—Oregon Automobile Dealers Assn., 
Columbia Athletic Club, Portland. 

Dec. 4—Utah Automobile Dealers Assn., 
Newhouse hotel, Salt Lake City. 

Dec. 8-10—Ohio Automobile Dealers Assn., 
Statler hotel, Cleveland. 
Feb. 14-18, 1953 — National 
Dealers Assn., San Francisco. : 
March 9-10, 1953 -— Canadian Automotive 
Wholesalers & Mfgrs. Assn.. King Ed- 

ward hotel, Toronto. 
* * > 


Dealer Auto Shows 


Jan. 24-31, 1953—Grand Rapids Automo- 
bile Show, Civic Auditorium, Grand 
Rapids, Mich. 

31-Feb. 7, 1953—SO0th anniversary 


Automobile 


Jan. 





QUALITY-BUILT 
FEATURES INSURE 
LONG LIFE 


MIRROR-FINISHED 

PISTON ROD 

assures positive wiping actio: 
MULTI-LIP SEAL 

seals in fluid, seals out dirt 


SEALED FOR LIFE 
all parts permanently sealed 


ROD GUIDE AND BEARING 
insure positive, quiet action 


CYLINDER 
precision finished bore insures 
proper fit 


RESERVOIR TUBE 
engineered for correct fluid 
stability 


PISTON 
precision made for trouble- 
free operation 


“DUPLEX” VALVE DESIGN 
assures uniform ride 


SPECIAL FLUID 
Delco-developed for all cli- 
mates, all conditions 


MOUNTING RINGS 

AND BAYONETS 
scientifically welded for maxi- 
mum strength, durability, 


EASIEST 
TO STOCK 


70 SELL 


| 





show, Buffalo Automobile Dealers Assn., 
Masten Armory, Buffalo. 

Feb. 7 - 13, 1953 — Milwaukee County Auto 
Dealers' Assn., Auditorium Bldg., Mil- 
waukee. 

Feb. 28-March 7, 1953 — Johnstown Auto- 
mobile Dealers Assn., Cambria County 
War Memorial, Johnstown, Pa. 

March 14-22, 1953 — Chicago Automobile 
show, International Amphitheater, Chi 
cago. 

. * * 


Aftermarket Shows 


March 26-29, 1953—Southwest Automotive 
show, Automobile bldg., Fair Park, 
Dallas. 

* * 
General 


Oct, 10-18—International Auto Show, Oak- 
land Exposition bidg., Oakland, Calif. 
Oct. 20-24—National Safety Council, na- 
tional exposition, Conrad Hilton hotel, 

Chicago. 

Oct. 22-Nov. I—International Motor Ex- 
hibition. Earls Court, London, England 

Oct. 27-29 — National Lubricating Grease 
Institute, Edgewater Beach Hotel, Chi 
cago. 

Nov, 6-7 — American Finance Conference 
convention, Palmer House, Chicago. 
Nov. 10-13—American Petroleum Institute 
annual meeting, Conrad Hilton hotel 

and Palmer House, Chicago. 

Dec. 10-13—Automotive Service Industries 
show, Municipal Auditorium, Atlantic 
City, N. J. 

Jan. 30- Feb. 8, 1953—Los Angeles Inter- 


today... 


national Automobile Show, Pan Pacific 
auditorium, Los Angeles. 


Feb, 2-5, 1953— Automotive Accessory 
Manufacturers of America Exposition, 
Grand Central Palace, New York City. 


Feb. 26- March |, 1953 — Pacific Automo 
tive Show, Civic auditorium. San Fran 
cisco. 

* + ? 
Engineering 

Oct. 22-24—Society of Automotive Engi- 
neers, national transportation meeting, 
Hotel William Penn, Pittsburgh. 


Nov. 3-4— Society of Automotive Engi 
neers, Chase hotel, St. Louis. 

Nov. 6-7— Society of Automotive Engi 
neers, Mayo hotel, Tulsa, Okla. 


Nov. 30- Dec. 5 — Society of Automotive 
Engineers, Statler hotel, New York City. 


Baltimore Dealers 
To Put on First 
Show Since “41 


BALTIMORE. — The Baltimore 
Show, Inc., a new corporation com- 
posed of Baltimore area dealers, 
will sponsor an auto show Jan. 25- 
Feb. 1 at the 5th Regiment Armory, 
it is announced by J. C. Darrell, 
show manager. 

Joseph J. Rochlitz is president of 
the corporation, Daniel B. Brooks, 
vice-president, and Henry A. Weil, 


GIVE YOU PROFIT 


satisfied customers and quick profits! 


/ DELCO SHOCK ABSORBERS 


A GENERAL MOTORS PRODUCT 


GENERAL MOTORS CORPORATION ° 
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Chevrolet Dealer Signs 26th Contract— 


R. E. Roberts (left), Chevrolet Flint zone manager, congratulates T. A. Peters, of 
Wolverine Chevrolet Co., 2801 E. Michigan Ave., Lansing, who recently signed his 
26th contract with the company. 


secretary-treasurer. 

“According to a survey we made, 
the majority of Baltimore dealers 
favored a show,” Darrell said. “The 
manufacturers have expressed great 
interest, and we anticipate a very 
successful exhibition.” 


The last auto show held in Balti- 
more was in 1941. 





ADVANTAGES 


ENGINEERING DEVELOPMENT 


Today, as in the past, Delco is the recognized leader in shock 
absorber development and engineering. This is proved by the 
fact that Delco holds many basic patents in shock absorber design 
and continues to pioneer new improvements in “ride control.” 


MANUFACTURING FACILITIES 


Delco’s complete manufacturing facilities—unmatched in the 
industry and exclusive with Delco—insure greater accuracy, 
higher quality and more uniformity. Many precision operations — 
which Delco alone performs—insure better performance and 
longer shock absorber life. 


MARKET COVERAGE 


More than half the cars on the road today are equipped with 
Delco shock absorbers—more Delcos are in use than any other 
make. This tremendous pre-sold market is your key to easier 
sales—at more profit! 


APPROVED PRODUCT 


Leading automotive engineers specify Delco shock absorbers 
for more new cars than any other make. They know that Delcos 
fulfill all requirements for smooth, efficient and dependable 
operation—with assured long life. 


A COMPLETE LINE 


Delco makes the right type of shock absorber for every car! No 
matter what your customer needs, you have it with Delco. That 
is why more than 80,000,000 Delco shock absorbers are in use 
why Delco’s complete line is your easiest road to 


A UNITED MOTORS LINE 





DISTRIBUTED BY WHOLESALERS EVERYWHERE 
DELCO PRODUCTS bpivision 


DAYTON, OHIO 





$65,000 Pot Ready 
For ’53 Fisher 
Guild Competition 


DETROIT. — The 1953 model-car 
competition of the Fisher Body 
Craftsman’s Guild is offering $65,- 
000 in cash awards and university 
scholarships to the nation’s best 
teen-age model-automobile design- 
ers and builders, it was announced 
last week by W. S. McLean, secre- 
tary of the guild. 

Enrollments are being taken for 
the competition by field representa- 
tives who now are visiting thou- 
sands of public and _ parochial 
schools throughout the country, 
McLean said. 


To date, the Craftsman’s Guild 
has awarded 115 university scholar- 
ships worth $380,500. More than 
$500,000 in cash and other awards 
have been made to youthful crafts- 
men to date, with more than 10,000 
boys receiving state and regional 
honors in recognition of their skill 
in designing and building model 
automobiles. 


Any boy in the U. S. aged 12 
through 19 is eligible to enter the 
competition and may obtain an en- 
rollment card by writing to the 
Fisher Body Craftsmen’s Guild, 
General Motors Bldg., Detroit 2. 

A booklet on model-car design 
and construction will be sent to 
each boy enrolling, McLean said. 
It was prepared by professional 
designers from the General Motors 
styling section, Fisher Body engi- 
neers and the technical staff of the 
guild. 


Two Ohio Assns. 
Elect Officers 


COLUMBUS, O.—Two Ohio deal- 
er associations recently elected 
officers for the ensuing year. 


New officers of the Trumbull 
County New Car Dealers Assn. are: 
President, Vincent DeAngelo, War- 
ren Motors, Warren; vice-president, 
Jack Pressell, Johnny Pressell Mo- 
tor Sales, Niles; secretary, James 
C. Baird, Jim Baird Motor Sales, 
Warren, and treasurer, Cameron 
Bills, Bill’s & Thomas Ford Sales, 
Inc., Warren. 

The Warren County Automobile 
Dealers Assn. elected: President, 
Robert Lauterbach, Bob Lauter- 
bach, Inc., Lebanon, and secretary- 
treasurer, Albert Boesenberg, Miami 
Valley Motors, Franklin. 


‘Blue Jay’ Duty 
All-W heel-Drive Trucks 


Used in Arctic 

INDIANAPOLIS.—Marmon - Her- 
rington all-wheel-drive trucks 
played an important role in “Oper- 
ation Blue Jay,” code name for the 
construction of a new arctic bomb- 
er base at Thule, Greenland, it was 
announced here last week by Mar- 
mon-Herrington officials. 

The building project was carried 
out despite blizzards and subzero 
temperatures that ranged to 60 
below. 


Of the 125 trucks used in the 
operation, the company said, 100 
were standard Ford models reman- 
ufactured to all-wheel-drive by 
Marmon-Herrington, and the re- 
maining 25 were Marmon-Herring- 
ton 600 series vehicles manufac- 
tured entirely at the plant here. 


a 
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) ‘People pay more attention to automotive 
| advertising in The Saturday Evening Fost 


You meet the nicest people when your The Saturday Evening Post carries more automotive 
factory advertises in the Post. Prospects! advertising to more people than any other magazine. 
Top prospects, in fact. For most of the 

people in your territory who buy new cars he Satu nF 
are Post readers. The Post is the place : eg 
where people pay the most attention to POS 


advertising. And your showroom is the 


re ACL 


place where the factory’s ads in the Post 
urge them to visit. That’s where you meet 
them and make the sale! 


























LOOKING UP—Miracle Wash Formula B 
washes the headliners without leaving any 
streaks or that ‘washed out" appearance, 
according to R. M. Tipton Co., 4125 Joliet 
Ave., Lyons, lil. Also removes odors, it 
adds. Also designed for leatheret and 
hard-finish fabric such as nylon, Miracle 
Wash is applied by pressure-type garden 
sprayer, then sponged. 

ss 28 ¢ 





BOWS 
Co., los Angeles, announces 
services for companies using orchids as 
premiums and traffic builders. Available 
now on orchid corsages are bows and 


'N’ BAGS — Graham W. Dible 


two new 


streamers imprinted with donor's name 
(illustrated above). The other service is 
packaging orchids in cellophane bags. 


GYRO-STABILIZER—Production of a new 
and improved gyro-stabilizer for skid and 
curve control has been announced by 
Gyro-Stabilizer Mfg. Co., 5533 S. Western 
Ave., los Angeles. The company says the 
device diminishes skids on ice and snow, 
controls side skids on wet or dry sur- 
faces. 


ON THE WING—Joma Mfg., New York 
72, has introduced an all-chrome wing 
ernament, the V-52. It fits most cars end 
can be mounted on rear decks or fenders, 
the firm says. 


N. Y. Firm Offers Rocket 


That Flashes Ad Message 


Sky Rockets, described as a new 
concept of visual mass advertis- 
ing, has been announced by Inter- 
national Division A. R. C., 614 W. 
68th St., New York, 

“This novel and very effective 
means of advertising combines the 





New Products 
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ish by Hi-Lustre Products Co., Los | and for late-model Mercurys and Lincoins.| firm and its products and tells th 


Angeles. 


the vehicle for advertising. 


principles of modern rockets and | 
parachutes in an ingeniously con- 


structed aerial projectile,” states 
James A. Norris, general sales 
manager. } 


Fired by a drive charge of black 
powder from a fiber tube, a rocket 
the size of a volley ball and con- 
taining a multicolor rice-paper 
replica of the product to be adver- 
tised is propelled about 400 feet 
into the air, where it is dismantled 
by a small interior charge ignited 
by a time fuse. The lightweight 
outer shell of the rocket disinte- 
grates, while the contents, float bal- 
loon-like for several minutes be- 
fore slowly descending to earth, 
Norris explains. 





* * * 


Glax Polish Launching 


Drive in San Diego 

San Diego, Calif., has been chosen 
the first test market in a campaign 
launched for Glax automobile pol- 





age for Ford vehicles as far back as 1941 


|so as to cut fuel consumption by as 
|much as 15 percent and increase 


| nounced by 
|Co., Palo Alto, Calif. | 


HOLLEY MERCHANDISER — Holley Car- 
buretor, Detroit, has announced the Hol- 
ley ignition merchandiser, No. 85R-300. 
This all-ignition package provides cover- 





|The stock consists of caps, rotors, con-| Visitor the names of purchasing 


Singing commercials over local | densers, coils, diaphragms and contact| agents and their office hours. Ther 
radio stations have been chosen &@s | sets. 


| is also information on how visitor: 
|}can obtain rides to and from th 
company. 


* * * 


Power Increase Credited 
To New Vapor Injector 
A water-vapor injector, improved | 


horsepower up to 25 percent, is an- | 
Automotive Products | 


The Vapor-Jet saturates a con-| 
trolled amount of air with water | 
vapor and injects the mixture into 
the manifold after carburetion. 
Plain tapwater can be used because | 
soluble dirt and salts are auto- 
matically ejected by the mechanism. | 





ENGINE HEATER—Santay Corp., 351 N. 
Available in two sizes, the Vapor- | Crawford Ave., Chicago, has added the 
Jet is designed for all cars, trucks “Hot-Blok" engine heater to its line. This 


| new heater installs in the lower radiator 
hose and: never has to be removed, the 
| firm states. Permanently attached cord is 
Ansul Welcomes Sellers | covered with neoprene rubber. Unit is 
In a new booklet, Ansul Chemi- | ™ade of polished brass, is waterproof, 
cal Co., of Marinette, Wis., and | fireproof, moistureproof and fully guar- 
Menominee, Mich., extends a wel-| anteed, states the company. It fits most 
come to salesmen visiting its of-| cars. 
fices. The booklet describes the | 


and tractors, the company said. 


* * x 


(Continued on Page 31, Col. 1) 
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A hy 
TIME PURCHASE 


PLAN 


The GMAC Thrift-Guard Plan—The Complete 
Time Purchase Plan —That can be offered only by dealers in 


CHEVROLET * PONTIAC « OLDSMOBILE * BUICK * CADILLAC 
new cars, and for used cars of all makes sold by these dealers 
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‘ Jaws have been redesigned to per- | tions and ports numbers in the Goodyear 
mit maximum utility in gripping} line for installation in automobiles up to 


E 

f small objects, according to the 
‘ ’ 1 ; 
New Products ss = ee 


* * 8 | Paint-Shop Publication 


Now in Small Format 

Paint Shop Digest, issued by In- 
dustrial Tape Corp., of New Bruns- 
wick, N. J., for auto paint-shop men 


(Continued from Page 30) 


eI ad 1 


this new equipment is used for auto 
'| radiators, an operator can do high-pres- 


















sure external washing, internal flushing TIRES is now coming out in pocket size, 

and pressure back-flushing without get- BATTERIES . Lincoln Brudno, editor, announces. 

| ting either himself or the nearby area ACCESSORIES _In its miniature form, the maga- 

wet, the firm states. When it is used as a| MANUAL zine has a larger number of pages 

paint-spray booth, all fumes and over- idan oA tna! and features more pictures and 

spray are efficiently disposed of, Inland | “how-to-do-it” sections, according 

says. | * to Brudno. The periodical’s circu- 

| t lation has been expanded by 20,000 

ie * * 1952 | to include all fleet operators, he 
© | Champion DeArment Lists | a — bie 

¥ | New Channellock Plier pase Tap pe ag yy ne —s ' 





comes Prove the i tos se 08 ales Mary i482 B new wt 
re petted cath at RE date Reewemer evenly 


| Champion DeArment Tool Co., 
|}which announced a new No. 420 
|Channellock plier at the recent 
American Hardware Manufacturers 
convention in Atlantic City, says 
the new model has “the most posi- 
: tive adjustment of any plier in the} tga MANUAL— Approximately 41,000 
. _ | market.” copies of the revised 1952 edition of 
, DOES SEVERAL JOBS—A combination) The redesigned plier includes an| Goodyear Tire & Rubber's tire, battery 
he paint-spray and washing and back-flush-| undercut tongue and groove ad-|and accessory manual have been dis- ‘ 
7 ' ing booth is now being marketed by In-| justment, and a forged rib has been | tributed to the firm's stores and dealers, 
land Mfg., Omaha 8, maker of radiator} added to the tension edge of the} according to a Goodyear announcement| TESTS COMPRESSION—This instrument 
repair equipment and supplies. When|Channellock joint, the firm says.! in Akron. The publication lists specifica-| demonstrates to the customer the need for 
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You see your share of shoppers. In a year’s time they drift through the average showroom 
in droves. They look, they listen, but why do so few of them buy? Isn’t it because 
most of them are forever searching for “the best deal”? 


You can take the shoppers off the market and put them on your books. Let them know 
that you have the best time deal there is—the GMAC Thrift-Guard Plan. 


The GMAC Plan is your shopper stopper. It helps you sell because it helps people 
buy. With the GMAC Plan they save 4 ways: They save time. They save trouble. 
They save worry. They save expense. 


¢ 

You tell ’em. You’ll sell °em. And you’ll gain 4 ways: Control of the 
whole transaction. Gross from time contracts. 

| Extra business from satisfied customers. 







Repeat sales from GMAC service. 


GENERAL 

MOTORS 

ACCEPTANCE 
{CORPORATION , 


31 





a valve or ring job, then shows the im- 
proved performance after the job is done, 
according to Harvey E. Hanson Co., Paw 
Paw, Mich. 





GRACO CATALOG—A catalog specially 
prepared for bus, truck and fleet oper- 
ators has been e@nnounced by Gray Co., 
Minneapolis, manufacturers of specialized 
lubrication equipment. The 24-page BTF 
Catalog places special emphasis on mod- 
ern layout of the fleet lubrication depart- 
ment. An important feature of the new 
booklet, the company says, is the Graco 
installation planning service, available to 
bus, truck and fleet operators without 
| charge. 








PAINT TOUCH-UP GUN — Black Mfg., 
Harrison, N. J., has announced a light- 
weight paint touch-up gun. It is designed 
to spray light fluids such as thin lacquers, 
paints and chrome protective coatings. 
Model B-10300 will operate with as little 
as 4 Ibs. P.S.I. pressure, the firm states. It 
has an aluminum gun body. 


* * * 





FISH POLE CARRIER—A fish pole car- 
rier that clamps securely to the top of 
any car is being introduced by Sutone 
| Corp., 1008 Towne Ave., Los Angeles 21. 
Each carrier holds up to six fishing rods, 
each pocket holding the butt or tip of the 
rod securely and without vibration, accord- 
ing to the maker. Surface of the carrier is 
| padded to protect rods from being marred 
| or damaged. 
| 








| The back pages of every issue of AUTO- 
| MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 
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Dick CONNELL 
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Auto Pe 


Fred Kartkopf jr., of the Nash- 
Kelvinator comptroller’s staff, has 
been elected president of N-K 
Toastmasters Club 996, succeeding 
N. F. Roleson, who has been named 
deputy governor of the club. 


Other officers named were: Vice- 
president, C. C. Ferguson, systems 
and procedures; secretary, G. H. 
Wiegand, assistant treasurer of 
Redisco; treasurer, J. C. Kropf, tax 
department, and sergeant-at-arms, 
A. D. Gage, export advertising and 
sales promotion. 

* * + 


Jacobs, Four Vice-Presidents 


Reelected by Hertz Companies 


The board of directors of the 
Hertz companies has reelected 
Walter L. Jacobs as president, it 
was announced. 

The directors also reelected Jo- 
seph J. Stedem, A. J. Shaugh- 
nessy, J. C. Reedy, and D. E. Kern 
as vice-presidents. N. J. Rosiello 
was elected secretary; V. P. Blair, 
treasurer, and D. E. O'Neil, as- 
sistant treasurer and comptroller. 

Four General Motors executives 


rsonnel 





were named to the board of direc- 
tors, including R. C. Gerstenberg, 
assistant comptroller of GM. The 


three additional directors, all of 
GM’s truck and coach division are 
V. P. Blair, comptroller; F. J. Lim- 
back, assistant to the general man- 
ager, and P. J. Monoghan, produc- 
tion manager. 

* * * 


Quaker Boosts Taylor 


William M. Taylor is the new ex- 
port manager for the Quaker Rub- 
ber Corp. division of H. K. Porter 
Co., Inc., Philadelphia, it is an- 
nounced by G. A. Dauphinais, vice- 
president and general manager. 
Taylor also will continue as mer- 
chandising manager, Dauphinais 
said. 


* * 


Smith Named °53 Head 


Of Oil Industry Group 

Stanton K. Smith, president of 
Smith Oil & Refining Co., Rockford, 
Ill., is 1953 national chairman of the 
Oil Industry Information Commit- 
tee. Effective Jan. 1, he succeeds 


* 
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Ford Dealer Council Meets in West— 


Twelve Ford dealers from the five districts of the western region attended the Ford 
dealer council meeting in San Francisco recently, where they presented their com- 
ments and recommendations on company-dealer relation problems. From left are C. E. 
Flandro, Pocatello, Id.; Peter Van Otten, Tooele, Utah; George H. Scofield, Santa Cruz, 
Calif.; H. G. Harper, Eureka, Calif.; D. G. Minto, Burlingame, Calif.; Walter J. Cooper, 
assistant regional sales manager; Neuman C. Petty, Salt Lake City, chairman; Arthur 
S$. Hatch, western regional sales manager; W. H. Reno, Denver; Larry O. Palmrose, 
Laramie, Wyo.; Homer Heller, Escondido, Calif.; Ivor deKirby, San Diego, Calif.; 
Wayne G. Stoddard, Spokane, and V. C. Duffin, Sunnyside, Wash. 





Charles Z. Hardwick, vice-president | assistant to the president of Hum- 
of Ohio Oil Co., Findlay, O. ble Oil & Refining Co., Houston, 
Philip C. Humphrey, public rela-| were reelected vice-chairman. 
tions manager of Texas Co., New} Two new vice-chairmen are W. J. 
York, and William N. Finnegan jr.,| Loufman, president of Fleet Wing 
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Suggested by MRS. MARION REEVES, 
Gregory and House, Inc., Cleveland, Ohio 


In Chicago, it takes 2— 
to drive the bargain 


CHICAGO 
Chicago Sun-Times 
211 W. Wacker Dr. 


NEW YORK 


Chicago Sun-Times Sawyer-Ferguson-Walker Co. Sawyer-Ferguson-Walker Co. Hal Winter Company Sawyer-Ferguson-Walker Co. 
250 Park Avenue 


BECAUSE .. . Chicago has outgrown the power of any 
single daily newspaper to reach even half of your city 


and suburban prospects.* 


Today it takes two daily newspapers to reach a majority 
of the market—and for MOsT net unduplicated coverage, 





one of your two MusT be The Chicago SUN-TIMEs! 


*See the Publication Research Service study, “Chicago Daily Newspaper 
Coverage and Duplication, 1951,” or write us for details. 


CHICAGO 


SUN-TIMES 


CONCENTRATED WHERE MOST OF THE BUYING IS DONE 


LOS ANGELES 


612 So. Flower St. 


SAN FRANCISCO MIAMI BEACH ATLANTA 


1213 Russ Bldg. 9049 Emerson Ave. 821-822 William Oliver Bldg. 


TOTAL CIRCULATION, 550,293 AVERAGE NET PAID DAILY (ABC PUBLISHER'S STATEMENT FOR 6 MONTHS ENDING MARCH 31, 1952) 









Corp., Cleveland, and C. Haines 
Finnell, director of public relations 
and advertising for Union Oil Co. 
of Calif, Los Angeles. John 5S. 
Cooke, of Hoboken, N. J., was re- 
elected secretary. 

+ * * 


SKF’s Batt to Wear Medal 


For Standardization Work 


William L. Batt, president of SK}I 
Industries, Inc., and minister ir 
charge of the Economic Coopera 
tion Administration mission to Brit 
ain, will be 1952 recipient of the 
Howard Coonley Medal for distin- 
guished service in standardization 
awarded by the American Stand- 
ards Assn. 

Batt will get the medal Nov. 25 
at the association’s annual meeting 
in the Waldorf-Astoria hotel, New 
York. 

* > 


John Bean Div. Assigns 


Reps to Three Areas 


Three new representatives of the 
John Bean Division have been as- 
signed to areas in the southwest 
and southeast. 

Charles Jackson will represent 
the division in West Virginia, 
southeastern Ohio and eastern Ken- 
tucky; A. D. Maury was named to 
northern California and Nevada, 
and R. D. Heard will operate in 


southern California and Arizona. 
* * . 


Wolf’s Head Appointments 
Go to C. R. and G. E. Scott 


Two executive appointments are 
announced by Wolf’s Head Oil Re- 
fining Co., of Oil City, Pa. 

Cc. R. Scott is now sales man- 
ager. With Wolf’s Head since 1933, 
he previously had served in execu- 
tive capacities in the laboratory, as 
lubrication engineer, as manager 
of aviation sales and as a sales 
supervisor of the lubricating-oil di- 
vision. 

G. E. Scott has been named assis- 
tant secretary-treasurer. He has 


been with Wolf’s Head since 1942. 
* “ * 


Jackson and MacDonald 


Promoted at Budd Plant 


Edward W. Jackson has been 
appointed assistant works manager 
of Budd Co.’s Charlevoix plant in 
Detroit. Prior to his promotion, he 
was supervisor of budgets and cost 
controls. 

Donald MacDonald has been ap- 
pointed credit manager of the 
Charlevoix plant, succeeding John 
A. Markley, who has retired after 
34 years. Prior to this appoint- 
ment, MacDonald was Markley’s 
assistant. 

od ~ * 
Swensen Now in Fargo 


Leonard Swensen has been 
named Fruehauf Trailer Co. resi- 
dent salesman at Fargo, N. D., the 
company’s St. Paul office an- 
nounces. Swensen had been work- 
ing as salesman at the Fruehauf 
branch in Sioux Falls, S. D. 

* ~ * 


Institute Secretary Wins 
High Die-Casting Honor 


The die-casting industry’s annual 
Doeiler award has gone this year to 
Secretary David Laine of the Amer- 
ican Die Casting Institute, Inc., for 
work which “made it possible for 
the industry to operate without 
suffering undue hardships” under 
“an abnormal operating burden.” 

The $1,000 award was presented 
by Institute President Austin Lilli- 
gren, vice-president of Madison- 
Kipp Corp., Madison, Wis., during 

(Continued on Page 33, Col. 1) 
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Leading automobile dealers all over the 
United States recognize the value of decier 
identification. Their preference for Ben- 
matt license plate frames, service mono- 
grams and other personal identification, 
exceeds by far that of all other monu- 
| facturers combined. 


| The Benmatt 
Organization Inc. 


3447 East 15th Street 
LOS ANGELES 23, CALIFORNIA 
Phone ANgelus 3-6751 
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(Continued from Page 32) 


organization’s two-day meeting 
Chicago. Laine is in his 10th 
ear as secretary to the group, 
hich now includes 89 companies. | 
* ® * } 


Willett Picks McKernan 


is General Manager 

Edward J. McKernan, 39, has 
been appointed general manager of 
Willett Co., Chicago trucking oper- 
ators, it is announced by Howard 
L. Willet jr., executive vice-presi- 
dent. McKernan succeeds Robert 
M. Anderson, who retired after 42 
years of service with the firm. 

McKernan joined the company in 
1947 as a supervisor and was pro- 
moted to assistant general man- 
ager in 1950. 

* 


1e 


Mass. Rubber Company 


Promotes 3 in Sales 


Promotion of H. S. Johnson to 
director of merchandising, L. M. 
Atwood to assistant general sales 
manager and J. H. Alsen to direc- 
tor of engineering applications of 
the Boston Woven Hose and Rub- 
ber Co., Cambridge, Mass., was an- 
nounced by Whiting N. Shepard, 
director of sales. 

Johnson will direct the activities 
of the home-office sales organiza- 
tion, including advertising, sales 
promotion and market research. 


Atwood in his new position will 
have responsibility for the com- 
pany’s general-line field sales force. 
Alsen will be responsible for the 
application and sale of the com- 
pany’s products to original-equip- 
ment manufacturers. 

* * * 


Moore, White Assigned 
LOF Field Sales Posts 


G. Frederick Moore, a former | 
designer of electrical equipment, 
has been appointed Philadelphia- | 
area field sales representative of 
Libbey -Owens-Ford Glass Co.’s 
fiber-glass division. 


Arthur S. White, former sales 
representative of the division, has 
been shifted to the Chicago office. 
Both appointments follow closely 
the establishment of fiber-glass 
sales representations in key cities 
throughout the nation. 

+” * * 


Wayne Works Changes 


Five Major Executives 


Wayne Works, Inc., Richmond, 
Ind., has announced five major 
personnel changes. Harold L. Drim- 
mer has become board chairman 
and treasurer, Newton Glekel is 
president, Philip E. Baugh is oper- 
ations vice-president, Irwin G. 
Brown is sales vice-president and 
Karl W. Theurer is_ controller. 
Wayne builds steel motor-coach 


bodies. 
. 7 


McCain, of Chrysler, Honored 
By ASA for Research Work 


George L. McCain, research ad- 
ministrative secretary for Chrysler 
Corp., Detroit, has received a cer- 
tificate of service from the Ameri- 
can Standards Assn. in recognition 
of his work in the development of 
American standards. 


McCain is a member of the ASA 
standards council, representing the 
Automobile Manufacturers Assn. 

Roger E. Gay, president of ASA, 
presented the award at a general 
session of the Third National 
Standardization Conference in Chi- 
cago. 

7 * 


Linn Promoted 


George Linn has been promoted 
to assistant manager of automotive 
replacement battery sales by Elec- 
tric Storage Battery Co., it is an- 
nounced by Roland Whitehurst, 
vice-president in charge of sales. 

* * * 


Scott Gets New Ford Post 


In Used-Truck Sales 


Ervin H. Scott has been promoted | 
from special field manager in the | 
Indianapolis district sales office to 
the Ford division’s general sales 
office, where he will supervise na- 
tional used-truck merchandising. 

In announcing the appointment, 
W. E. Kimbrough, manager of the 
truck sales department, said Scott 
was assuming a new position cre- | 


ated hy the separation of the for- | 


mer truck and fleet sales depart- 


ment into two departments. 
* ” ° 


Bendix Names Straw 


Lawrence J. Straw has been 
named mobile sales manager of the 
Bendix Radio Division of Bendix 
Aviation Corporation. The appoint- 
ment was announced by Arnold 
Rosenberg, general sales manager 
of the division. 

* * * 


Boll Named Sales Chief 


At Cummins Engine 
Appointment of C. R. Boll jr. as 

general sales manager of Cummins 

Engine Co., Columbus, Ind., is an- 


nounced by R. E. Huthsteiner, pres- 
ident. 

Boll will be responsible for en- | 
gine, parts and contract sales, the | 
company’s regional organization, | 
advertising and sales development. | 
He previously was manager of en- 
gine sales. 

c2 * = 


| Firestone Steel Appoints 


Moseley Sales Manager 


Appointment of George B. | 
Moseley as general sales manager | 
of Firestone Steel Products Co. | 
has been announced by L. J. 
Campbell, president. 

Moseley previously had been 
sales manager for contract manu- 
facturing. He joined the company 
in March, 1949, after serving with 
engineering and steel-fabricating 
firms in Cleveland for 10 years, 
and as sales manager of Hupp 
Corp. 


Bares K-F Forward Seat— 


A new twist in displaying car interiors has been devised by Northwest Kaiser-Frazer 
Motors, Minneapolis. Substituted for the regular metal, plastic door panels provide a 
view of the front-seat safety features of a Kaiser Manhattan. At the wheel is Eldon 
Burg, general sales manager of the K-F distributorship. 


KEISEY-HAYES 
ELL 


Leads in Safety and Ease 


oe It’s the Kelsey-Hayes 


"Vacdraulic’’ Brake Power Booster 
for ''Feather-Touch”’ Control. 


ae de ST Superior for right 


or left foot low-pedal operation! 


ASSURES PROVEN PRODUCTS AT 


PRODUCTS: Wheels—Hub 
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KELSEY-HAYES WHEEL COMPANY 


DETROIT 32, MICHIGAN 


Assemblies—Brakes— Vacuum Brake 


at hos 


Units—for Passenger Cars, Trucks, 


Buses —Electric Brakes for House Trailers and Light Commercial Trailers —Wheels, Hubs, Axles, Parts for Farm Implements 


PLANTS: Kelsey-Hayes Plants in Michigan (4); McKeesport, Pa 


Los Angeles, Calif.; Davenport, lowa; Windsor, Ontario, Canada. 
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Wild Trading Invites Curbs, Dealers Told .. . 





AUTOMOTIVE NEWS, OCTOBER 13, 1952 


Warning: Sell Cars, Not Credit | 


NEW YORK.—Wild traders, bid- 
ding to see who can sell the easiest 
credit terms instead of the most 
cars, are issuing an open invitation 
for renewed government credit con- 
trols, according to H. Bertram Lew- 
is, of Bankers Commercial Corp. 


Lewis, in a bulletin to dealers, 
says pyramiding credit is also build- 
ing up a terrific potential for dam- 
age to the industry whenever cur- 
rent normal competition is replaced 
by abnormal conditions. 


Looking back 20 years to the 
days when the country was in 
the midst of the great depression, 
Lewis says banks would have 
roared loudly about “the un- 
soundness of installment selling 
if the finance companies that bor- 
rowed money from them had 
started promoting such terms as 
are being advertised today.” 
Lewis points out that until the 

1929 crash, almost “no new-car con- 
tracts ... had been written on 
more extended terms than one- 
third down and 12 months. Used- 
car paper had practically never 


gone beyond 40 percent down and | 
10 months.” 

He says average credit terms 
outstanding at that time covered 
less than six months, and “the aver- 
age owner’s equity was so high that 
a default would penalize him heavi- | 
ly.” Lewis writes that finance com- | 
panies knew losses would be abnor- 
mally high until things straightened 
out, but did not fear the worst. 


He reports that collections slowed 
and losses increased, “but thanks to 
conservative terms, the percentage 
of repossessions was not calami- 
tous. And because old contracts 
were being paid off at an average 
of less than six months, new buy- 
ers came into the market with rea- 
sonable frequency and both dealers 
and finance companies maintained 
sufficient volume to survive. 

“Now we see many industries 
competing for the consumer’s dol- 
lar on any terms that will sign 
up,” Lewis says. “Automobile con- 
tracts are often being written 
with nothing down and three 
years to pay ... At this rate, 








.+. says Murrell Belanger 


“*There’s nothing like racing,” says M. B., “to teach 
you the value of competition. It takes more than a well- 
tuned car to win. It takes men with heart and brains 


and drive.” 








Murrell Belanger was 16 when he got his first job 
as a car washer, Slack periods found him at the elbow 
of a mechanic, helping where he could, soaking up engine 
lore, and dreaming of better, more rugged, speedier cars 
that one day would bring him world fame. 


Graduating from the wash rack he became one of 
the best mechanics in town and eventually shop super- 
intendent for a large car dealer, After hours, he put 
together the first of his race cars, driving it himself, 





His love for cars ‘led te a day in 1932 when, im- 


ressed b 
urrell 


its many outstanding engineering features, 
ecided Chrysler was the best car made. The 


firmness of his belief was evidenced in fourteen trips to 
Detroit selling himself as a dealer to factory officials. 


‘The dealership brought new appreciation of the value 


of competition . .. 


and men. “It was tough going in the 
depression years. I can’t thank the Chrysler field man 


the average outstanding will soon | 
be approaching a year and a half | 
and the average owner’s equity 
will be so low that a default will 
not cost him excessively. 


“The amount of such loose credit 
will pyramid fast if the present 
trend continues, and if another such 
collapse as that of 1929-33 should 
hit us while such conditions pre- 
vailed, the business distress would 
be terrific. 

“You don’t get the effect of low | 
down payments until 
comes. Then the buyer with little 
to lose will default without much 


| 
| 
} 
| 
| 
j 








a squeeze | Never a Dull Moment at Smith Crossroads— 
A jack-of-all-trades is E. L. Smith, Ford dealer in Lenoir, N. C. Besides selling trac 


hesitation if he cannot readily con- | tors and all types of implements, Smith has been raising livestock and running o 


tinue to meet the monthly note. 


“The evils of low-down payment, | 
long-term financing are: (1) It} 
builds up a situation that would 


be devastating in the event of a destroyed; (3) 


many people out of the car market 
for so long that the future market | 
is impaired even if good times con- | 
tinue, and if depression should en- | 
sue the market would be virtually 


enough for his faith and encouragement. When my best 
just wasn’t good enough, he’d get me to do better.” 


It’s natural that back in his mind M. B. carried a 
burning ambition: to win the Indianapolis 500. In 1951, 
the Belanger blue-and-gold colors set a new all-time 
record. He had the car .. . and the men. In the “world’s 
cleanest workshop” the gleaming parts of "99 were tuned 
to a perfection requiring only one pit stop for a tire 
change in the full 500 miles. Lee Wallard was at the 
wheel. To prove the combination was no fluke, 99 
with Tony Bettenhausen driving won the 1951 A.A.A. 


Championship. 


aoe 








A true story—reading time: | minute, 40 seconds, 





motel adjoining his 86,000-square-foot building, known as Smith Crossroads, Inc., just 
on the outskirts of Lenoir. His latest interest? He's just opened a restaurant in the 
same building. Says Smith: ‘All this together has proven most successful. There are 
no dull moments, and we are enjoying a variety of business." 





it hastens the day| definitely do not look with favor 
business collapse; (2) it takes sO|. non new credit controls will be 


“They can be at any time if 
Congress gets worked up to it. 
And the Washington authorities 





Murrell looks with confidence to the future, “Sure 
there's going to be competition,” he says, “Bur that just 
keeps you doing better than your best. And it takes that 
in racing or business to get you the wave of the checkered 


flag at the finish line,” 


Dealers in Chrysler Corporation products are 
selected for their integrity, their merchandising 
skill , , . and their capacity to serve the ever- 
grewing eustomer preference for the cars and 
trueks that exclusively offer the superior values 


of Chrysler Engineering Leadership. 


A booklet of true stories about enterprising men 
: Belanger is yours for the askin 
Write Chrysler Corporation, Highland Park 3, Mic 


like Murrell 


Chrysler Corporation 








PLYMOUTH « DODGE * DE SOTO * CHRYSLER * DODGE "Job-Rated'’ TRUCKS 


Fine Cars of Great Value 


on wild credit terms.” 


Lewis ends with a word of cau- 
tion: “Dealers who are only able 
to sell terms in a time of normal 
competition are not due to be with 
us long. Sooner or later, competi- 
tion will become abnormal—and 
when that happens, those who have 
not learned to sell cars will be 
erased.” 


Florida Dealers 
Set Convention 


For Oct. 19-21 


MIAMI, Fla. — With attendance 
expected to exceed 500, the Florida 
Automobile Dealers Assn. will hold 
its annual convention at Miami 
Beach Oct. 19-21, according to Wal- 
ter C. Mallory, general manager. 

Charles B. Tutan and Leo Adeeb 
are co-chairmen of the convention 
committee. 

A feature of the meeting will be 
a machinery exhibit in the lobby 
of the Sans Souci Hotel. 

While the entertainment program 
will be the most elaborate ever 
attempted, Mallory says that it will 
by no means overshadow the busi- 
ness programs. There will be tech- 
nical and inspirational speakers at 
the various sessions. 


Sognier Gets Post 


In Ford Region 


CHESTER, Pa.—Promotion of 


| Joseph W. Sognier, of Alexandria, 


Va., to manager of the Ford divi- 
sion’s regional car-sales depart- 
ment is an- 
nounced by C. R. 
Beacham, region- 
al sales manager. 

Sognier, former- 
ly car-sales man- 
ager in the Wash- 
ington District, 
succeeds F. A. 
Vickers, who has 
joined Ford’s cen- 
tral office staff 
as assistant man- ae 
ager of car sales. 3. W. Noguier 

Sognier joined Ford in Washing- 
ton in August, 1946. He was field 
manager in Baltimore and _ in 
Washington, and was promoted to 
district used-car and _ truck-sales 
manager in 1949. He became dis- 
trict car-sales manager in May, 
1951. 


In his new assignment, Sognier 
will supervise car-sales departments 
in six sales districts in the south- 
east Ford region, embracing near- 
fy 1,000 Ford dealerships in all or 
part of 12 Atlantic seaboard states 
from Pennsylvania south. 


Maynard Family Buys 
Calif. Nash Firm Again 

R. G. Maynard and Son has 
bought the Nash dealership in 
Glendale, Calif., which it sold to 
Vic Johnson and Jim Strutsel in 
1944. Strutsel remains as sales man- 
ager, according to Bob Maynaré, 
assistant manager. 

Combined with the Nash dea! °- 
ship now is the R. G. Maynard and 
Son used-car lot in Glendale. It «as 
part of Thrifty Motor Sales, formed 
by the Maynards in 1945, but as 
been known by its present name 
since 1949. Other officers are R. G. 
Maynard sr., general manager; 
Ralph Hurley, service manager, 3nd 
Fred Sether, office manager. 
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Merchandising 
Memos to Dealers 





4 UTO makers are planning to 
“4. kick off new models this year 
with a terrific amount of hoopla. 
Hear they are looking for all sorts 
of gadgets and devices to attract 
aitention in the showrooms. 

Some amazing point-of-sale de- 
vices are in the works to attract 
showroom traffic. These point-of- 
sale people have some pithy argu- 
ments. 


For instance, they cite the case 


of one maker who used advertising 
with a highly dignified tone, while 
the actual dealerships where the 
cars were sold did not carry out 
this atmosphere. In some cases, 
they had the appearance of a cut- 
rate store. 

There is an interesting point 
that can be made about the 
point-of-sale people, too. Their 
point of sale is the auto manu- 
facturer, but their point of USE 
is the dealership. 

The point-of-sale people may sell 
the maker on a tricky device for 
the dealer, but just how effectively 
this device, or any device, is used 
depends on the dealer. 

Some people in the trade realize 
that and make sure dealers under- 
stand their pitch. 


* ae * 
Who Gets the Order? 
THER PEOPLE are coming 
around to the point of recog- 
nizing where sales are actually 
made. 

John W. McPherrin, publisher of 
the American Magazine, brought 
this out the other day in a talk 
at the Adcraft Club of Detroit. 

McPherrin asked: “Have we 
(advertising men) exploited the 
power of advertising to such a 
point that we have taken the 
responsibility for sales away 
from dealers and salesmen?” 

His topic was “The Sin of Ad- 
vertising Men.” 

He pointed out that the seller’s 
market of the postwar years cov- 


ered up a lot of sins, but the veil | 


is coming off soon. 

When the chips go down, it be- 
comes obvious that there is just 
one way to sell cars at retail—and 
that is one at a time to individual 
customers by individual salesmen 
working for individual dealers. Ad- 
vertising is the support, not the 
cure-all. 

* % * 


How to Serve 


AM REEVE, who worked himself 
\ up from service stations to a 


MEWA Chiefs Set 
Pre-Convention 


Meetings Dec. 5-6 


CHICAGO.—A series of prelimi- 
nary meetings will occupy the two 
days before formal opening of the 
Motor and Equipment Wholesalers 
Assn. convention Dec. 7-9 at the 
Chalfonte-Haddon Hall Hotel in At- 
lantic City, N. J. 


MEWA headquarters here an- 
nounced that the schedule for Dec. 
5 lists a meeting of the executive 
committee, followed by a gathering 


of the board of directors on Dec. 6. 


On Dec. 7 there will be an after- 
noon reception for members and 
guests. The evening will be _ set 
aside for meetings of the resolu- 
tions committee and the junior ex- 
ecutive, sales management and 
business methods discussion groups. 


Morning and afternoon sessions 
will be held Dec. 8 and 9, with 
luncheon meetings each day. The 
annual banquet is scheduled for 
Dec. 8. 


A second board of directors meet- 
ing is scheduled for Dec. 10. MEWA 
members on hand for the conven- 
tion will remain for the Automo- 
tive Service Industries Show, which 
Opens the same day. 


By Bob Finlay 


in Birmingham, 
Mich., has some 
interesting ideas 
on service which 
may be useful as 
reminders. 

Reeve is work- 
ing on the theory 
that “you can buy 
merchandise any- 
where, but that 
you have to go 
looking for serv- 
ice.” 

Reeve believes 


Packard 


deal 





Sam Reeve 


‘in keeping his properties spotlessly | 
| clean; some women customers have | 


|said they keep coming back be- 
cause he keeps their cars spic and 


Linco/n lubricating equipment 


MAKE IT A HABIT TO MAKE THESE hy 


BUILD YOUR SERVICE SALES VOLUME 
WITH A MODERN Linco/n 
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7% in an institutional newspaper ad 
which paid formal tribute to observ- 
4’ ance of Business Women’s Week. 

Copy read: “It’s high time we 
| Saluted the weaker sex and faced 
|the fact that career girls of all 
» | ages are doing a business job that 
|} any man might be proud of. 

“Consider the thousands of in- 
— |telligent women who head their 
| own companies... the vast number 
| of women in welfare work ... the 
secretaries, the bookkeepers, the 
hostesses, the retail saleswomen 
. and all the others devoted to 
| the cause of helping conduct large 
and small firms. 

“No longer is Woman the weaker 


Wilkie 2 long: nan the we 
atk : ‘ : , ; sex. e has prove er business 
Pictured is the sales force of Wilkie Buick Corp., Philadelphia, attending a meeting value and a proud of her.” 


which introduced the company's autumn sales program. Five separate bonus programs i i : 
were inaugurated, including a Christmas prize contest, with the first of 20 prizes | bs 
being @ trip to Bermuda for two persons. ___| IMC Retains U. S. Quota 


| 

span and there’s a minimum of | Reeve sends a car around to chauf- | On Sulphur Exports 
grease around his stations. | feur them. WASHINGTON. — The Interna- 

He also believes in taking care , He is getting special Christmas | tional Materials Conference has de- 
of his customers. He has many | cigarets for his customers imprint- | cided that U.S. exports of sulphur 
little courtesies he extends to led with the name of his firm. There | should be maintained at the present 
patrons: After a winter blizzard, also be polishing cloths as | quarterly level of 232,500 long tons 
Reeve’s snowplow goes into ac- |through the last three months of 







Buick Charts Autumn Goal— 





| will 
| Christmas gifts. 


tion cleaning out the driveways * « «& | this year. 
at his customers’ homes. 'p d H | The export quota of Italy, an- 
When Dad has the family car| ‘4 TOU of Her other of the world’s top sulphur 





away at work and Mother must | \VJILLER MOTORS, Binghamton, | producers, also was continued un- 
take the children to the doctor, 1 N. Y., saluted the “weaker sex” | changed. It is 22,500 tons. 


XQ a tT 
WP ENKs 
LRU 


Linco/n ... 


1 Check the Fan Belt 

2 Check the Air Cleaner 

3 Check the Oil Filter 

4 Check the Spark Plugs 

5 Check the Battery and Cables 
6 Check Radiator Hoses 

7 Check Radiator Fluid 

8 Check the Muffler and Tail Pipe 


9 Check the Headlights, Stoplights 
Indicator Lights, Interior and 
Exterior Lights 


MAJOR INSPECTIONS 


10 Check the Windshield Wiper 
and Windshield Washer 


11 Check all four Tires 


12 Replace lost or damaged grease 
fittings with LINCOLN BULLNECK* 
Fittings ... the modern fitting 
with the ball-in-the-top ... 
seals dirt out .. . grease in. 


LUBRICATION DEPARTMENT 


*Tradename Registered 


LUBRICATING EQUIPMENT @ « 
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On the Financial Front. . . 





Truck Firms’ Shares 


Make Best Gains 


By George Deery 
Associate Editor 
oe common shares of truck 
4+ firms made a better showing in 
the third quarter than the auto 
companies in both average gain 
and average loss, according to First 
of Michigan Corp. 

Five auto makers registered an 
average gain of 5.78 percent, 
while four were off an average 
of 14.2 percent. 


Federal, 15.4 percent; Reo, 8.6 per- 
cent, and White, 0.5 percent. Losers 
were Diamond T, 28 percent; Mack, 
9.1 percent; Divco, 8 percent, and 
International Harvester, 3.4 percent. 

Nash-Kelvinator chalked up the 
best appreciation in the auto 
group—7.1 percent; Willys-Over- 
land and Hudson were each bet- 
ter by 6.8 percent; Chrysler added 
6.1 percent to its price, and Gen- 
eral Motors. climbed 2.1 percent. 


aged 6.6 percent as follows: Cros- 
ley, 12.5 percent; Packard, 10 per- 
cent; Kaiser-Frazer, 8.3 percent; 
Studebaker, 4.3. percent; Nash- 
Kelvinator, 3.5 percent, and Gen- 
eral Motors, 1 percent. 
Four-Wheel-Drive’s increase of 5 
percent was the only gainer in the 
truck classification, while Mack 
remained unchanged. Diamond T 
was off 9.5 percent; Autocar, 4.9 
percent; Divco, 4.1 percent; Inter- ; 
national Harvester, 3.8 percent; J 
Reo, 3.8 percent; White, 2.8 percent, | Tne? 
and Federal, 2.2 percent. The aver- > wt 
age decline was 4.44 percent. 





Designed to Aid Hauling 






~ PROGRESHVE RATE Wen 
win @ igas- oe 
too: a 






STEELNG GEAR Ana 


a 


|For Trailer Interchangeability— 


White Motor has developed a new ‘pusher’ axle designed to enable haulers !o ‘ 
pick up any semitrailer, even though the landing gear of the trailer is set at the 
minimum eight feet from the front. The new tandem ‘‘pusher'’ axle is located ahead 


Preventative Safety 


Is Watchword of 


of the driving axle and steers with the front axle, which allows operators to take fu!! 
advantage of dual-axle gross while still retaining full maneuverability and absence 
of scuff. With this pusher, White says, it is not necessary to spot-load, weigh axles 


In the commercial field, four, Losing ground were Crosley, 30 
issues were up 13.9 percent. Four| percent; Kaiser-Frazer, 13.2 per- 
were off for an average of 9.1 per-|cent; Packard, 10 percent, and K-F Dealer Shops 
cent and the closing quotation for |Studebaker, 3.7 percent. 
Autocar remained unchanged from me: | ae WILLOW RUN. Kaiser-Frazer 
its opening price at the beginning | — the month ended Sept. 30,| has timed a 10-point “preventative | 


| 


of the three-month period. three auto builders gained 2.6| safety” drive to coincide with re- 

en | percent on the average—Hudson, 5 
HE upside moves among the/|percent; Chrysler, 1.7 percent, and 
truck manufacturers were: | Willys-Overland, 1.3 percent. 


Four - Wheel - Drive, 31.3 percent; | Decreases in six issues aver- 


sumption of school. 
that youngsters who have had all 
summer to forget their safety 
training can be expected to dart 
| across streets in the middle of the 





ings. 


Now You Can Use Bemis BURLAP 
In Seat Cushions Again! 


general service manager, reminds 
| K-F dealers that a National Safety 
| Council check shows that one of 
every three cars “needs service on 
one or more parts affecting the 
safe operation of the automobile.” 


brakes, steering, tires, headlights, 
tail and stop lights, glass, wind- 
shield wipers, defroster, muffler 
| and rear-view mirror for their cus- 
tomers. 


“Most owners,” he says, “are not 
aware that their cars are unsafe, 
and will authorize repairs or re- 
placements when informed that 





ating condition.” 


Burlap prices are substantially 
lower and supplies are plentiful. 
You can again have seat cushions 
the way you... and your custo- 
mers .. . want them. 


Universal Credit Promotes 


Two to District Chiefs 


Universal C.1.T. Credit Corp. an- 
| nounces promotion of two employes 
| to district managerships. They are 
| John C. Sorrell in the Glendale, 
| Calif., office and John D. Wickert 


| in Allentown, Pa. Sorrell has been 





Detroit * Brooklyn * Chicago ¢ Indianapolis 
New Orleans * Boston * New York « St. Louis 
Also offices in Other Principal Cities 


to Los Angeles division head J. J. 
Tice. E. C. Nevergold, Philadelphia 
division head, said Wickert joined 
Universal in 1946. 


Bemis 





This announcement is neither an offer to sell nor a solicitation of any offer to buy securities. 
The offering is made only by means of the Prospectus, which describes 
the Debentures and the business of the Company. 


NEW ISSUE 


$30,000,000 


Associates Investment Company 
3°2% Debentures due September 1, 1962 


Price 99% 


(Plus accrued interest from September 1, 1952) 


Upon request, a copy of the Prospectus may be obtained within any State 
from any Underwriter who may regularly distribute it within such State. 


Goldman, Sachs & Co. 
The First Boston Corporation 


Merrill Lynch, Pierce, Fenner & Beane 
Blyth & Co., Inc. Drexel & Co. 
Glore, Forgan & Co. 
Incorporated 
Lazard Freres & Co. F. S. Moseley & Co. 
Stone & Webster Securities Corporation 
White, Weld & Co. 


Eastman, Dillon & Co. 
Kidder, Peabody & Co. 


Salomon Bros. & Hutzler 


Harriman Ripley & Co. 


Union Securities Corporation 


Octo/ er 1, 1952. 








It points out | 


| block or against the light at cross- | § 


J. W. Alexander, the corporation’s | 


He urges K-F dealers to check | ; 


their automobile is in unsafe oper- | 


with the firm since 1945, according | 


or redistribute the load. 





‘Pusher Axle Steers— 


| The White pusher steering single wheel 
|axle is ahead of the driving axle and 
| weighs but 1,359 pounds when equipped 
with 10.00-by-29 tires. Under development 
at White for over a year, the axle enable: 
tractors to haul legally about 4,000 
| pounds more payload than tractors not 
|# equipped and permits interchangeabil- 
ity with all trailers, according to the 
company. 





| Tire, Tube Makers 


Again Urge OPS 
To Lift Controls 


| WASHINGTON.—Members of the 


'Tire and Tube Manufacturers In- | 


|dustry Advisory Committee last 
| week again asked OPS to suspend 
|price controls in their industry. 


OPS officials answered that “the | 


evidence is insufficient” that car 
|tires are now selling below manu- 
| facturers’ ceilings—a condition nec- 
|}essary before the ceilings would be 
withdrawn. 

OPS said that should there be 
“increased evidence” of a softness 
|in prices, there will be a review of 
|the industry’s request. 

Committeemen also requested a 
|suspension of controls over other 
products of the industry, such as 
truck, farm-implement, industrial, 
motorcycle and military tires. 

With the rejection of requests for 
| outright suspension of controls, the 
industrial 
OPS adopt a new method for the 
pricing of new 
and tube products. 

This method would provide for 
pricing most new products in line 
with the ceiling prices of closest 





competitors. It would not apply to | 


new-product, second-line, low-pres- 

sure tires, now covered by Supple- 

mentary Regulation 118. 
Committeemen said they favored 


the proposed procedure because it | 


would simplify the present process 


of applying margins obtained on/| 
comparable products to the unit | 


costs of the new products. 


| Raleigh Bisslees 
Select Officers 


RALEIGH, N. C.—New officers 


| Assn. are Roy Coffey, Nash-Steele 
Motor Co., president; Sam Mar- 
shall, C. C. Motor Co., vice-presi- 


lina Buick Co., secretary-treasurer. 
The association has arranged to 


for all who need it on election day. 





with a Raleigh taxi firm, with the 
| dealers footing the bill, Coffey said. 


committee asked that | 


replacement tire | 


of the Raleigh Automobile Dealers | 


dent, and Herman B. Byrd, Caro- | 


furnish transportation to the polls | 


| Dealers are working in cooperation | 


Ford Pays Out 
$1,236,305 for 
Employe Ideas 


DEARBORN, Mich. — Ford has 
entered the sixth year of its em- 
ploye suggestion plan, with average 
cash awards said to be the highest 
in the automotive industry. 

During the five-year period, em- 
ployes were paid a total of $1,236,- 
305 for 23,793 suggestions that led 
|to improved safety, health, morale, 
|'working conditions, and manufac- 
turing and production processes. 
The awards averaged $51.96. 


Of 105,176 suggestions that mer- 
ited study, the company was able 
to adopt 29,009. Of the 23,793 which 
won cash awards, 101 earned their 
originators the maximum of $1,500 
each. Awards for the other 5,216 
still have to be determined. 


Approximately 77 percent of the 
awards went for suggestions on 
working conditions, health, safety 
and morale. The remainder were 
given for better production and 
manufacturing methods. 


The suggestion plan, started in 
the Lincoln-Mercury division and 
steel operations, now operates in 83 
company locations and is still ex- 
panding. 

Acceptable suggestions have in- 
creased from 10,430 in 1948 to 28,407 
last year, when participation 
reached an alltime high of 292 ac- 
|ceptable suggestions per 1,000 elig- 
ible employes. 


Advertisement 


‘How to Sell 
The Country-Side 
‘Market 


More than half the nation’s con- 
sumers live in the Country-Side 
|Market—in trade centers of less 
than 10,000 population, in cross- 
| roads villages, down country lanes 
or on farms. In this market, cars 
| are indispensable; nearly 60 percent 
of the families who live here own 
one or more. In the City-Side Mar- 
ket, 60 percent of the families don’t 
own cars. 


In parts and service volume, too, 
the Country-Side Market holds an 
|enviable position. Of the $6 billion 
spent annually to maintain motor 
vehicles, this market accounts for 
|}more than half. This business is 
|a steady source of profit, and ex- 
plains why the majority of Ameri- 
|ca’s independent repair shops as 
well as car dealers are located here. 


The tremendous importance of 
automotive equipment to Country- 
| Side families, both farm and non- 
| farm, makes the Country-Side Mar- 
ket the biggest automotive market 
in America. Helping automotive 
advertisers reach and sell this mar- 
ket is the job of Farm Journal and 
Pathfinder, one the largest, most 
| successful farm magazine in Ame’ - 
| ica, the other the only dual-appe:! 
magazine which majors in the nor 
farm interests of Country-Si: 
families. Together they form 
unbeatable combination for inf 
encing and selling 4,000,000 of te 
| best automotive customers in Am r- 
ica’s automotive market. Now au 0- 
motive advertisers can buy them 
| that way—a 4-million package buy 
j;at a package price—the Count -y- 
| Side Unit. 


| mn 











coupe, $1,319. ‘50 SD sedan, $1,150. 


AUTOMOTIVE NEWS, OCTOBER 13, 1952 


48 | 





37 


' e « Deluxe business coupe, $450; SD sedan, e 
| $825. "47 SD sedan, $650, $700. U d C P 
(| Used-Car Auction Prices | rss sinisn's""~., ».| Average Used-Car Prices 
$1,700. ‘50 Chieftain (8S) sedan, $1,570*, . 
$1,360; SL (6) sedon, $880. ‘49 Chief- (Compiled by Automotive News) 
tain (8) sedan, $1,130; SL (S) sedan, 
Market Trend $1,070 48 Torpedo (8) conv SO50*; Oct.. 1952 Sept Aug. 
Wholesale used-car prices slumped sharply last week, according to STUDEBAKER: 52 Ch i 1 — besa a eo 
sale S a s = ‘ 3 ‘ BS STUDEBA S 52 Champion sec an $1,- $1,194 $1,214 $1,220 - ? oo ain - 
, Automotive News’ index, driving the overall average price down $25 coe". (6t Landerulser sedan. $1,475. 80 1952 $2,314 $2,351 $2,385 
: to stand at $1,194 — the lowest point since the first week of May. sedan, 91.160". "40 Champlen sedan 1951 1,656 1,716 1,697 
All models nose-dived during the period, the index showed, with a $865. ‘47 Champion sedan, $350. ‘42 1950 1,334 1,352 1,383 
$64 loss in the price of ’52s leading the field. Sharp losses were also witha i jeasuter’ Gane sem pial 1949 1,055 1,085 1,084 
recorded for '51s, down $54, and '50s, off $14. oa. tere pee ee 1948 790 800 802 
Losses of $13 each occurred in the prices of ’48s and ‘46s, and $7 : : F 1947 644 645 647 
losses appeared for '49s and '47s, the index showed. / VALDOSTA, GA. 1946. see 548 588 
Activity at the auction blocks also dropped off 4 percentage points, (Tom Hewitt Auto Auction. Sale every Oct. Sept. Aus. Overall 
according to the index. Last week, 1,326 cars were sold from 2,066 Friday. Prices are for sale of Sept. 26.) s . : 
offerings for an average of 64 percent. At the same auctions a week (Sold 162 units out of 264 offerings.) Average... $1,194 $1,214 $1,220 


earlier, 1,269 cars were sold from 1,872 offerings for an average of 68 
percent. 


BUICK—'52 Super sedan, $2,770*, $2,570*; 
Riviera, $2,700*; RM sedan, $2,725*. ‘51 
RM Riviera, $2,150*; Special sedan, $1,- 


| 
| 
| 
! 








(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 








lo Prices marked with an * indicate a unit equipped with 860. ‘50 RM club coupe, $1,635"; sedan. 
he an automatic transmission or overdrive. $1,560. 38 Super sedan, $1,150. ‘47 RM ae r 
ad ee Te ost Coupe deVille, $3,875*; | DODGE—'50 '-ton pickup, $500. "49 '-| MERCURY 51 club coupe, $1,775*, §1,- 
‘ omreras 7s ; ‘ ; 46 f AL 5 » $3,870" ; i 35. | 680, $1,525; conv., $1,700*; sedan, $1,- 
T} DENVER 090. ‘47 SD (6) sedan, $600. '46 Deluxe | (69) sedan, $3.450*. ‘50 (62) sedan.|. ‘O” oe wales " ose’ a 520. oa j . : $1 380 "te 
u 4 4 (6) sedan, $450. | $2,850*. ‘49 (62) club coupe, $2,005". | FORD—'52 Victoria, $2,425*; Custom (8) | 650, 16s ; 90 clu Nege~" $1,350. ‘ 
ice (Denver Auto Auction. Sale every Tues- | FRAZER —'48 sedan, $510*. [peep a ae . , > | conv., $2,400%; sedan, $2,150*, $1,950; | sedan, $500. ‘47 conv., $695. 
les day and Thursday. Prices are for sale Of | s sweosN— 51 sedan. $1,860°. °49 sedan, | neem rin ee ep eluxe sedan, $2,-) %-ton pickup, $1,380. ‘51 Victoria, $1,- | NASH ‘51 Rambler hardtop, $1,350; 
sept. 30.) ex es eee - ‘49 sedan, | 100*; Bel-Air, $2,025*; FI, Deluxe sedan, 810, $1,750, 2 at $1,700; Custom (8)| Statesman sedan, $1,250. '50 Statesman 
. . : J | __ $1,070*. $1,930, $1,910; FL Special sedan, $1,710.| sedan. '$1,600, $1,575. $1,525. $1,450 sedan, $1,000 
(Prices sliding on all models. Sold 278 | MERCURY 49 sedan, $825*, $1,050. ‘51 Bel-Air, $1,730", $1,700*; FL Deluxe} $3496: conv., $1,530. °50 Custom 7 | deaaeemiae 's2 8 
units out of 459 offerings.) NASH—'49 Ambassador sedan, $850. sedan, $1,560, $1,410: SIL Deluxe sedan, , , on? — ieee ina >) | OLDSMOBILE 52 Super (S8) Holiday, 
: ; 1. ° sedan, $1,375, $1,300, $1,275; Deluxe (6) | $3,000*; sedan, $2,815*. ‘51 (88) sedan 
BUICK—’52 RM sedan, 2 at $2,800*, $2,- | OLDSMOBILE — '51 (95) sedan, $2,000*. $1,475, $1,450, $1,250; SL Special sedan, sedan, $1,060, $1,050. '49 Custom (8)| §1'775*: (98) ‘sedan. $2.200*%. °5O (88) 
855*; Super sedan, $2,170*, $2.600*, $2,- | 50 (88) sedan, $1,475*, $1,450*, $1,550*. | $1,190. °50 Bel-Air, $1,500, $1,400; FL sedan. $1,050, $930, $875, $840, $750; | $ f 5*; (98) a eae ao a (88) 
675*. 51 RM sedan. $1.790*, $2,000°,| ‘49 (98) sedan, $1,185"; conv., $1,100*. | Deluxe sedan, $1,300. '49 SL Deluxe! ejuxe (8) sedan, $1,045, $1,000, '46| ollday. $1,860%, $1,575°. “49 (95) conv., 
$2,025*, $2,090*, $2,095*, $2.205*, $2,225*. | ‘48 (9S) sedan, $950*. ‘41 (66) sedan, | sedan, $950. '48 FL aerosedan, $575. °47 SD (8) sedan. $665 $640 , ; | $1, ‘ si s 
‘50 Super sedan, $1,405°, $1,540*, $1,-| $120. | FL aerosedan, $675; FM sedan, $625. adie vit” ceual ee van 8 | PLYMOUTH.-'51 Suburban sedan, $1,670; 
530°, $1,620°. "49 Super sedan, $1,105. | PACKARD —'51 sedan, $1,675*. '49 sedan, | CHRYSLER—'52 Saratoga sedan, $2,625*. | KAISER ‘51 sedan, $1,100*. "47 t-dr.,| Cranbrook sedan, $1,525. '50 SD. sedan. 
"47 Super sedan, $510, $680, $735. | $950*. | ‘51 Windsor sedan, $1,775*. ‘50 Windsor | $215. GHEE — te Gomme te ta cae 
CADILLAG_'52 Coupe’ deVille,  $5.100*, | PLYMOUTH—"52 Suburban, $2,125; Belve-| sedan, $1,400*. '49 Windsor sedan, $1,- | LINCOLN—'51 4-dr., $1,800*, $1,750. ‘49 | PO! c 52 Catalina, $2, + conv., 
$5,200*; (62) sedan, $4,190*, $4,300*.| dere sedan, $2,010. ‘51 Cranbrook club 160*. 4-dr., $975. (Continued on Page 38, Col. 1) 
as "51 (62) sedan, $3,095", $3,285", $3.310*, | sa a aT eee a = a aaa : 


n- 
Be 


st $2.055*. “47 (62) sedan, 2 at $1,200*, | 
$1.420*. 
as. os, ae, 2 TESTS PROVE THAT 
n- 300*, $2,305*. $2,385*; SL Deluxe sedan, 
$1,840, $1,875. $1,885, $1,980, $2,000*, 
>. $2.005*, $2.070*, $2,075*, $2,085"; SL 
pad Svecial sedan, $1,730, $1,755, $1.765, $1.- 
le 775, $1,805, $1,810, $1,825, $1,830; 's- 
5 ton pickup, $1,320, $1,500, $1,505. ‘51 
c- FL Deluxe sedan, $1,525*, $1.535*, $1,- é j 
Ss 550*. $1,585, $1,600*, $1,610*, $1.625*. 
‘50 Bel-Air, $1,500*; SL Deluxe sedan. 
$1,275, $1.335*, $1,345*,. $1,355*. °49 
r- SL Deluxe sedan, $910, $955, $960. $1.- 
le 000, $1,010. $1,020. "48 FL aerosedan 
oh $750, $780. $815. $910. 
o CHRYSLER —'52 NY sedan, $3.050*; Wind- ie 
‘Ir sor sedan, $2,410*. ‘50 Windsor sedan, ao pe : 
00 ; ". —. '48 NY —_. $700*. Actual Laboratory Tests Prove: 
leSOTO-.—'52 Sportsman (8), $2,750*; (6) 
16 $1,845; Fire Dome (8) sedan, $2.725*. Foam Traps More Dirt then ell other popular brands tested! 
$2,740*, $2.745*. °51 Custom sedan. $1,- 


$3,385*. "50 coupe deVille, $3,320*; (62) 
sedan, $2,900*. $2,950*, $2,970*, $3,050*. | 
$3,125*. '49 (62) sedan, $1.910*, $1.920*, 


730*. ‘50 Custom sedan, $1,455*, $1.655°*. | 
DODGE—'52 Coronet sedan, $1.960*, $2,- 











Resutts of rigidly controlled, identical labo- 


000*, $2,300*. '51 Coronet sedan, $1.500*. 


"50 © t sedan, $1,410*, $1,455*, $1,- i 
55°. “49 Coron at sedan, $1,005 ratory tests show that Fram Cartridges remove 
FORD —"52 country squire, $2,590*; Vic from 69% to 114% more dirt from crankcase oil 


Custom (6) sedan 
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toria, $2.425. $2.450*; 
$1,485, $1,525; Custom (8), $1,875*, $1.- 
885*, $1.900*, $1,910*. ‘51 Victoria. 
$1,790*, $1,900*, $1.910*; Custom (8) 
sedan, $1,330, $1,455, $1,520, $1.525*. 
$1.610*, $1,625*. $1.655*. ‘50 Custom 
(8) sedan, $1,195*, $1,210*, $1,250*. $1.- 
265*, $1,275*. ‘49 conv., $910*, $960*, | 
$1,.065*. '47 SD (S) sedan, $605, $625*, 
$650*. $670, $700. | 
KAISER—'51 sedan, 
Vagabond, $670*. 
MERCURY —'52 Monterey, 
$2.390, $2.560*. °51 
745, $1,810, $1.825, 
$1,885*. ‘50 sedan, 
$1.005*, $1,065*, $1,070*, $1.250*. 
OLDSMOBILE—'52 (98) Holiday, $3.095*. 
$3,235*; Super (88) sedan, $2.730*, $2.- 
780*, $2,900*. "51 (98) sedan, $2,100*. 
"50 (98) sedan, $1.545*, $1,705*. "49 «(S8) 
sedan, $1,050*, $1,200*. '48 (98) sedan. 
$740*. 
PACKARD —'51 (200) sedan, $1,495", 
615*. '49 sedan, $865*. 
PLYMOUTH—'52 Belvedere. $2,000. 
Belvedere, $1,695; Cambridge sedan, 
470. °50 SD sedan, 
‘48 SD sedan, $735. 
PONTIAC— 52 Chieftain (8) sedan, §2,- 
040*, $2,310*, $2,430*, $2,.455*. °51 sta- 
tion wagon, $1,790*, $2,100*. '50 SL (6) 
sedan, $1,240. $1,295. $1,305. "49 SL (8) 
sedan, $1.170*, $1,200*, $1,225". 
STUDEBAKER—'52 Commander (8)  se- 
dan, $2,000*. "51 Commander sedan, §$1,- 
105*, $1,300*, $1,310*. °50 Champion 
sedan, $1,005*, $1,025*, $1,055*. 
WILLYS—'52 station wagon, $1,800, §2,- 
095, $2,100, $2,120; ':-ton pickup. §$1.- 
750, $1,755, $1,760; Jeep, $1,175. $1,305 
$1,405, $1,550. °51 station wagon, $910 
$1,060. '50 station wagon $85°. $860. '49 
Jeep, $650, $675, $750. $00, $05, SR50. 
$860. “48 Jeep, $495, $500, $530, $565. 
‘47 Jeep, $600, $640. ‘46 Jeep, $4195. 
$525. 


the right.) 


$990*, $1,050*. ‘49 
$2,690*; sedan, 
sedan, $1,700, $1.- 

$1.835*, $1.S855°*, | 
$1,350*. ‘49 sedan. | 


$1.- 


"51 
$1.- 
$950, $1,050, $1,300. 


ALBANY, N. Y. 
‘Tim Anspach Auto Auction. 
Tuesday. 


Sale every 
Prices are for sale of Sept. 30.) 


(Market is beginning to show seasonal 
drop, as influenced by the coming new 
models. Sold 103 units out of 139 offer- 
ings.) 

BUICK—'52 RM sedan. 
sedan, $1,900*. 
Special sedan, 
$975*, $1,090, 
$715. 

CADILLAC—'59 

CHEVROLET- 
000*, $1,910*, 


$2.700*. °51 Super 
"50 Super sedan, $1,550* 
$1.400. ‘49 Super sedan 
$1,225". ‘47 Super sedan. 


(62) sedan, $2,750". 

‘52 SL Deluxe sedan, $2 - 
$2,050*: conv., $2,010: SL 
Special sedan, $1.600. ‘51 SL Specia 
sedan, $1,300, $1,335; SL Deluxe conv. 
$1.510, $1,625"; sedany $1,350. $1,620*. | 
‘50 FL Deluxe sedan, $1,300*, $1,285 
SL Deluxe club coupe, $1,240. ‘49 SL 
Special sedan, $810, $970. ‘48 FL aero 
sedan, $760; FM conv.. $660. ‘47 FM 
sedan, $650. ‘46 '-ton pickup, $180: 
%-ton panel, $360. 

CHRYSLER —- '51 Windsor Newport. 
080*. ‘50 Windsor sedan, $1,625*. 

DeSOTO—'52 Fire Dome (8) club coupe 
$2,425*. ‘50 Deluxe sedan, $1,580" $1 
#S0*. ‘48 Custom sedan, $920*. 

DODGE—'52 Coronet sedan. $1,890*; Dip- 
lomat, $2,425*. ‘51 Meadowbrook sedan 
$1,600, $1,400*. ‘50 Meadowbrook sedan, 
$1,230; Coronet conv., $1,510*. ‘49 Mea 
dowbrook sedan, $710; Custom sedan, 
$1,225. | 

FORD—’'52 Crestline sedan, $2,125*, $1,- | 
950*; Victoria, $2,325*, $2,300*; Mainline 
(S) sedan, $1,720. '51 Custom (8) sedan, 
$1,220. $1.500*, $1,335; Deluxe (6) se- 
dan, $1,310; Victoria, $1,725*; conv., $1. 
510*. ‘50 Deluxe (8) sedan, $1,330, $1,- 


§2.- 


Ask your distributor how 
you can cash in on 
Fram Merchandising 


Your distributor has all the details on Fram’s 
hard-hitting point-of-sale material that helps 
you boost your cartridge profits. Ask him 
about it today! FRAM CORPORATION, 


Providence 16, R. I. 
Co., Ltd., Toronto, Ontario. 


In Canada: J. C. Adams 


than any other cartridges tested . . . proving 
that Fram gets ojl cleaner, cleans it faster, keeps 
it clean /onger than ordinary cartridges. Here’s 
positive proof of Fram’s superiority! (See chart to 


EXPERIENCE proves that 
Fram$ eV best 






Yes, conclusive proof that Fram Filters Best! 








HOUSANDS of dealers all over the nation know 
through years of experience that it pays to sell the 


best . . . and the best is FRAM! Motorists everywhere 
know and trust the name of Fram .. . they prefer it to 
any other name in oil filters. That’s because Fram keeps 
engines running longer, better, at lower cost. 


And Fram performance is guaranteed . . . backed by 
the strongest warranty in the filter industry. Your 
customers must be satisfied or they get their money 
back without a question! Stock and display Fram Oil 
Filter Cartridges in the famous orange and _ black 


cartons . you'll find your 
cartridge sales going UP when 
your customers know you handle 
the BEST! 







TR ed ee 














(Continued from Page 37) 
$2.400* "51 Chieftain (8) sedan, §2,- Meadowbrook sedan, $1,525* 47 Deluxe 
055*, $1,825*, $1,700*, $1,540. ‘50 Cata- sedan, $610. 
lina, $1,725, $1,600; conv., $1,500 ‘49 | FORD—’'52 Custom (8) sedan, $2,625*; 
sedan, $1,100 Mainline (S) sedan, $1,635. '51 Victoria, 
STUDEBAKER -'52 Commander (8) sedan, $1.875*, $1,750*; Custom (8) sedan, §$1,- 
$1,875*, $1,775; Champion sedan, $1,600 640; Crestliner, $1,610; Custom (6) se- 
51 Champion sedan, $1,450 $1,385; dan, $1,360*. '50 Deluxe (%) sedan, $1,- 
Commander sedan, $1,325 185, $1,190*; Deluxe (6) sedan, $920. '49 
Custom (8) sedan, $940. 
J Gin J KAISER—’'49 sedan, $750. 
N. PLAINFIELD, N. J. LINCOLN—'49 sedan, $1,050*. ‘47 sedan, 
(Lebanon Auto Auction. Sale every Wed- | $360. 
nesday. Prices are for sale of Oct. 1.) | MERCURY ~—’51 sedan, $1,800. '50 sedan, 
(Sharp cars still bringing premium ——§ $1,290. ‘49 sedan, $1,080*, $1,060*, $1,- 
prices. Sales range from average to | 010. '48 sedan, $800 
good. Sold 84 units out of 138 offerings.) | NASH-—'51 Rambler station wagon, $1,- 
BUICK—’'51 RM Riviera 4-dr., $2,000*. '50 230. 
RM Riviera 4-dr., $1,750*%; sedan, $1,- | OLDSMOBILE—'49 (88) sedan, $1,350*. 
500*; Super Riviera, $1,870*; conv., $1,- ‘47 (76) sedan, $625; (66) sedan, $700. 
650*; Special sedan, $1,270, $1,255. °49| PLYMOUTH—’'52 Cranbrook sedan, §1,- | 
RM sedan, $1,290, $1,210. ‘48 Super 640. '51 Cranbrook conv., $1,610; sedan, 
conv., $920; Super sedan, $860. ‘47 Su- $1,370. °'49 SD sedan, $1,100, $1,030; 
per sedan, $720. Deluxe sedan, $760. 
CADILLAC—'50 (62) sedan, $2,710*, $2,- | PONTIAC—'52 Chieftain (8) sedan, §$2,- 
700*. '48 (62) sedan, $1,545*. 470*, $2,370*. '51 SL (6) sedan, $1,420. 
CHEVROLET—’52 SL Deluxe conv., §2,- "49 Chieftain (8) sedan, $1,310. ‘47 SL 
150*; sedan, $1,740. '51 Bel-Air, $1,850*; | (8) sedan, $710, $670. 
SL Deluxe sedan, $1,580*, $1,560*, $1,- | STUDEBAKER—’'51 Champion conv., $1,- 


380. 
pion sedan, $740. 


445, $1,370. 
SL Special sedan, $1,140. 


‘50 SL Deluxe conv., $1,285; 
"49 SL Deluxe | 


conv., $985. '48 SM station wagon, $810; 

FM sedan, $840, $680. ‘47 FL sedan, | 7 

$780. '41 Master Deluxe sedan, $185. | DALLAS 
CHRYSLER—’'51 Windsor sedan, $1,930. (Southwestern Auto Auction. 

‘50 Royal sedan, $1,575. '49 Windsor | Wednesday. Prices are for sale of Oct. 

conv., $760. '46 NY sedan, $570. 


DeSOTO—'51 
Custom sedan, 
dan, $485. 

DODGE—'52 Coronet sedan, $2,110". 


$1,870*. °50 
Deluxe se- 


Custom sedan, 


Si 3 . 
$1,400*. 46 old 49 units out of 132 offerings.) 


BUICK—'50 Special sedan, $1,235. 
CHEVROLET—'51 SL Deluxe sedan, 
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“PLL BUY ITE" 


Yes, he’ll buy it—and you'll 
profit on G-E Engine Heaters! 


“Tl buy it!” You’ll hear those words over and over 
when you show your customers the G-E Engine Heater. 
And the profits will roll in—especially with the liberal 
discount margin! Get this bonus when you “winterize” 
a car! You can install it in almost any late model car. 


SELL ANTIFREEZE—AND A G-E HEATER! 

Every antifreeze customer is a prospect! Just tell him 
he'll get quick, easy starts even in sub-zero weather with 
a G-E Engine Heater. Why? Because this heater pre- 
warms his engine, keeps oil from getting stiff and 
gummy—so that his engine turns over as if it were 
summer! His car interior gets warm fast, too. Selling’s 
really easy! 


FAST, EASY INSTALLATION > 


It takes just a few minutes to install a G-E Engine 
Heater in the lower radiator hose. And it’s so easy, 
your customer can do it if you’d 
prefer to just sell the attractive, 
fast-moving package (left). 


PROMOTION HELPS YOU SELL 
A big advertising and promo- 
tion program—the biggest ever 
on G-E Engine Heaters—will 
pre-sell your customers! Tie in 
now! 





be. 


re SEND FOR PROFIT-MAKING DETAILS—NOW! ome 


Section J 720-91, General Electric Co., Box 1441, Chicago, Ill. 
} 1 want fall details on making profits withG-E Engine Heaters! 4 


NAME.... 
ADDRESS 
ahs ae Clete tecdechin saseaaees 

Please check one: [] I'm a dealer 


ae: >)! |, Seen 
0 I'm a jobber 


GENERAL @@ ELECTRIC 


ee eee ee 


‘47 Commander sedan, $460; Cham- 


1.) 


(Market steady, cars somewhat scarce. 


$1,- 


Sale every | 


| 





| 
| 
| 
| 


| 


| 


| CHRYSLER—’51 NY club coupe, 
| 


DODGE—'49 Wayfarer 





| 














515, $1,475. '50 %-ton pickup, $925; SL 
Deluxe sedan, $1,250, $955, $730. ‘48 SL 
Deluxe conv., $685; sedan, $735. ‘47 
sedan, $700, $395. °40 sedan, $150 

| DODGE—’51 \-ton pickup, $995 

-— '52 Custom (8) sedan, $2,125*. ‘51 
%-ton pickup, $1,005; Custom (8) club 
coupe, $1,145. ‘50 Custom (8) sedan, 
$980, $1,360*, $1,370*. '49 %-ton pickup 
$475; Custom (8) sedan, $740, $745, $760, 
$810, $975. '47 SD (S) club coupe, $700. 
46 SD (8) sedan, $495, $520. '41 sedan 
$375, $140, $415. '40 sedan, $370 

LINCOLN 49 sedan, $990 

MERCURY—-'50 sedan, $1,320*. '49 sedan 
$1,045. '47 sedan, $545 46 sedan, $465, 
$455. '41 sedan, $155 

OLDSMOBILE—'42 (78) sedan, $260 41 
(66) sedan, $110. 

PACKARD-—'51 sedan, $1,980*. 

PLYMOUTH—'49 SD sedan, $1,015, 31,100. 

PONTIAC—'52 Catalina, $2,490*. ‘46 SL 
(6) sedan, $450 

STU DEBAKER—'47 '.-ton pickup, $375 


. , 3 ; 
FORT WAYNE, IND. 
(Carl Marker's Auto Auction. Sale every 
Tuesday. Prices are for sale of Sept. 30.) 
(All makes and models off a bit, but 
good demand for cars at lower prices. 

Sold 133 units out of 176 offerings.) 

'52 Super 4-dr., $2,.580*; Special 

$2,175. ‘51 Super 4-dr., $1,860*; 
RM 4-dr., $2,050*. ‘50 Special 
$1,300, $1,470. °49 Super 4-dr., $1,110. 
$1,145. ‘48 Super sedanet, $795, 5820. 
‘47 Super 4-dr., $710. °46 Super 4-dr., 
$545. 

CHEVROLET—’'52 SL Deluxe 4-dr., $1,700, 
$1,875*. ‘51 SL Deluxe 4-dr., $1,835*. 
‘50 FL Deluxe 4-dr., $1,175*; 
4-dr., $1,190, $1,250. ‘49 SL 
2-dr., $1,025, $1,060. °48 FM 4-dr., $775, 
$855. 
$790, 
$400. 


DeSOTO 


$725. °46 FM 4-dr., $435; 2-dr., 


"52 Custom 4-dr., $2,000. ‘51 
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4-dr., | 


SL Deluxe | 
Deluxe | 


'47 SM club coupe, $430; FM 4-dr., | 


Sportsman, $1,950; Custom 4-dr., $1,710. | 


DODGE—'52 Coronet 4-dr., $1,865*. ‘49 
Custom 4-dr., $1,075. 

FORD—’52 Custom (8) 2-dr., $1,925*, $2,- 
015*. °51 Deluxe (6) 2-dr., $1,300. ‘50 
Deluxe (S) club coupe, $1,010; Custom 
(8) 2-dr., $1,200. ‘49 Custom (8) club 
coupe, $875. ‘48 SD (8) conv., $525; 
Deluxe 2-dr., $745. °46 SD (8) club 
coupe, $455. 

FRAZER—'47 Deluxe 4-dr., $400. 


HUDSON—'51 Pacemaker 4-dr., $1,075. 
KAISER—'51 Henry J (6) 2-dr., $950. 
LINCOLN—’51 Capri, $1,620*. 


MERCURY-—'52 4-dr., $2,275, $2,385; Mon- 
terey, $2,325*, $2.670*. °49 4-dr., $975. 
‘47 4-dr., $555. 

NASH—'51 Statesman 4-dr., $1,250. 
Ambassador 4-dr., $1,035; Statesman se- 
danet, $970. ‘'49 (600) sedanet, $705. 
'46 (600) 4-dr., $310. 


OLDSMOBILE—'52 (98) Holiday, $3,180* 
‘51 «(S8) club coupe, $2,010. ’50 (88) 
conv., $1,485. '47 (76) club coupe, $605. 
"46 (76) club coupe, $500. 

PLYMOUTH ‘52 Cranbrook club coupe, 
$1,705. ‘51 Cranbrook club coupe, §$1,- 
470; conv., $1,500. ‘S50 Deluxe 4-dr., 
$1,025. °49 Deluxe 2-dr., $900. ‘48 SD 
4-dr., $725. °47 Deluxe 4-dr.. $625. 

PONTIAC—'52 SL (6) 4-dr., $2,350*. 
SL (6) 4-dr., $1,690. °50 Chieftain (8) 
club coupe, $1,500; 4-dr., $1,610. ‘'48 
Chieftain (8) 4-dr., $950. ‘47 Chieftain 
(8) sedanet, $675; 4-dr., $565. 

STU DEBAKER—'51 Commander 4-dr., $1,- 
385. °50 Champion 4-dr., $1,010, $1,130. 


LOS ANGELES 


Angeles Auto Auction. Sale every 
and Thursday at San Gabriel, 
are for sales of Sept. 30 


"51 


(Los 
Tuesday 
Calif. Prices 
and Oct. 2.) 

(Prices softer this week—more cars 
offered. °52s taking the biggest drop. 

Sold 263 cars out of 478 offerings.) 
BUICK—’52 RM Riviera 4-dr., $2,845*. '51 

RM Riviera 4-dr., $2,060*; Super Riviera 

4-dr., $2,045*; Super 4-dr., $1,920*; Spe- 


2,790*. '49 (62) 4-dr., $2,420*, $2,240*; 


Special 2-dr., $1,200; %-ton pickup, $1,- 

040. °49 conv., $1,210; FL Deluxe 4-dr.. 

$1,110. °47 FM 4-dr., $745, $695; SM 

4-dr., $725; SM business coupe, $635. °46 

FM 4-dr., $710, $635. 

$2,150* ; 
Windsor 4-dr., $2,100*. °49 Windsor 4- 
dr., $1,395*; NY 4-dr., $1,390*, $1,375*. 
"46 Windsor club coupe, $635. 

DeSOTO—’50 Custom 4-dr., $1,605*. °49 
Deluxe 4-dr., $1,270*. °47 Suburban, 
720*. 

2-dr., $1,000. ‘47 
Deluxe club coupe, $594. °46 Custom 4- 
dr., $630. 

FORD—'52 Victoria, $2,570*, $2,510*, $2.- 
420*; conv., $2,310*. °51 Victoria, $1,- 
945*, $1,845*; conv., $1,830*, $1,820*, 
$1,800; country squire, $1,800, 
Custom (8) 2-dr., $1.740*; %-ton pick- 
up, $1,270, $1,210. °50 conv., $1,535*; 
Custom (8) club coupe, $1,395*; 
$1,350"; (6) pickup, $840. ‘49 station 
wagon, $1,100; Custom (8) 2-dr., §1,- 
095*; conv., $985; 4-dr., $980. ’47 SD 
(8) 4-dr., $645; conv., $575. 
Deluxe (8) 4-dr., $575. 

HUDSON—'49 Super (6) 4-dr., $845, $810. 


'46 Super (6) 4-dr., $330. 
KAISER—'51 4-dr., $1,165*. 
LINCOLN—’51 Cosmopolitan 4-dr., §$2,- 
300*, $2,180*. °50 4-dr., $1,480*, °49 
Cosmopolitan 4-dr., $1,235*, $1,185*, °48 
conv., $595*. 
MERCURY—’51 conv., $2,205*, $2,005*; 
club coupe, $2,115*, $2,075*, $2,005", 


$1,940*, $1,830; Monterey, $2,045*; 4-dr., 


$2,020*. '50 club coupe, $1,605*, $1,550, 
$1,490*; 4-dr., $1,510*. '49 club coupe, 
$1,200*. '48 club coupe, $865. '46 4-dr., 
$625. 


NASH—’51 Rambler conv., $1,235. '50 Am- 


bassador 2-dr., $1,215*; Rambler conv., 
$1,095; Ambassador 4-dr., $1,090*; 
Statesman 4-dr., $985. °49 (600) 4-dr., 

|} $815. 

| OLDSMOBILE—'52 (98) 4-dr., $3,245*; 
Super (88) Holiday, $3,030*; conv., $2,- 
950*. °'51 (98) Holiday, $2,615*, §$2,- 
490°; 4-dr., $2,310°, $2,300*, §2,280*, 


| 


$1,785; | 


2-dr., | 


‘46 Super | 





$2,220*; Super (88) 4-dr., $2,045*. °50| $2,100%. ‘50 (88) 4-dr., $1,650*; cl 
(88) conv., $1,810*%; club sedan, $1,775*; coupe, $1,600*. 
4-dr., $1,775*; 2-dr., $1,460*. °49 (88) | PACKARD—’52 (200) 4-dr., $2,200°. 
club sedan, $1,350*; (98) 4-dr., $1,325*, | PLYMOUTH—'51 Cranbrook club cou 
$1,275*; club sedan, $1,155*. ‘48 (98)| $1,525, $1,400, $1,500; Cambridge 4-<d 
4-dr., $1,080*, $1,005*; conv., $1,080* $1,400; Concord 2-dr., $1,260. '49 
‘47 (68) conv., $865* 4-dr., $1,110. 7 
. - « PONTIAC—'52 Catalina, $2,660°%; Ch 
PACKARD ~51 (300) 4-dr., $2,100*; (200) | tain (8) 4-dr.. $2,500° ‘51 Chieft 
4-dr., $1,875 (8) 4-dr., $1,900*, $1,810*; 2-dr., § 
PLYMOUTH—'51 Belvedere, $1,720; Cran-| 850%. ‘50 Chieftain (8) 2-dr., $1.47 
brook 4-dr., $1,305. ‘49 SD club coupe, '49 SL (8) 2-dr., $1,240. 
$1,120. ‘48 Deluxe 2-dr., $760. STUDEBAKER—'51 Champion 4-dr., $1 
on ° a 775 
PONTIAC—'52 Catalina, $2,815*, $2,800*; 225. '49 Champion 2-dr., $775 
Chieftain (8) conv., $2,350. '51 Catalina, I ~ 
$2,315*; Chieftain’ (8) 4-dr.. $1,945°. MANHEIM, PA. 
$1,915°; 2-dr., $1,770. ‘50 Catalina, $1,- (Manheim Auto Sales and Auction Cc 
Sap $1.548° ig ee Le. @ ae *49 Sale every Friday. Prices are for sale « 
- ’ +* « ei ,ve . _ os “ . ° © > °"e 
conv., $1,350*; SL (6) 2-dr., $1,285¢; | Sept. 76.) 
SL (8) club coupe, $1,155*. (Market held firm, Sold 124 units out 
STUDEBAKER—'52. Ch Starl le pony somes 
: LB eR—'52 Shampion' Starliner, ; ome s. 9r : ; 
$2,215*. ‘51 Champion club coupe, §$1,- BUICK—'52 RM . dr.. $2,825°; “tee atv 
350°; 2-dr., $1,340*; 4-dr., $1,300°. ‘50| ¢@F@ 4-dr., $2,660*; Super conv., $2,650 
Commander (8) 2-dr $1,160* Cham- ee ee 50 Spe 
f naar “ORR® °40 Che a $2,020*; Special 4-dr., $1,805. ‘50 Spe 
Sour co ae. Champion ee cial 4-dr., $1,260. '49. RM conv., $1,200 
Rs station 395° | CADILLAC—’51 (62) 4-dr., $3,255*, $3, 
| WILLYS—'51 station wagon, $1,395*. | 995". '50 (62) 4-dr., $2,870*: (61) 4-dr 
MISCELLANEOUS | "52 International '%-/| §2,700*. °49 (62) 4-dr., $2,010* 47 
ton pickup, $1,555. (62) 4-dr., $920*. 
‘ . r . | CHEVROLET — '52 Bel-Air, $2,275*, $2 
CHARLOTTE, N. C. | 250°; SL Deluxe 4-dr.,. $1,920, $1,900 
> . . . , | '51 SL Deulxe 4-dr., $1,595. ‘50 I 
(E. M. Stafford, Inc., Sale every Wed- | e 
nesday. Prices are for sale of Oct. 1.) | wae an ak ace a. serosecan 
(Sold 125 units out of 190 offerings.) | caaenan ‘a, teal Ade. 24900 
cK _’ ‘ ” e ° 1c SLER—’: mperia -dr., . 
375°, $1,340; 2-dr.,_$1,410*. ‘49 Super| ‘49 Windsor club coupe, $1,300°. 
4-dr., $1,250. '48 RM 4-dr., $800*. | DeSOTO—'52 Fire Dome (8) 4-dr., $2,530* 
CADILLAC—’51 (60) 4-dr., $3,875*. °49| Custom 4-dr., $2,060*. ‘49 Deluxe 4-dr 
(62) 4-dr., $2,000*. | $1,260*; club coupe, $1,190*. 
| CHEVROLET—'52 Bel-Air, $2,175*. °51 | poDGE—'50 Coronet 4-dr., $1,475*; Way- 
Bel-Air, $1,850*, $1,750; SL Deluxe 4-| farer 2-dr., $1,075*; %-ton pickup, $910 
dr., $1,575, $1,555, $1,550, $1,540, $1,-| +49 Coronet 4-dr., $1,060; Wayfarer 2-dr.. 
520; 2-dr., $1,550, $1,530, $1,525, $1,520. | $925. 
‘50 SL Deluxe 4-dr., $1,380; 2-dr., $1,- | FORD—’52 Custom (8) 4-dr., $2,650*; Vic- 
340, $1,275; club coupe, $1,315; FL Spe-| toria, $2,420*; Mainline (8) 4-dr., $1,- 
cial 2-dr., $1,100. '49 SL Deluxe 4-dr..| 710. ‘51 Victoria, $1,865*. ‘50 Custom 
$1,180, $1,000; 2-dr., $1,110, $1,040, $1,- | (8) 2-dr., $1,310. °'49 Custom (8) 4-dr. 
025. ‘48 FM 2-dr., $750. ‘47 FL aero- $1,000. °47 SD (8S) club coupe, $660. 
in cote See Te fat.. $750; SM | mypeON—'51 Hornet 4-dr., $1,530. °50 
FORD-'52 Custom (8) 4-dr., $2,060"; 2- | — <a 
7 ; a . , 6) 4-dr. 865. 
dr., $1,985; Mainline (8) 4-dr., $1,840. |. {92 00%:: reler. $750 
‘51 Victoria, $1,850*, $1,805*, $1,800°; | KAISER "49 Traveler, $750. |g 025 
Custom (8) '2-dr., $1,650, $1,630°, $1,- | LINCOLN—-'49 Cosmopolitan 2 dr., une 
605°, $1,590; Deiuxe (3) 4-dr., $1,485, |e yee ae ee eiub ae, Sise0" 
$1,425; 2-dr., $1,415; Custom (6) 2-dr., | , » vei 2R5 a ‘ 


"50 | 


60 2-dr., $1,385. 


$1,515, $1,455, $1,425. °50 Custom (8) 





4-dr., $1,345; (2-dr., $1,400, $1,390, $1,- | OLDSMOBILE—'52 (98) 4-dr., $2,890". 49 
350, "$1,310; | Deluxe (8) 4-dr., $1,310,| (88) 4-dr., $1,420',, $1,225; (98) 4-dr.. 
$1,275; 2-dr., $1,050; Deluxe (6) 2-dr.,|_ $1,400*. $1,260", $1, : 1.760*. °49 
$1,175. °49 Custom (8) 2-dr., $1,050, $1.- | PACKARD '5S1 (200) 4-dr.. St. cmv’. 48 
025, $990; 4-dr., $1,135, $1,090; club| | 4-dr.. $950, $930. °48 4-dr., S000. ay. 
coupe, $1,025, $885. °48 SD (8) 2-dr.,| PLYMOUTH 52 Cranbrook 4-dr., $2,130; 
a. a “ oj) *4¢ |) Suburban, $2,075. °51 Cambridge 4-dr., 
$850. °47 SD (8) club coupe, $790. °46/| - ; 0 49 SD 
SD i8) 4-dr., 9850. | $1,445. ‘50 SD 4-ar.. $1,330. 49 § 
MERCURY—’'50 2-dr., $1,450°. | _ 4-dr., $1,180. ’ 700°: Chi 
OLDSMOBILE—-'51 (98)' 4-dr., $2,050*; | PONTIAC—'52 Catalina, $2,700°; ~ Chief- 


(Continued on Page 39, Col. 1) 


Super (88) 4-dr., $2,200*; 2-dr., $2,200*, . 





'Save Space!...Time!...Money... with 


| 
| cial Riviera 2-dr., $1,920. 50 RM Ri- 
viera 2-dr., $2,010*; RM station wagon, 
$1,920*; conv., $1,750*; Super Riviera 
4-dr., $1,525*; Special sedanet, $1,305. 
|; ‘49 Super sedanet, $1,305*; RM conv., 
| $1,205*. '48 RM conv., $875*. '47 RM 
|} conv., $715. 
| CADILLAC ‘52 (62) 4-dr., $4,645*. ‘51 
Coupe deVille, $3,860*; (62) conv., $3,- 
710*; 4-dr., $3,395*. °50 (62) conv., 
| $3,430*; Coupe deVille, $3,425*; (61) | 
| club coupe, $2,920*; (62) 4-dr., $2,890*, 
} 


conv., $2,260*. °48 (62) club coupe, $1,- | 
760*. | 
CHEVROLET—’51 conv., $1,725; SL De- | 
| luxe 4-dr., $1,710*, $1,525; %-ton pick- 
up, $1,275. '50 FL Deluxe 4-dr., Z at 
$1,395; SL Deluxe 2-dr., $1,215*; SL 


| 





3002 N. 


BORROUGHS FLEXI-BINS 









— 


Cy eck 






fected allo dn h lnlai 






Look: 
| Snap-on 


Look! Adjustable 
without bolting! 


=— 


There's no wasted air space when you use Borroughs Flexi-Bins 
++. every inch counts . . . every shelf is easily and quickly adjust- 
able to meet every small item storing need. Start now to save 
space, time and money, with Borroughs! Send for catalogue. 


BORROUGHS. Mis. company 


Subsidiary of American Metal Products Company of Detroit 


Burdick Kalamazoo, Michig«n 
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ain (8) 4-dr., $2,325* ‘50 Chieftain (8) 
2-dr., $1,305 °49 SL (8) 2-dr., $1,385. 
47 SL (6) 4-dr., $525. 
= "UDEBAKER "52 Land Cruiser 4-dr., 
$1,860 51 Champion Starliner, $1,220. 
50 Champion 2-dr., $980, ‘49 Champion 
i-dr., $650 47 Champion 4-dr., $590 
VILLYS 52 Aero Wing, $1,525, $1,500 


DANVILLE, VA. 





Danville Auto Auction. Sale every Wed- 
sday. Prices are for sale of Oet. 1.) 


(Dealers in this area hesitating to 
buy. Prices are off as much as $200 on 
some merchandise. Sold 47 units out of 
6 offerings.) 

BPUICK—'51 Special 2-dr., $1,760*. ‘50 RM 

i-dr., $1,460*; Special 4-dr., $1,300. ‘48 
RM 2-dr., $755. ‘47 RM 4-dr., $630. 


(CHEVROLET—'52 FL Deluxe 2-dr., §$1,- 
725. °51 SL Deluxe 2-dr., $1,480; FL 
Deluxe 2-dr., $1,510. "50 SL Deluxe 
2-dr., $1,240; FL Deluxe 2-dr., $1,280; 
SL Special 4-dr., $1,180; 2-dr., $1,150. 
'49 FL Deluxe 2-dr., $1,110; SL Deluxe 
2-dr., $1,060. ‘47 FL aerosedan, $765; 
SM 4-dr., $390. 

DeSOTO—'49 Custom 2-dr., $1,005. 

DODGE—’52 Wayfarer 2-dr., $1,800. 

FORD—’52 Victoria, $2,300*. ‘'51 Deluxe 
(8) 2-dr., $1,370; Custom (8) 2-dr., $1.- 
535, $1,585. "50 Custom (8) conv., $1,335. 
"49 Custom (8) 2-dr., $1,060, $930; 4-dr., 
$730. 47 SD (8) 2-dr., $790. "46 SD (8) 
2-dr., $550, $680; Deluxe (8) 2-dr.. $685. 
'41 Custom (8) 2-dr., $205. 

MERCURY—'47 4-dr., $680. 
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DeSOTO—'418 Deluxe sedan, $715. 4-dr., $760. ‘46 SL (8) 4-dr., $640. 


455. ‘51 Meadowbrook sedan, $1,440. ‘50 (62) conv., $2,975*. °49 (61) 2-dr., §$2,- 
ps “? ee $760. '46 Custom sedan, 005*. °46 (60) 4-dr $1,050* 
350, $355. ‘HEY ° om = . : 
FORD—'52 Mainline (8) sedan, $1,655; CHEVROLET 52 SL Deluxe 4-dr., $1.- FLASH-A CA 
n , ooRR Rt 7 > Cae 750*, $1,705; Bel-Air, $2,000*. ‘51 SI ¢ 
Victoria, $2,355. ‘51 Custom (8) sedan, Deluxe s Fe ¢€ 5 ce ame . 
$1,350; %-ton pickup, $905. '50 Custom Sa sedan, $1,445* $1,485, $1,465, 
Cc > (8) sedan, $1,300. '49 Custom (8) sedan nace ; ra Special 2-dr., $1,320, $1,300 
(Continued from Page 38) 4000, 00h, G683, 9090. "46 ED (8) ot-| “Eb at. Ge Ce pee, 
dan, $595. - - 49 SL _ Deluxe sedan, $1,055, $1,030, 
SD 4-dr., $790. '46 SD 4-dr., $620. '40 | HUDSON—'48 Commodore (6) sedan, $485 Zeee: S85, S960; SL Special sedan, $540, offers you 
2-dr., $220. s . g an ; ° ’ $815; station wagon, $1,060 ‘48 FL 
Super (6) sedan, $495. aeroseds 5995 <5 7 5 | A 
PONTIAC—'51 Chieftain (6) 4-dr., $1,- | KAISER—'51 Custom sedan, $1,260 $550, $570, $666. 17 FM sedan 00% to 200% Absorption 
550. ‘50 SL (S) 2-dr., $1,410: Chieftain | LINCOLN—'51 Cosmopolitan sedan, $1,- |, 7001 Seles S009 
(8) 2-dr., $1,320*. “46 SL «8 2-dr.. 950*. 50 sedan, $1,335 CHRYSLER ‘51 Windsor 4-dr., $1,685", 
$550; BL. (6) 4-dr.. $576. MERCURY ‘50 sedan, $1,410: club coupe, saan a" Windsor 4-dr., $1,480* We will personally discuss 
stUbEbate as tid : z 435. #E—'51 Coronet 4-dr., $1,600*. ‘49 with you the problems of 
— 90 Champion 4-dr., $985. | NasSH—'50 Rambler conv.. $1,100; Am- | _ Coronet 4-dr., $1,175* your ‘shen, the corrective 
WILLYS—'51 1-ton picnup, $1,125. °50 (6) bassador sedan, $1,075. '47 (600) sedan FORD—'52 Victoria, $2,290*, $2,265*; Cus- measures that must be 
jain tae, » $1,125, °F 3 $275. '46 (600) club coupe, $385. tom (8) 4-dr., $1,895*; Mainline (8) taken. Train your entire 
’ OLDSMOBILE—'52 (88) sedan, $2,550*; 2-dr., $1,710. '51 Custom (8) 2-dr., $1,- shop pe 1 nt 
-7 ; (98) sedan, §$2,900*. ‘51 (98) H ay 500*, $1,410*; Deluxe (8) sedé 375* pcoaee pear GaaaeEnae 
° 2,8 5 (98) oliday, ’ sedan, $1,375°*, toi 
DYER. IND SS as8° ,, 900 (98) Holida; $1.365 aie - 2 i ‘0 increase your customer 
9 b 2,425*, $2,400*: sedan, $2,165, $2,060 $1,365, $1,330 50 Custom (8) 2-dr., paid labor sales 
(Dyer Auto Auction. Sal ee ‘50 (98) sedan, $1,485*; (88) sedan, $1,- $1,105, $950. ‘49 Custom (8) ciub coupe, | i  uaaniee 
Price tuto Auction. Sale every Friday. | gas, "49 (98) sedan, '§1,105¢, $1,345. | §720. “48 station wagon, $840. ‘47 SD Se a ere 
(Market still dropping of '51s and '52 39 sedan, $115. (8) club coupe, $670. °46 Deluxe 2-dr., SS ee 
although clean models are Satagine a PLYMOUTH—'52 Belvedere, $2,175. ‘51 $455, $440. equipment designed for 
good price. Sold 126 units out of 209 Cranbrook sedan, $1,310, $1,300; club | KAISER—'51 4-dr., $1,050 eokteateaendianian 
offerings.) coupe, $1,350. '49 SD sedan, $950. '46 | LINCOLN—'48 4-dr., $645°. SS ee 
BUICK. "32 Super sedan, §2.425°. ‘51 su- | p Deluxe sedan, $530. MERCURY — °51 2-dr., $1,715*, $1,645*, of quality, in two complete 
per sedan, $1,850, $1,900*. ‘50 Special PONTIAC—'51 Catalina, §2,100*. ’50 Cata- $1,605. "49 2-dr., $1,075°, $1,050, $1,020, | pockages, tor the lezse 
| Sedan. $1465; RM sedan, $1,550 49 | UMa, $1,820%. ‘48 Chieftain (8) sedan, | . $20. eetenan dae see 
Games’ eedan, GLU, GLO. AT ener $845; SL (6) sedan, $855. ‘47 SL (6) | NASH—'52 Rambler country Club, $1,575*; | department. Our program 
| Sa ‘Boor . $1,230. § sedan, $570. — wagon, $1,510*. °50 Ambassador | meets and goes beyond the 
CADILLAC "50 (62) sedan, $2,750°. ‘49 | STU DEBAKER 50 Champion conv., $830. -dr., $1,010 ; Statesman 4-dr., $885*, | requirements of all major 
2 5 tone.” sili 49 Champion club coupe, $930 $855.49 (600) 2-dr., $775*. f i 
(62) sedan, $1,945*, §1,820*, $1,825". | wipnys—‘50 J —" OLDSMOBILE—'52 (98) Holiday, $3,260*; aol a al eee ae 
| $1,585*. '48' (62) sedan, $1,595". a ae, cen eee |r a-dr., $2,880", $2,060°. "51 <08) sar.” SS ee ee 
| CHEVROLET—'51 FL Deluxe sedan, $1,- MASON CITY. IA $2,130°. "50 (9s) 4-dr., $1,650°, $1,500". ee oe 
| 230; SL Deluxe sedan, $1,405, $1,485. | Soe 7 Piss | $1,490*. °49 (76) conv., $1,065. '47 (76) will not waste your time. 
| 5v SL Deluxe sedan, $1,170, $1,235; | (Lapiner Auto Auction. Sale every Wed- | 4-dr., $590; (66) club coupe, $505 
| Bel-Air, $1,425. ‘49 FL Deluxe sedan, | nesday. Prices are for sale of Oct. 1.) | PACKARD—'48 4-dr., $825*. , 
| $1,000, $905, $1,020. 48 SM sedan, (Prices off on late models, Sold 151 | PLYMOUTH—'52 Cambridge 4-dr., $1,770 FLASH-A-CALL 
$675; club coupe, $775; FL sedan, $895. | units out of 201 offerings.) | $1,690. °51 Cranb soupe, $1,- 
a7 ou ches ior ee nits t rite | 1 Cranbrook club coupe, $1, 
t M club coupe, $720. °46 aerosedan, | BUICK 52 RM Riviera 2-dr., $2,845*. ‘51 465. '50 Deluxe 4-dr., $980. SERVICE CONTROL SYSTEM 
| (8000. . i 3 a ; Super 4-dr., $2,000*. ‘49 Super conv., | PONTIAC -— '52 Chieftain (8) 4-dr., §$2,-| 
CHRYSLER—’48 NY sedan, $765. '42 NY | $1,125*; 4-dr., $1,110*, $1,100*, $1,040; | 260*, $2,400*, $2,465*; conv., $2,365*. '49 1112 South Wabash Avenue 
sedan, $320. | RM 2-dr., $1,000*, $980*, ‘46 RM 4-dr.,| SL (8) 4-dr., $1,050, $1,005. "48 SL (6) | Dept. AN-24, Chicago 5, Ill. 


NASH—’51 Statesman 4-dr., $1,300. 

OLDSMOBILE—'51 (98) 4-dr., $1,940. 

PACKARD—'50 4-dr., $1,010. 

PLYMOUTH—'51 4-dr., $1,305. ‘40 2-dr., 
$140. 

PONTIAC—'52 Chieftain (8) 4-dr., $1,- 
935°. 

STUDEBAKER—'51 Commander (8) 4-dr., 
$1,405. 


EBENSBURG, PA. 

(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Oct. 2.) 

(Prices heading slowly downward. De- 
mand and retail sales reported good. 
Sold 97 units out of 128 offerings.) 
BUICK—’49 RM 4-dr., $1,100*; Super 
conv., $1,060*; 4-dr., $1,180*, $1,065; 
sedanet, $1,350. °47 RM 4-dr., $670, 
$575; Super 4-dr., $795; sedanet, $750. 
‘46 Super 2-dr., $695. 
‘ADILLAC—’50 (61) 4-dr., $2,275°*. 


~-~A 


075; 2-dr., $1,715. 51 SL Deluxe 4-dr., 


$1,610, $1,535*, $1,460*; SL Special 2- | 
dr., $1,310. ’50 SL Deluxe conv., $1,- | 
250; 4-dr., $1,275*, $1,250; 2-dr., $1,- | 
210; FL Deluxe 2-dr., $1,175; %4-ton | 


pickup, $850. '49 SL Deluxe conv., $805; 
2-dr., $1,050; club coupe, $940; FL De- 
luxe 2-dr., $1,080, $1,030; SL Special 


club coupe, $850. 48 FL aerosedan, $850, | 
$845. '47 FM 4-dr., $700; 2-dr., $745, | 


$590. °46 sedan delivery, $180. 

CHRYSLER—'49 Windsor club coupe, $1,- 
000*. °'48 Windsor 2-dr., $1,000*. ‘47 
Windsor 4-dr., $510. ’46 Windsor 4-dr., 
$505. 

DeSOTO—’50 Deluxe club coupe, $1,425*. 
"49 Custom 4-dr., $970*. ’47 Custom 4- 
dr., $795. 

DODGE—’50 Coronet 4-dr., $1,330*%. '47 
Custom 4-dr., $875. °46 ‘%-ton pickup. 
$290. 

FORD—'52 conv., $2,300*; ranch wagon, 
$2,375*; Custom (6) 2-dr., $2,025; (6) 
\%-ton pickup, $1,140. '51 Custom (8) 4- 


dr., $1,275*; Custom (6) 4-dr., $1,275; | 
Deluxe (8) 2-dr., $1,415; %-ton pickup, | 
$1,000. °50 Custom (8) 2-dr., $1,100; | 


Custom (6) 2-dr., $980; Deluxe (8) 2- 
dr., $1,055. '49 Custom (8) conv., $800; 
2-dr., $900*, $740; Custom (6) 2-dr., 
$1,000; Deluxe (8) 4-dr., $835. ‘47 SD 
(8) 2-dr., $525. 

FRAZER—’47 4-dr., $360. 

HUDSON—’51 PM club coupe, $1,130. ‘48 
Commodore (8) 4-dr., $700. ‘47 Super 
(6) 2-dr., $400. 

MERCURY—’59 4-dr., $1,200. 

NASH—'52 Rambler hardtop, $1,605. ‘51 
Statesman 2-dr., $1,150*. ‘50 Statesman 
4-dr., $910. 49 (600) 4-dr., $795. 

OLDSMOBILE—’50 (98) 4-dr., $1,385*. 49 


(98) 4-dr., $1,068*; (88) 4-dr., $1,070*; | 
(66) 2-dr., $1,080. ‘48 (68) club coupe, | 


PLYMOUTH—’52 Cranbrook 4-dr., $1,810*. 


°51 Cambridge 4-dr., $1,400. '50 SD club | 


coupe, $1,115. °'49 SD 4-dr., 


$1,035. °48 


Warehouse Group 


. - i 
Reviews Policies 
CHICAGO.—More than 50 mem- 
bers and guests attended the fall 
meeting of the Automotive Ware- 
house Distributors Assn. at the 
Conrad Hilton Hotel to tackle such 


subjects as freight policies, com- | 
pensation of salesmen and operat- | 


ing policies. 

E. F. Bartel, president of Repub- 
lic Carloading Corp., the principal 
speaker, stressed the idea that 
freight savings are accomplished 
through the employment of carload- 
forwarding companies. 

AWDA President Robert A. Far- 
ris, of Automotive Sales Co., San 
Francisco, announced that the as- 
sociation’s winter meeting will be 
held Dec. 6-7 in Atlantic City. 


Cleveland Dealer Bows Out, 


Alleging Gouge on Lease 

Frank C. Grismer Co. (Dodge- 
Plymouth), Cleveland, announces 
that it is liquidating because of 
an “exhorbitant” increase in the 
terms of its lease and because of 
inability to find other suitable 
quarters. 


‘HEVROLET—’52 SL Deluxe conv., $2,- | 


| . | 
DODGE—'52 Wayfarer business coupe, $1,- 'CADILLAC—’'51 (62) 2-dr., §$3,405*. ‘'50 WILLYS—'48 Jeepster, $505*. 


A FULL LINE OF EQUIPMENT 


=For Profitable Brake Service 


For Better And More Profitable Brake Work Choose Your Brake 
Service Equipment From The ONLY COMPLETE Line Available 
























DELUXE BRAKE SERVICE 
DEPARTMENTS 
MODEL B 
Includes B-500 DRUM-Dokter. For 


passenger car, light and medium 
truck service. (As Illustrated) 


MODEL B-1 


Barrett Brake Service Equipment is 
approved, used and recommended by 
leading car, bus and truck 
manufacturers. 


@ BRAKE DRUM LATHES 
@ BRAKE DOKTER LINING 


| 

| GRINDERS Includes B-21 Lathe. For passenger 

e BRAKE RELINING car, light and medium truck service. 

| MACHINES Extra equipment for heavy truck 
(Both manual and air operated service available. 
models available) 

| © BRAKE LININ eee 
EQUIPMENT G BONDING | Master Deluxe Depart- 


ment. For all passenger 
* Goons SERVICE car, bus and truck service. 
@ BRAKE SERVICE 
ACCESSORIES 





Pre-Fit Shoes To Drums 









Ideal for shoe 












exchanges or 
general brake 
shops. Plenty of 
power and speed to maintain 
high production — accurately 








DRUM MACHINING 
PAYS HIGH PROFITS! 


The versatile DRUM- 
Dokter performs these 
operations: 











| Model B-75 
| 
| 















TRUE-ARC Brake Shoe : . 
Grinder. For Bench Mounting. grinds 8 shoes in 
less than 4 min- @ Machines Drums 
utes. Simple, easy Grinds Drums 


e 
@ Hones Drums 
e 




















operation. Sharpens Lathe 
Cutters 
Model B-75-1 Model @ Checks Drum 






B-350A 


Heavy Duty 
Radius Brake 
Shoe Grinder 


Accuracy to .001” 
@ Drives Reamer 
Chuck 
@ Drives Hydraulic 
Cylinder Hone 
@ Handles New Type 
Chrysler Dise Brake 
Housing 


The NEW AdB- ROWED RIVETER 


MODEL B-83 


Air operated. Quickly 
delines and rivets passen- 
ger car, light and medium 
truck shoes and clutch 
plates. Assures tight, uni- 
form rivets. Equipped with 
tools, Quick Change tool 


TRUE-ARC Brake Shoe 
Grinder Attachment. 


For attaching to Barrett 
B-51 Series Reliners 


BRAKE LINING BONDING EQUIPMENT 
MINIT-BONDER BOND-TEST-R SHOE CONDITIONER 
4-Shoe model illustrated. De- Tests bonded lining under factory Conditions shoes for better 
bonds and bonds lining at the specified pressures. Detects un- bond in a few seconds. Fur- 
rate of one shoe per minute. safe bonded shoes before use. nished with motor-driven dust 
—— and two shoe models also collector if desired 
availabl ; 























































—fi e 
B-600B fos posean ae (9" to 12° cee w.600A holder, and foot valve. 
B-802—for trucks (12" to 16” diam- Bond-Test-R Conditioner | Bolts to work bench, 






eter shoes) 


PRE pn 2 eae ea 
! Worl iy 33 21st and Cass 
Brake Service Pquipment « St. Louis 6, Mo 
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New Passenger Car Registrations, All States for August, 1952-1951 























Car registrations by states are 
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New Commercial Car Registrations, All States for August, 1952-1951 


Truck registrations by states are 
teleased here weekly, as compiled 
by R. Lb. Polk representatives in 
state capitals 


Truck registrations by states are 
released here weekly, as compiled 


by &. L. Polk representatives in 
state capitals. 


International 
Kenworth 
Peterbilt 
Studebaker 
Sterling 
Willys-Overtand 
Miscellaneous 


White- 















































































































































i 52 | 8102 7) 133) tt] 5914) = 40) 7203; «= 23) -2852| +4703; 33) 306 7; = 9} 160] «1157; 480) = 4] 925] = 122| | 32364) "52 31 States Previously 
Be peg St] del a4/ s690e| 16] 212] 223) 4780) 31) 12959) 291 4971! 747i 8|_—328) =| )_—122)‘1654) 510) 1411079; 86) 5094351 Reported for August 
——_ "as i; >. Mars. 7 168 204 87 % 20 I 35 15 16 1026 | ‘52 Alabama 
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The following advertised delivered prices 
are based om factory retali prices sug- 
factories 


|. PLYMOUTH—Concord — 2-dr. sed.. $1,- 
| 768.39; bus. cpe.. $1,625.36; Suburban, $2, - 
| 177.81; Savoy Suburban, $2,301.88. Cam- 
| Seetge—4- -dr. sed., $1, 837.34: cl. cpe., $1,- 
799.18. Cranbrook—4-dr. sed., $1,928.50: 
cl. cpe., $1,897.86; Belvedere, $2,231.21: 
conv., $2,343.83. 

PONTIAC—Chieftain 6—4-dr. sed., $2,- 





Current Ceiling Prices on New Cars 


livery and handling charges. They do NOT Windsor Deluxe—4-dr. sed., $2,746.60; | 2-dr. sed., $1,640.59; bus. cpe., $1,536.33; LINCOLN—Cosmopolitan—4-dr. sed., $3,- 
include transportation charges, state and Newport, $3,106.85; conv., $3,230.09. Sara-| stat. wag.. $2.018.40. Mainline 8—4-dr. | 517; cl. cpe., $3,621.50. Capri—4-dr. sed., 





local taxes or optional equipment. toga—i-dr. sed., $3,240.09 (8-pass., $4,- | sed., $1,766.09; 2-dr. sed., $1,716.20; bus. | $3,660.50; spt. cpe.. $3,865.50; conv., $4,- | 014.64; 2-dr. sed., $1.956.36: stat. wag. 

ALLSTATE — Four—2-dr. sed., $1,395. | 196.60); cl. cpe., $3.212.12; Town & Coun- | cpe., $1,612.53; stat. wag., $2,094.07. Cus- | 025. (Hydra-Matie standard on all models.) | $2,615. '09. Chieftain 8—4-dr. sed., $2,089.62; 
Six—2-dr. sed., $1,657. (Sold only by Sears|try wag., $3,950.21. New Yorker—4-dr. | tomline 8—4-dr. sed., $1,857.85; 2-dr. sed..| mERCURY—Custom—4-dr. sed.. $2,248.- | 2-49. sed., $2,031.45; stat. wag., $2.772.46. 
stores.) sed., $3,555.21; Newport, $3,994.14; conv.. | $1,808.95; cl. cpe., $1,818.50; country sed., | 59: 2-ar. sed., $2,191; spt. cpe., $2,313; 6- | Chieftain ‘6 Deluxe—4-dr. sed., $2,118.53: 


«= Se ; $4,117.61. Imperial—4-dr. sed., $3,864.49; | $2,264.74. Crestline 8—Victoria, $2,119.73: | . stat. wag., $2.775 (8- -" $9 393.50). | 27dr- sed., $2,060.28; conv., $2,444.21; Cat- 
eee Sees, conv” $1945. "Ana6 | cl. epe., $3,851.25; Newport, $4,249.17. | conv., $2,229.42; stat. wag., $2,401.24. | Monterey —4-Gr, sed. $2390; spt coe $2, | alina, $2,304.30 (super deluxe, $2,370.43) ; 
—. {Se Ss aan sed.. $3,- | Crows imperial—S-pass. sed.; $6,921.52; | (Ford-O-Matic optional at $184 on all 449; conv., $2,605.50. (Mere-O-Matic op- | Stat. wag.. $2 689. Chieftain 8 Deluxe—4- 


sports 7 
395. (Delivered at U. S. ports.) |lim., $7,044.49. (Fluid-Matic optional at | models.) | tional at $189.81 on all models.) dr. sed., $2,193.51; 2-dr. sed., $2,136.32; 
BUICK—Special — 4-dr. sed., $2,208.76 | $131.81 on one. sanseed on as FORD OF BRITAIN—Prefect 4-dr. sed..| MORRIS and MG—Minor — 4-dr. sed.. pon nl rage eee vce ae 
(Deluxe, —" 2-dr. Deluxe sed., | series. Fluid ional at $166.51 on other | $2:344; Anglia 2-dr. sed., $1,183; Consul | $1,595; 2-dr. sed.. $1,445; conv., $1,475. | dra-Matie optional at $174.35 on all models ) 
eae $2,114.65; Riviera, $2.- | Imperial. e470" “wi d Deluxe and | £:4F. sed., $1,693; Zephyr six 4-dr. sed., | MG-TD conv.—standard, $2,115; Mark II |° ROOTES—-Hillman Minx_4-4 a “3. 
295.43; conv., ‘32, 634.17. Super—4-dr. sed., | eights, at 1 ru maser 4 and | $1,890. (Delivered at U. 8S. ports.) Deluxe, $2,360 533: v., $1,840: nx r. se $4 
$2,563.17; Riviera, $2,477.56; conv., $2.- at $256.51 with uid-Matic on Windsor. ma S = . = con stat. wag., $1,9 
868.59; stat. wag., $3,295.73. Roadmaster | Power steering standard on Crown Impe- HENRY J—Corsair Four—2-dr. sed., $1,-| NASH—Rambler Super—suburban, §2,- man Minx Deluxe—4-dr. sed., $1.645 
—4-dr. sed., $3,200.36; Riviera, $3,306.05; | rial, optional at $198.90 on other special- | 517.49. Corsair Deluxe Six—2-dr. sed., | 002.60. Rambler Custom—Country club |conv., $1,890. Humber — Hawk sed., $2. 


conv., $3,452.56; stat. wag., $3,976.73. | transmission models.) $1,663.66. ood. 08,8. conv. oat, wee. $.- 208; ‘Super ae S00. $3.30: Pullman 6 
Dynaflow t r master, op-| DeSOTO—Deluxe—4-dr. sed., $2,352.52; ad ae .90. sman Super—4-dr. sed., $2,-|Imp. lim., $5,110. Sunbeam- sed. 
— at on onnd ost aaa, Gn cl. ecpe., $2,339.41; 8-pass. sed., $3,162.24; aus 3 ae oe >. sed., |178.35; 2-dr. sed., $2,143.55. Statesman | $2,685: conv., $2,911. Rover 715—sed., $2, 
power steering optional at $198.90 on/carry-all sed., $2,591.85. Custom—4-dr. $2,310.87: bus on ‘$2 115.72. Wasp a: Custom—4-dr. sed., $2,331.70; 2-dr. sed., | 697. (Delivered at U. S. ports.) 
Super and Roadmaster. ) sed., $2,572.43; cl. cpe., $2,551.23; Sports- | 7°4> cea’, $2465.84; 2-dr. sed., $2,413.28: | $2,309.50. Ambassador Super—4-dr. sed., STUDEBAKER—Champion Custom — 4 
OADILLAC—Series 62—4-dr. sed., $3,-| man, $2,910.07; 8-pass. sed., $3,382.14; | 0) ope. '$2.465.84; Hollywood, $2,811.58: $2,557.20; 2-dr. sed., $2,520.75. Ambassa-j| dr. sed., $1,768.70; 2-dr. sed., $1,734.90 
666.26; cl. cpe., $3,571.33; Coup de Ville, | suburban, $3,753.57; conv., $3,015.99; stat. conv., $3,047.50. Commodore Six — 4-dr. |dor Custom—4-dr. sed., $2,716.45; 2-dr. | cl. cpe., $1,762.99. Champion Deluxe—4-dr 
$3,994.57; conv., $4,143.72. Series 60 Spe- | wag., $3,209.39. Fire Dome 8—4-dr. sed.. sed,, $2,673.59; cl. cpe., $2,646.69; Holly- sed., $2,695. (Hydra-Matic optional at | sed., $1,861.70; 2-dr. sed., $1,827.91; cl 
cial—i-dr. sed., $4,304.88. Series 75—8- | $2,759.79; cl. cpe., $2,738.14; Sportsman, | yo¢4 $2,999.86; conv., $3.246.77 ’ Hornet | $478.85 on Statesman and Ambassador. ) cpe., $1,856. Champion Regal—4-dr. sed. 
pass, sed., $5,407.54; lim., $5,620.93. | $3,097.83; 8-pass. sed., $3,567.27; conv.. Six and Commodore Eight—4-dr. sed., $2,- OLDSMOBILE—Deluxe 88 — 4-dr. sed.. | $1,946.48; 2-dr. sed., $1,912.70; cl. cpe. 
(Hydra-Maiie standard on Series 62 and 60. | $3,203.04; stat. wag., $3,397.11. (Tip-Toe | 762 6. cl. cpe.. $2,741.99; Hollywood. $3,- | $2,327.09; 2-dr. sed., $2,261.62. Super 88 | $1,940.78; Starliner, $2,220.35; conv., $2. 
optional at $198.36 on Series 75. GM power | Shift with Fluid Drive standard on Cus- | 995'15: conv., $3,342.05. (Hydra-Matic op- |>-4-4r- sed., $2,461.71; 2-dr. sed., $2.- | 272.84. Commander Regal—4-dr. sed., $2. 
steering optional at $198.43 on all models.) | tom, optional at $131.97 om Deluxe and | tionai at $175.71 on all models.) 395.25; cl. cpe., $2,344.92; Holiday, $2,- | 120.82; 2-dr. sed., $2,085.60; cl. cpe. 
CHEVROLET—S Special — 4-dr. Fire Dome 8. Tip-Toe Shift with Fluid =a z 8 _ | 673.39; conv., $2,852.59. Classic 98—4-dr. | $2,114.86. Commander State—4-dr. sed. 
sed., $1,670.43; 2-dr. sed., $1,613.62; cl. | Torque Drive optional at $256.67 on Fire ee ge ports, $4.039; | seq., $2,785.82: Holiday, $3,021.75; conv., | $2,207.62; 2-dr. sed., $2,172.41; cl. cpe 








065. Mark VII—4-dr., $4,170. : : 2 

$1,620.26; bus. cpe., $1,529.55. Style- | Dome 8. Power steering optional at $198.90 | hardtop, $4,065. M | $3,228.84. (Hydra-Matic optional at $178.35 | $2,201.67; Starliner, $2,487.52: conv., $2. 
line dr. sed., $1,761.21; 2-dr. | on all models.) (Delivered at U. 8. ports.) |and GM power steering at $198.90 on all | 547.92. Land Cruiser—4-dr. sed., $2,364.9° 
sed., $1,707.32; cl. cpe., $1, 726.26; Bel- Air,| DODGE—Wayfarer—2-dr. sed., $2,051.03:| KAISER—Deluxe—4-dr. sed., $2,537.35; | models.) (Automatic optional at $231.24 on Char 


$2 006.05 ; conv., $2,128; stat. wag., $2.-| bus. cpe., $1,903.18. Meadowbrook—4-dr. | 2-dr. sed., $2,483.55; bus. cpe., $2,295.56;| PACKARD—200—4-dr. sed., $2,548; 2-dr. | pion and $243.08 on Commander and La’ 
297.12. Fleetline Deluxe—2-dr. sed., $1,-| sed., $2,181.03. Coromet—4-dr, sed., $2,-|4-dr. Traveler, $2,643.11; 2-dr. Traveler, | sed., $2.494. 200 Deluxe—4-dr. sed., $2,- | Cruiser.) 





707.32. (Powerglide optional at $178.35 on | 273.58; cl. cpe., $2,257.48; Diplomat, $2,- | $2,590.21. Manhattan—4-dr. sed., $2,653.66; | 695; 2-dr. sed., $2,641. 250—Mayfair, $3,- WILLYS-OVERLAN D—Aero— Lark eS 
Deluxe models.) | 619.58; conv. $2,715.29; 8-pass. sed., $3,- | 2-dr. sed., $2,600.80; cl. cpe., $2,621.94; | 318; conv., $3,476. 300—4-dr. sed., $3.116. | sed., $1,740.67; Wing 2-dr. sed., $1,989.23: 

CHRYSLER—Windsor — 4-dr. sed., $2,- | 081; stat. wag., $2.925.10. (Gyro-Matiec | 4-dr. Traveler, $2,759.40; 2-dr. Traveler, | Patrician 400—4-dr. sed., $2,797. (Ultra-| Ace 2-dr. sed., $2,074.34; Eagle, $2,155. 4 
517.96 (Specs. $3,361.71); cl. cpe., $2,- | optional at $102.61 on all models.) $2,706.54. (Hydra-Matie optional at $178.55 | matic standard on Patrician 400, optional | Four—stat. wag.. $1, 862 .22 (four-wh: >! 








06; Town & Country wag., $3,220.15. FORD—Mainline €—4-dr. sed., $1,689.47; | on all models.) | at $189 on other models. ) drive, $2,304.03). Six—stat. wag., $1,948.7° 
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Henry T. Ewald, chairman and 
until now president of Campbell- 
Ewald, Detroit’s largest ad agency, 
has announced the election of 
Henry G. Little as the new presi- 
dent. 

Active head of the company for 





H. T. Ewald H. G. Little 


the 41 years it has been in business, 
Ewald continues to be chairman 
and the principal stockholder. 
Little and other top executives are 
also part owners. 


Little, who is 50, joined the firm 


vice-president since 1945. Previ- 
ously, he was in the agency busi- 
ness for more than 20 years. 


His principal responsibility with | 


Campbell-Ewald has been the 
Chevrolet account, the agency’s 
largest. He is currently on the 


board of directors of the American 
Assn. of Advertising Agencies, the 
Advertising Council and the Adver- 
tising Federation of America. 


Commenting on the move, Ewald 
said that the increasing complexi- 
ties of business and the resulting 
need for decentralization on the 
one hand, together with the in- 
creasing demands for more inten- 
sive ad and merchandising pressure 
on the other, prompted him to di- 
vide his responsibilities with a 
“team” of younger men. 


Little’s executive staff will in- 
clude Edward E. Rothman, vice- 
president and general manager: 
L. R. Nelson, senior vice-president 
and treasurer, and J. J. Hartigan 
senior vice-president’ and media 
director. 

* 


x * 


New Chrysler Setup 


Chrysler division has announced 
creation of an integrated new ad 
and merchandising organization 
headed by Walker Way as director 
of advertising and merchandising. 

Joseph A. O'Malley, general sales 













Walker Way 4. H. Caron 
manager, also announced appoint- 
ment of three other executives to 
key positions in the division’s ex- 
panded merchandising program. 
They are John H. Caron, ad man- 
ager; Charles B. Neely, merchan- 
dising manager, and Maurice J. 
Harris, used-vehicle merchandising 
manager. 


Way formerly was director of 
merchandising. He became a retail 


Cc. B. Neely M. J. Harris 


automobile salesman at the age of 
19 following two years of service 
with the Navy in World War I. He 
joined the Chrysler division in 
June, 1932. 


Caron formerly was director of 
advertising. He became associated 
with the Chrysler division ad de- 
partment in 1926. 


Neely previously was a Chrysler 
division sales executive. Harris also | 
was a division sales executive. He) 


Affecting Factories and Dealers . . . 
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joined Chrysler Corp. in January, 
1944, as production foreman at the 
company’s Lynch Road Plant in 
Detroit, working on  Chrysler’s 
World War II atom-bomb project. 


* + * 


Takes Quick Post 

Fred Vanderschmidt has resigned 
as chief European correspondent 
of Newsweek to become executive 
editor of Quick, it has been an- 
nounced by Gardner Cowles, presi- 
dent and editor of Quick. 

The executive editorship is 
|newly created top position. Norman 
M. Lobsenz will continue as man- 
|aging editor, and David Botter and 
John A. Conway will continue as 
assistant managing editors. 


Before becoming chief European | 






correspondent of Newsweek, Van-| 


derschmidt 
editor of Newsweek in 
|for six years. Prior to joining 
Newsweek, he was a news editor of 


had been managing 


New York) 


'the Associated Press both in New) 
in 1944 and has been executive | —— — 


York and London, and served as an | oa 
in 


Associated Press bureau chief 
the midwest. 


* ‘ * 


Buick’s ‘Circus Hour’ 


Starring Joe E. Brown, Dolores 
Gray and John Raitt, the Buick 
Circus Hour is being televised 
every fourth Tuesday 8-9 p.m. 
(EST) over NBC-TV. A musical 
show with a story, the program 
will be telecast from New York. 
Kudner agency is ad counsel for 
Buick. 


* * * 


W-O Sponsors Symphony 


Willys - Overland is sponsoring 
the 1952-53 Sunday broadcasts of 
the New York Philharmonic Sym- 
phony. The program, aired 2:30 
to 4 p.m. (EST), marks the Phil- 
harmonic’s 111th year of concerts 
and 23rd year on the CBS radio 
network. 

Ward M. Canaday, Willys presi- 
dent—in a joint announcement in 
New York with Floyd C. Blair, 
president of the board of direc- 
tors of the Philharmonic Sym- 
phony Society and Adrian 
Murphy, president of CBS radio 

said his company’s sponsorship 
comes at a time when the phil- 
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Trip for Salesmen— 


Chevrolet the 


from 
Omaha zone are shown outside the firm's 
Kansas City plant, which was one of the! 
tour attractions for winners of a recent 
sales contest. The visit to Kansas City, by 
special train, included a picnic and night 
baseball game. 


dealer personnel 


harmonic, under the musical di- 
rection of Dimitri Mitropoulos, 
“is exerting strong leadership in 
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the countrywide appreciation of 
the world’s great music.” 
* * * 

On Plymouth Publicity 

Curtis Haseltine has been added 
to the Detroit staff of N. W. Ayer 
& Son, T. J. Henry, vice-president 
and Detroit manager of the agency, 
has announced. 


Haseltine has 


| 
| 





been assigned to 


§ | publicity work on the Plymouth 


}account. He will work under the 
| direction of James W. McCandless 
who heads up Plymouth publicity 
activities at the agency. 


Haseltine was with the public 
relations department of the Cessna 
| Aircraft Co. in Wichita, Kans., be- 
fore joining the Detroit Free Press, 
|where he served as rewrite man 
|and aviation editor for more than 
eight years before joining the Ayer 
organization. 


Daman Buys Idaho Firm 
Daman Ford Sales, Wallace, Id., 
| formerly Allison Motor Co., will re- 
open under the management of 
Lloyd Daman, who recently pur- 
chased the dealership. Daman has 
been in the automobile business 
since 1936. He came to Wallace 
| from Kent, Wash. 


When winter rolls around keep your jobs rolling with 








Permacel 


MASKING TAPE 





INDUSTRIAL TAPE CORPORATION, NEW BRUNSWICK, N. J. 
Makers of PERMACEL Masking Supplies—the all-around, all-weather products for any body job. 
















Reports from Various Areas. . . 





Denver zone manager for Nash, said he 
had just returned from a company 
sales meeting in Detroit and ob- 
tained the impression there that a 
favorable outlook exists all over the 
country. 

Earle Anthony, general sales 
manager for the Hudson distrib- 


Automobile sales in Denver are 
expected to remain at present high 
levels for the next several months, 
according to local dealers. 

However, Henry Davidson, head 
of Metropolitan Pontiac, said one 


Auto Market Page 
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try of Motor Vehicles office in 
Springfield, Mass., indicated that 
September car sales in the area 
were just slightly under those of 
a year ago. 

Harry Foran, officer in charge, 
said the total of new plates issued 
during September last year was 875 | 


| 
a i Me 


HUDSON HORNET? ne 


of the factors controlling current 
new-car sales is “price conscious- 
ness” on the part of the public. 
He noted that customers are get- 
ting more selective as to types 
and colors of cars they will pur- 
chase. More salesmanship has to 
be exerted today than a few 
months ago, he said. 

A. F. Wachter, new and used-car 
manager for Fort Motor, said: “It 
—. to me that the current mar- 

et is as good as ever, and should : 
hold out through the end of the this year, 915 trucks were pur- 



















makes of cars have dropped off | 1952, was around 825. 
close to 40 percent this year. 


eight months of this year, Denver Foran said truck 


640. In the first eight months of | period last year. 


year.” : i 
Harry Smoot, manager of Cullen- | a; — sao | Cone A. FOO,) ; 
Thompson Motor (Chrysler - Plym- acme ¢ « «& 5 . 


outh), said that new-car sales are 
good and that used-car sales are | 





Users say, ‘The LIFT-POST lifting method is 


ABSOLUTELY 
NECESSARY 


"7 
! 





for fast wheel service on modern cars 




















For fast, profitable wheel service today, 
station operators and service managers 
report, ““There’s only one answer: /ift 
from the bumper — or you absolutely 
can’t remove wheels from most modern 
cars!” And for the most versatile, low- 
est-cost hydraulic jack for the job—your 
best buy is LIFT-POST. Major oil com- 
panies equip their stations with LIFT- 
POST. It’s easy to position. Works in 
small quarters. All controls at the top. 
And get this — LIFT-POST costs only 
$37.55! Yes, with LIFT-POST deep 
fenders go up fast . . . and so do your 
profits! Order today from your jobber. 


costs only 5 7.59 





LIFT-POST will make more money 
for you — not only on tire changes 
— but also on brake, chain, fender 
and body work and road calls. 


LIFT-POST 


A product of BLACKHAWK Mca. Co., 
Dept. J-40102, Milwaukee 1, Wis. 


Price subject to change without notice. 


BLACKHAWKE 


“PORTO-POWER” *© HYDRAULIC JACKS * WRENCHES 








utorship here, said sales of some for cars. The count for September, | 


4 In the number of new 
August new-car sales in Denver |issued for the first nine 
| totaled 528, as: compared with 1,141'| this year shows a falling off of 775 
|in the same month last year. New-| from last year's total of 7,425. So 
| truck sales totaled 98, as against | far, in 1952, a total of 6,650 new| that “You're passing the Hudson Hornet's nestl The board, 35 feet long and 12 feet 
187 in August, 1951. For the first | licenses has been issued. 
registrations | the 
dealers sold 6,610 new cars. In the} totaled 100 for September, 
same period of 1951, they sold 10,-| pared with 125 during the same 


com- | 


chased, as against 1,816 during the! put on new vehicles, Foran said.- 


ee Excelsior Springs, Mo. 
; Spring field, Mass. | New-car sales in Excelsior 
holding up. George Fogg, assistant| Figures announced by the Regis-| Springs, Mo., are dragging on the 





P 
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| Billboard Plugs Hudson Hornet— 


This new billboard outside Hudson's engineering building in Detroit tells viewers 


| eight inches high, is part of the company's promotion pointing up performance of 


| — 
|bottom, and one dealer says that 
“the well’s gone dry.” 





| 


Not all the plates involved were| Some dealers are trying to meet 
~| Kansas City cut-price competition. 


| For instance, the usual $300 down- 
— on a 1948 Chevrolet has 
|been cut to $200 in some deals. 
| Dealers say the prices of new cars 
| have forced the average buyer out 
of the market. 

While used cars show a general 
softening in price, most dealers 
here have exceptionally small 
stocks of used cars. This may 
represent a trimming of stocks 
for an anticipated blow. 

Service business is good in every 
|shop in town, but one dealer sees 
|in this a detriment to the new-car 
business because it means the own- 
ers would rather fix up the ones 
they ‘own. 

Dealers are unable to explain 
the economic tightness here. How- 
lever, some of the prospective buy- 
ers work in a munitions plant | 
|nearby which went back to a five- | 
|day schedule from six. 
| This locality is primarily agri- 
| cultural, and farmers don’t seem 
inclined to buy cars now.—(L. H. 
Houck.) 


* * x 


Buffalo 


New-car sales in Buffalo (Erie 
| county) for August dropped sharp- 
\ly to 1,614 units for the smallest | 
;}monthly total recorded during the 
| past three years. 


| The total for the first eight 
|months of the year was set at) 
20,372, lower than the correspond- 
ling figures for 1950-51. 


New commercial-car sales during | 
|August dropped to 195, down con-| 
| siderably from the same period in| 
| previous years. Commercial -car 
|sales for the year were off by 
;nearly a half from similar periods 
|}in 1950 and ’51.—(George E. Toles.) | 


* * * 


Milwaukee 


| Wisconsin new-car sales during | 
| August continued to slip, the Wis- | 
consin Automotive Trades Assn. | 
| reports. 
| In the worst month since last | 
| December, sales totaled 6,932, down | 
21 percent from July and 44 per-| 
|ecent under August, 1951. 
Milwaukee County figures 
showed August sales of 1,965, 
down 536 from July. Compared 
with last year, August sales in 


| the county were down 42 percent. | 
Outstate, they were running 45 
percent behind. 
| For the first eight months, sales | 
|in the state were 30.5 percent be-| 
|hind 1951, totaling 47,189 this year 
|compared with 67,885. For Milwau- | 
| kee County, sales in the same pe-| 
|riod were 29.5 percent under last | 
|year, or 18,872 compared with 26,- | 
786.—(John E. Hubel.) | 


* + *« 
Lexington, Mo. 
| Dealers are unanimous in report- | 


ling a serious decline in sales in| 
Lexington, Mo. One dealer com-| 
pared his results with 1950 by say-| 
ing that in 1950 four out of five! 
customers were farmers, but in the | 
sale of the last 130 units only four 


were sold to farmers. 

Used-car sales are off, but not as | 
much as new cars, and prices are 
softening. 

Stocks of new and used cars are 
low, and some dealers report that 
the present doldrums stem partly 
from the shortage of new cars 





Hornet, which has chalked up 38 victories in stock-car races this year. 


Chek-Chart Issues 


trainee “how to,” but it explains 
why certain procedures are neces- 
sary at different locations. 

“How and Why” booklets are 
available singly or may be obtained 
as a complete set. 





| quality, individually designed chrome ed 





because of the steel strike. Uncer- 

tainty of future economic condi- 

tions since then has caused pro- | 

spective buyers to develop caution. 
-(L. H. Houck.) 


* * 


Cleveland 


After three weeks of steady in- | 
creases in sales, new-car trade | 
volume in Cleveland dropped to | 
1,034, a decline of about 10 percent | 


| as against the previous week. Used | 


cars also were off slightly to 2,015, | 
or a drop of about 2 percent. 


In truck sales, new vehicles were | 
down to 106. Used units were up to 
163 after a sharp drop the previous 
week.—(Sanford Markey.) 


* ok * 


Pittsburgh 
The fall used-car market is said 
to be good on the average, and 
prices are holding up well. Cus- 
tomer preference is for '46 and ’47 
models and others with a down- 
payment of $200 to $300, dealers say. 


The supply of new cars is re- 
ported to be down, and at some 
dealerships a backlog of orders has 
been built up. In most cases, cus- 
tomers are waiting for the color 
they want or for the ’53 models. 
(Leon M. Leffingwell.) 


anaceanenge 





Lube Instructions 


For Shop Tyros 


CHICAGO.—A series of training 
booklets designed to familiarize re- 
pair-shop beginners with passenger- 
car lubrication systems has been 
issued by the Chek-Chart Corp., 31 
E. Congress St., Chicago 5. 


Publication of the booklets is in- 
tended to meet the leakage of shop 
profits to the inexperience of new 
mechanics. 


The booklets, entitled “The How 
and Why of Automotive Lubrica- 
tion,” contain six eight-page sec- 
tions, covering every phase of au- 
tomotive lubrication from _ body 
hardware to power steering. One 
hundred and thirty illustrations 
furnish “how-to-do-it” demonstra- 
tions. 


Chek-Chart says its engineering 
writers have outlined each point or 
procedure in an easily understood, 
step-by-step style suited for not 
only beginners but seasoned serv- 
icemen as well. Not only does this 
new training program show a 





























 STEMAC SERVICE 
EMBLEMS 


J BUILD SERVICE VOLUME 
\ BUILD GOOD WILL 
{ GIVE FREE ADVERTISING 


Stemac gives you life of the car durab fn 








or baked enamel color service emblems. “rite 
today for free typical sample and de! |s 9” 
how to build service business with Stemoc 
Service Emblems. 


STEMAGs> size: &2x0e 
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But Dealers Are 


On Model Cleanup Problem 


Field Stocks Up Sharply 





More Optimistic 


(Continued from Page 1) 


expected increase in customers 
for the increased number of cars 
they are getting, and more deal- 
ers are optimistic about cleaning 
up stocks of 1952 models at a 
profit. 

Immediately after the steel strike 
most dealers were very apprehen- 
sive about model cleanup time. 

* . * 
\ANY dealers seem to be facing 
. the future with overall op- 
timism. 

The new outlook, an analysis of 
their comments indicates, stems not 
so much from seeing anything in 
the future to be more hopeful 


New-Car Stocks 


In Postwar 





(Estimated by Automotive News) 

Dealers’ 

Cars Cars In Total 
In Transit Potential 
Period Field to Inventory 
Ending Stockst | Dealers Stocks 
dan. 1, °50.. 251,754 188,500 440,254 
Apr. 1, °50.. 276,136 158,000 434,136 
June 1, °50.. 247,680 160,200 407,880 
Sept. 1, ’50.. 239,642 160,400 400,042 
Dec. 1, °50.. 295,521 128,300 423,821 
Jan. 1, ’51.. 305,888 89,900 404,788 
Feb. 1, °51.. 291,042 127,000 418,042 
Mar. 1, ’51.. 303,874 136,000 439,874 
Apr. 1, °51.. 406,541 138,500 545,041 
May 1, ’51.. 369,101 113,000 482,101 
June 1, °51.. 365,241 93,000 458,241 
July 1, °51.. 357,606 90,700 448,306 
Aug. 1, ’51.. 299,786 87,500 387,286 
. Sept. 1, °51.. 283,402 86,800 370,202 
Oct. 1, ’51.. 250,762 79,500 330,262 
Nov. 1, °51.. 230,804 76,000 306,804 
Dec. 1, °51.. 250,445 77,500 327,945 
Jan. 1, '52.. 224,968 31,000 255,968 
Feb. 1, ’52.. 198,762 69,000 267,762 
Mar. 1, ’52.. 182,577 76,000 258,577 
Apr. 1, ’52.. 213,391 83,000 296,391 
May 1, ’52.. 251,674 88,000 339,674 
June 1, ’52.. 232,036 70,000 302,036 
July 1, °52.. 193,462 »500 277,962 
Aug. 1, '52.. 162,086 12,000 174,086 
Sept. 1, ’°52.. 149,091 77,000 *226,091 
Oct. 1, °52.. 216,459 89,000 305,459 
+Field stocks include cars actually at 


dealerships, those warehoused by dealers 


and factories and demonstrators. 
*Revised. 

——— 
about, as from a determination to 
look at things more optimistically. | 
For example, most dealers say 
they expect hard competitive sell- 
ing in 1953. However, they learned 
a lot about cutting overhead costs 
during and after the steel strike 
and think they are better equipped 

to operate in a tight market. 

* * * 

OST dealers think higher prices 
will make selling all the hard- 
er in 1953, but higher prices don’t 
necessarily scare them. Many take 
ag aa ee reine 


Crosley 


(Continued from Page 2) 


with a debit of $1,275,000 the previ- 
ous fiscal year. The 1952 report of 
losses allowed a reserve of $500,000 
for anticipated losses in the liqui- 
dation of the automobile chassis | 
and body business. 

Total indebtedness of Crosley as 
of July 31 stood at $3,264,332. 

Book value of the capital stock 
and surplus had coasted in the 
past year from $2,007,795, repre- 
senting $3.53 per share, to $26,- 
309, or 4.6 cents for each of the 
569,254 shares outstanding. 

In buying 317,077 shares, or 56 
percent, of the capital stock from 
Powel Crosley jr., former president 
and founder, General paid about 20 
cents per share. 

When it halted car output, 
Crosley had an inventory of 
about $350,000 in parts other than 
engines. and orders for $1,600,000 | 
more. Management is now at- 
tempting to sell these stocks. 

General has a contract with Pow- 
el Crosley in which he agrees to) 
the refinancing of $3,054,621 of the | 
amount due him by the company. | 
He has agreed to accept pavment | 
by one of several forms alreadv | 
proposed. General has until Jan. 1} 
to decide on which plan. 

The Cincinnati plant of Crosley 
is currently producing engines | 
and miscellaneous parts for the | 
defense program. Its Indiana | 
plant is virtually shut down, ex- 
cept for the production of a few 
trailers. 

Sales at present amount to $400,- 
000 a month, and the company has 
$4,000,000 in orders on-its books. 
But profitable operations are 
doubtful on the present production 
sees, the yearly report ad- 
Vv ° 





the attitude that prices for cars 
have been high for the past few 
years, and despite this the dealers 
have been able to make a good liv- 
ing. 

Many dealers said they favor re- 
vival of a national automobile 
show. They think there are a lot of 
benefits to be derived from an in- 
dustry displaying all its products 
under one roof. 

They think an ideal time to 
schedule such a show would be 
in 1954, because present trends 
indicate that production controls 
may be a thing of the past then, 
permitting the industry to tool 
up for new models and present 
them to the public simultaneous- 
ly. 

Dealers think city and_ state 
shows have served their purpose 
well, but that a national show 
would add needed impetus. 

* * * 


EALERS are divided on how 
they are affected by makers in- 


npn 





Ricur this minute the service 
section of your dealership is losing 
money it could easily make with an 
Inland Radiator Department. For 
chances are you’ve always discour- 
aged radiator repair business...either 
because you lacked the right equip- 
ment, or felt it wasn’t big enough 


to bother with. 


Yet, by substituting modern cooling 


system service for r 


guesswork and factory-method re- 
pairing for tinkering, you'll not only 
increase shop efficiency and save 
man-hours—but find it also pays off 


in more retail parts an 
—plus a substantial b 


Chart 
sources of 
rived 


in a town 


INLAND MANUFACTURING COMPANY 
1108 Jackson Street 


shows figures on 


from an 
equipped department of 
an automobile dealership 


troducing new models at different 
times over a_ period of several 
months. 

On that question, a Virginia deal- 
er says: 

“It seems the only way to get 


the job done. It is just another | 


phase of competition.” 
| But a dealer 
| says: 
“Hurts 


sales terribly. Almost 


stops sales for the time being. Peo- | 


ple wait to see all the new ones 
before buying. All makers should 
announce as near the same time as 
possible.” 

* * * 


ND, a Colorado dealer declares: 


= “Bad for all. Hurts those still 
selling current models. Public waits 
for all cars to show before buying 
in any quantity.” 

A dealer in Rhode Island, who 
will be selling 1953 models early 
next month, says: 

“There is no advantage in getting 
the first of the new cars. You have 
to sell in competition with those 
who are discounting and over-al- 
lowing on trades in order to clean 
up their stocks of 1952s.” 

—Bernit THOMAS 


Inland-equipped 


establishing and 
partment. 


ule-of-thumb 
business? 


d labor sales 
usiness from 


revenue de- 

Inland- 32.7% 

4 15.2% 
4 ead 

Retail Work Related items 
(Labor) 





of 4200. 





in North Dakota 





with an INLAND 
RADIATOR DEPARTMENT 





wholesale customers. 


below. ) 


ments are easy to install and oper- 
ate. And Inland will help you get 
started by training your personnel 
and by providing detailed plans for 


Why not cash in on this highly prof- 
itable radiator repair and service 
We have a_ brochure 
called “Blueprint for Profit” which 
explains the equipment, selling pro- 
cedures and_ benefits 


yours FREE for sending the coupon 
below. 









Omaha 8, Nebraska 











“In case of an emergency, this 
lever dumps everyone out of the 
back seat.” 


U.C. Parley 


(Continued from Page 2) 


Washington, NUCDA’s general 
counsel, will speak on “Should the 
Used Car Dealer Incorporate?” 
Thomas W. Rogers, executive vice- 
president of the American Finance 
Conference, will discuss installment 
selling and Lawler will speak on 
merchandising. 

The main address will be given 
by Nourse after luncheon. Other 
speakers at that session will be 
Paul J. Shine, FBI agent, on auto 
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thefts; George Bailey, classified ad- 
vertising manager of the Cleveland 
Plain Dealer, on how to get the 
most out of newspaper advertising, 
and Hamilton Shea, of the National 
Broadcasting Co., on the future 
value of television advertising in 
the auto field. 

On Saturday, the new board of 
directors will meet and elect of- 
ficers. The convention will close 
with a banquet in the evening, 
at which Louis B. Seltzer, editor 
of the Cleveland Press, will 
speak. 

Entertainment will include a trip 
to the Grandview races on Friday 
night, and a Saturday afternoon 
visit to the Thompson Products 
Auto Album and Aviation Museum, 
a historical museum that includes 
many of the oldest and earliest 
automobiles in the nation. For 

wives of dealers, the Cleveland 
hosts have added a tour of the city 
and a luncheon-visit to the General 
Electric Co.’s “University of Light” 
at Nela Park. 





Sadoff Takes Bank Post 


Ben Sadoff, president of Wells 
Mfg. Corp., Fond du Lac, Wis., has 
been elected a director of the Na- 
tional Exchange Bank of Fond du 
Lac. 
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in full. It’s 

















Name 
ae 
Wholesale i Address_ 
! 
| By. seni casaianedns stant tact 
! 
| Make of Car Sold 
' 
| City. 
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RADIATOR LEAK EXPOSER 


time, 
duces customer 
comeback by ex- 
posing tiny radia- 
tor leaks and per- 
mitting perfect 


INLAND FLO-TEST MACHINE 


TEST AND REPAIR BENCH 


tank 
rugged \ 
saving 

com- 
in one 


BACK-FLUSHING BOOTH 


HOT CLEANING VAT 
For hot chemical! 


preferred modern 
cleaning method 


Are you now operating a radiator shop? [) Yes 







re- 
















Accurately diag- 







noses radiator 
trouble in ad- 
vance of symp- 






toms. Excellent 
basis for advertis- 
ing cooling sys- 
tem service. 
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PAINT SPRAY AND 











For flushing, back- 
flushing and wash- 
ing the radiator 
inside and out af- 
ter cleaning. Also, 
an efficient spray 
booth for painting 
radiators 












the 







1108 Jackson Street, Omaha 8, Nebraske 
Please send complimentary copy of ‘Blueprint for Profit.” 


Zone__._ State. 


02 No 
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Postal Aide Uses Rail Searecrow at ATA Parley ... 


Political Bid Angers Truckers 





NEW YORK. — Truckers attend- 
ing the 19th annual convention of 
the American Trucking Assns. here 
last week were shocked to hear a 
member of the present Administra- 
tion warn them against supporting 
the Republican Party. 

Facing 2,000 trucking executives 
believed to be strongly Republican, 
John M. Redding, assistant post- 
master general in charge of postal 
transportation services, said: 

“It is my opinion that if you 
wish to continue to expand in the 
trucking-by-mail field, you need 
to support the Democratic admin- 
istration of your national govern- 
ment. 

“For there is nothing more cer- 
tain than this—the railroad - domi- 


"Wwe 3 
Little’ League? 
U. S. Rubber Traces Growth 
Of Boys’ Game 
NEW YORK. — Little League 
baseball for boys has swept past the 
big leagues in size, popularity and 
attendance in the last five years, 


according to a special issue of 
US, United States Rubber Co. mag- 


nated Republicans will not move in 
the same direction.” 


The accuracy of this statement 
was questioned by many of the 
delegates. While it was conceded 
that attacks by railroads on the 
truck industry constitute a major 
problem, it was pointed out that 
many truckers are supporting the 
Republican campaign as actively as 
railroad men and wield as much or 
more strength. 


In his annual report to ATA, 
Walter F. Mullady, retiring presi- 
dent, referred to the railroad 
problem and others, including 
taxation, safety and highways. 
“They are like a range of moun- 

tains,” he said, “the closer you get 
the bigger they are. If you travel 
all over them, you find they are 
somewhat alike, but just enough 
different so you can’t handle them 
all with one treatment.” 

Speaking of the highway prob- 
lem, James Farley, former post- 
master general and now in private 
industry, asserted that the country 
does not have half the roads it 
needs. 

He pointed out that we are 
building roads at no better than 


boldly the job of building better 
and safer highways will invite 
disaster which may cost thou- 
sands of lives and billions of 
dollars. 


“To build essential roads, to mod- 
ernize existing highways and to 
maintain our present system in a 
satisfactory condition will take five 
to seven billion dollars a year for 
the next 15 years,” Firestone said. 


Truck-Fee Boost 
Becomes Illinois 


Election Issue 


CHICAGO.—Political charges and 
countercharges are being concen- 
trated upon the $20,000,000 increase 
in trucking fees voted by the IIli- 
nois Legislature. 


Rival candidates for the post of 
governor have selected this as a 
major issue in their appeals to 
voters. 


Lieut. - Gov. Sherwood Dixon, 
Democratic candidate, started the 
controversy by charging that State 
Treasurer William G. Stratton, his 
Republican opponent, was certain 
















































700,000 Cars in Six Years at K-F— 


A four-door Kaiser was the 700,000th car produced at Kaiser-Frazer's Willow Run 
plant. The first auto was shipped in June, 1946. K-F claims the honor of turning out 
the largest number of cars ever manufactured by a firm in its first six years of 
production. 

















learned that Deo’s associates at 










azine. the prewar rate, yet our motor |to bow to what Dixon described as F. Il 
The issue is devoted entirely to} vehicle registration is increasing |the “trucking lobby,” if elected, by arrington Heads 
the history, organization and] at the rate of three and seven- | having the higher fees reduced or N AD A’s Office 








knocked out. 
Stratton retaliated by declaring 
that Gov. Adlai E. Stevenson, now 


tenths millions a year. 


growth of Little League baseball 
President Mullady said that dur- 


and the rubber company’s partici- 






NADA were planning to stage a 
luncheon for him on Friday, and at 
that time he would be given a sil- 
ver remembrance of their affection 
and esteem. 


pation in the activity. The maga- 
zine contains a special section of 
photographs of the 1952 “World 
Series” held in Williamsport, Pa., 
in which the Norwalk (Conn.) all- 
star team won the championship 
before 10,000 spectators. 

In 1948, the magazine said, there 
were only about 416 teams in six 
states. Today, there are 7,562 teams 
in 44 states. Little League teams 
also maintain their own farm sys- 
tems. 

H. E. Humphreys jr., president of 
U. S. Rubber, said in the maga- 
zine: 

“Little League baseball is one of 
the finest things that ever hap- 
pened to America. It is fine for the 
boys because it gives them good 
clean fun and because it helps them 
along the road to responsible living 
and citizenship.” 





Here are 4 practical cqgeetiom Auto 
@ good-will reminder, T 






Clip Mon BILL HOLDER 


tailored from selected vinyl plastic with silk 
lining, your ad stamped in gold or silver on 
or outside cover, 
No. — 1428 A 


100 
Each 32¢ 


250 500 
30¢ 29¢ 


Each 38¢ 36c 35¢ 


No Federal Tax 





Master Mind MEMO 


cover. 

special pocket. Your a 

outside cover. Colors black or brown. 

Gold or silver stamping (Specify) 
100 250 500 
26¢ 25¢ 24 

Each inserted in Glassine Envelope 
No Federal Tax 


Qabric 


Each 





4 New Items that Ring the Bell! 
Look Like a Lot — Cost Little 


ey cost little, e 
they are appreciated. Order now to be sure of early delivery. 


A wonderful gift for man or woman. No bulk—size 
3% x 3/2. Sure-hold spring clip holds bills. Holder 


Black or Tan Pinseal 
1000 


No. — 1428 B Jumbo Alligator, extra inside pocket 
100 250 500 1000 


The "Memo" book everyone needs! Made of choice 
calf vinyl plastic, with word ‘‘Memo" embossed on 

eee 50-pa e@ perforated pad inserted in 
smartly stamped on inside or 


MANUFACTURING Co. 





ing his term he sought to make 
the trucking industry the best in- 
formed and most expressive group 
of citizens anywhere on highways 
and taxation. 

Harvey S. Firestone jr., chair- 
man of Firestone Rubber, said 
that further delays in tackling 





Bowen Motor’s Building 
Is Destroyed by Fire 

The building of Bowen Motor Co., 
Metter, Ga., and a quantity of, auto 
equipment were destroyed in a $125,- 
000 fire which swept through the 
business section of the city Sept. 16. 


The company’s cars were parked 
in a nearby lot and were not dam- 
aged. B. G. Bowen jr., owner, esti- 
mated the loss at $35,000 in equip- 
ment and $40,000 for the building. 


Dealers can send valued Customers as 
they are imprinted with your name, 


Dame Fashion KEY CASE 


Watch your lady customers enthuse over 
this practical, stylish gift. It's practical, 
ruggedly constructed from top grade 
fashioned calf, 24 Kt. gold border around 
edges. Size I'/, x 23%4. Colors—red, green, 
blue. 

1000 
15¢ 


Quant 


ity 100 250 500 
Gold Stamped 


18¢ 4617%¢ = (16c 


Subject to 20% Federal Tax 


finish 
inside 


34c 


Ignition KEY CASE 


Small and neat, Easy on the pocket. Holds 3 





keys for —. trunk and gas lock. Made of 

finest calf and cowhide. Heavy gold border 

around edges plus imprinting your ad all in 

24 Kt. Gold. Galore ed, blue, green. Pop- 

ular with ladies as well as men. 

Quantity 100 250 500 1000 
Each 15¢ 14c¢ 13¢ 12¢ 

to 20% Federal Tax 


Subject 





1000 
23¢ 





NEWARK 1, N. J. 


















As Deo Quits 


(Continued from Page 1) 


when Farrington probably will 
return to his NADA duties on 
Capitol Hill. It is viewed as un- 
likely: that one man would be 
placed in both jobs. 

Meanwhile, Farrington will serve 
as assistant to President J. Saxton 
Lloyd in charge of national head- 
quarters, while the association’s ex- 


—Wiuam ULLMAN 


(ish in ong 








Democratic candidate for president, 
should explain why he had “re- 
fused to collect increased truck- 
license fees totaling $20,000,000” 
during 1952. 

“Why isn’t Gov. Stevenson carry- 
ing out the authority granted by 
the Legislature?” Stratton asked. 
“Whom is he trying to protect? He 
promised to use this extra cash to 
build new highways, but he refuses 
to collect the money, while the av- 
erage motorist cortinues to foot the 
bill for patchwork highway re- 
pairs.” 
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Obituaries 


Karl N. Gougeon, 58, 


Past MoPar Ad Chief 

DETROIT.—Funeral services 
were held last week for Karl N. 
Gougeon, 58, former advertising 
manager of Chrysler’s MoPar divi- 
sion, who died Oct. 7. Burial was 
in Holy Sepulchre Cemetery. 

Mr. Gougeon, who lived at 18921 
Rosemont, came to Detroit from 
Saginaw and joined Chrysler Corp. 
in 1928. He retired in 1951 because 
of illness. 

” * 


* 
Wade H. Hunter 
OKLAHOMA CITY.—A native of Farm- 
ington, Ark., Wade H. Hunter, 47, used- 
car dealer here, died Oct. 5 in Capitol Hill 
General Hospital. 












M. Robert Deo 


C. J. Farrin 
ecutive committee combs the field 
for a new managing director. 

* * * 







‘+ sudden separation of Bob 
Deo and NADA has been given 
no official public explanation by 
either Deo or Lloyd. It came sud- 
denly in the midst of an executive 
committee meeting and was held 
“under cover” until unexpectedly 
exploded in Automotive News last 
week. 
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Find out about the NEW 


ARO REGAL 


Lowest priced 3-ply top on mar- 










H ei A . According to Deo, the parting | ket; made of genuine Haartz 
WASHINGTON pan +~— 10 ee ee eraing ie | sport topping material: Tan 
g $ se rt A. Roberts, 49, : - ' DEALER'S 
president and general manager of Roberts other informed sources contacted Black on Tan, Black on Black. PRICE 
Brothers Co., died Oct. 4. He was the} by Automotive News, it was just (Plus Tax) 









brother of Fred S. Roberts, 
National Standard Parts Assn. 
* * * 
B. B. Breckenridge 

ST. PETERSBURG.—Banks Ben Breck- 
enridge, 60, retired merchandise manager 
for Firestone Tire and Rubber Co., died 
Sept. 30. 





president of | sugar-coated. 

Reports have it that “areas of 
disagreement” existed between Deo 
and NADA officials “for a long 
time.” These tender spots came up 
for examination and discussion at 
the October 1-2 executive commit- 
tee meeting and touching them pro- 
duced pain on both sides, resulting 
in the separation agreement. 

+ * ~ 


Write or wire for money making deal 
ARO TOP SALES CO. 
1089 Commonwealth Ave. Boston, Mass. 


World’s Largest and Oldest Makers 
~ of Replacement Convertible Tops « 







* * * 


Gustav H. Bett 
OSHKOSH, Wis.—Gustav H. Bett, 51, of 
Bett-er Motor Service, died here after a 
long illness. Prior to establishing his own 
dealership, Mr. Gustav was employed by 
Scooter Motor Co. and Hathaway Buick 
0. 










































PRESIDENT LLOYD was report- 
ed as being “considerably shak- 
en” by the turn of events and 
“deeply regretful.” When seen at 
his home here last week, Deo told 
this correspondent that in a meas- 
ure he was glad to have some lei- 
sure and that he had no immediate 
plans for the future. He may or 
may no return to the private prac- 
tice of law, from which he was 
called to become general counsel of 
NADA several years ago. Later he 
was made managing director. 


LICENSE PLATE 
ew iEa h 


* * * 


William H. Dunn 

SOUTH ORANGE, N. J. — William H. 
Dunn, who retired in 1950 as treasurer 
and a director of Raybestos-Manhattan, 
Inc., died Sept. 29 at his home here. Mr. 
Dunn had been with the company since 
1916. He was a former treasurer of the 
Rubber Manufacturers Assn. and of the 

Friction Material Institute. 

* * 7 


Charles O. Mace 
HOT SPRINGS, Ark.—Charles O. Mace, 
63, auto dealer, died Sept. 30 at a Hot 
Springs hospital. 





























* * * 
Clifford Norton At the close of the recent ex- ON OR OFF WITH A 
VICTORIA, Tex. — Clifford Norton, 42,| ecutive committee meeting, this QUARTER TURN 
former an manager of B. W. Smith} correspondent chatted with sev- Heavy —- — (with T-head one 
Goumbia Yen” ” — 7s ae eral members of the group, in- po ie gen ml Wn etiee” 
* * *& cluding President Lloyd. None of 
Ernest A. Roy them even hinted what had taken PLATED TO PREVENT RUST 










No. 51—Dealer Cost, 
each 


MANCHESTER, Conn.—Ernest A. Roy, 
59, head of Roy Motors, Inc. (DeSoto- 
Plymouth), died unexpectedly at his home 
here Oct. 2. A resident of Manchester for 
more than 25 years, he was active in civic 
and social circles. 


place that afternoon. All of them 
seemed to be in a great hurry. 

The details were “broken” at a 
private dinner party that evening. 
AUTOMOTIVE NEws was not repre- 
sented, and it is understood that 
it was agreed not to give out the 
news for publication for another 
week. 

At press time last week, it was 


Pree tt $ .20 


(Packed 12 to Box) 
Money-Back Guarantee 
IMMEDIATE DELIVERY 


If Your Jobber Cannot Furnish Order 
Direct. Write today for free catalo; 
of over 200 Houser service items. 









* * 
Harold Briggs 
ETNA, Pa.—Harold Briggs, partner in 
Coyne & Evans Chevrolet Co., is dead. 
Once associated with Kamin Chevrolet, Mr. 
Briggs was a veteran of 20 years in the 
auto field, 
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ll Models Decline .. . 


Used-Car Index Hits 
Five-Month Low 


(Continued from Page 1) 





ing on older model cars requir- |cars at lowered prices. At Fort 


ing less dollar outlay. 

Automotive News’ index also 
showed that fewer than the usual 
number of cars are being snapped 
up on the auction blocks. Last 
week, only 64 percent of the offer- 
ings were sold, which is the lowest 
figure since the first two weeks of 
January. 

T. C. Baker, owner of the Dan- 
ville Auto Auction, Danville, Va., 
pointed out that dealers were re- 
luctant to buy in his area, even 
though prices were off as much as 
$200 on some merchandise. 

* * * 
os Mason City, Ia.; Albany, 

N. Y.; Fort Wayne, Ind.; Dan- 
ville, Va.; Dyer, Ind.; Ebensburg, 
Pa.; Los Angeles, Denver and 
North Plainfield, N. J., came re- 
ports of falling prices last week. 
Many of the auction operators 
pointed out that ’52s were the hard- 
est hit so far, with losses tapering 
off on the older models. 

Others pointed out that sharp 
cars were still in demand and 
bringing good prices. Most of 
them said that the older cars 
were drawing the greatest inter- 
est from buyers. 

A report from Ottawa, Ont., told 
of a feature there which was not 
going as well as in previous years. 
Used-car dealers there offer “me- 
chanic’s specials,” or cars without 
a guarantee, at rock bottom prices. 

* + * 
(= type of trade is not going 
well this year, it was reported. 
Dealers think that part of the fail- 
ure may be due to unsatisfactory 
promotions in the past. 

Some of the dealers are plan- 
ning to repair the quasi-junkers, 
and try to sell them at regular 
prices. Dealers said that they 
were practically giving the spe- 
cials away now, and couldn’t af- 
ford to go any lower. 

At Ebensburg, Pa., G. W. Bixler 
said that retail volume in the area 

was reported to be good, and that 
there was still a market for used 


TURNTABLE 
$469 Z& 






































fered cheap enough. 


* * * 


larger number of cars being of- 
fered at the auction blocks. As com- 
pared with figures prior to Labor 
Day, the index shows between 200 
and 300 more cars being offered 
each week. 


Jack Layton, at Los Angeles, 
reported that more cars are be- 
ing offered there in spite of low- 
er prices. He described prices as 
being “softer” last week, with 
late models falling off the most. 
Tim Anspach, at Albany, N. Y., 

commented that the market was 
“beginning to show a_ seasonal 
drop,” because the appearance of 
new models always affects the 
used-car market adversely. 


Canadians Explain 
Winter Show Ban 
On British Cars 


TORONTO.—The general man- 
ager of National Automotive Shows, 
Inc., has denied that Canadian car 
makers intended to discriminate 
against their British competitors 
when they barred them from com- 
ing shows in Toronto and Montreal. 


J. L. Stewart said the accusation 
of three British representatives had 
created a “wrong impression.” 

British auto manufacturers did 
not belong to NAS when it was 
formed by a dozen Canadian com- 
panies in 1927, he said, and so will 
not be able to display their cars in 
the first postwar winter shows in 
February. 

“We will not invite companies 
outside our association to share the 
benefits of our advertising venture, 
to which they have contributed 
nothing since our association was 
formed,” Stewart said. 

“Our members are sympathetic to 
the British economic position, and 
we welcome fair competition of the 
British manufacturers in the Cana- 
dian market.” 

Authors of the discrimination 
charge were Sir William Welsh, of 
the British Society of Motor Manu- 
facturers and Traders; James L. 
Cooke, of James Cooke Motors, 
Ltd., Toronto, and John T. Panks, 
director of Rootes Motors (Can- 
ada), Ltd., Toronto, 

They warned Canadian makers 
that British makes were “in the 
Canadian market to stay.” 


Fiber Sales Office 
Set Up in Chicago 
CHICAGO.—A district sales office 
has been set up here for the fiber- 
glass division of Pittsburgh Plate 


Glass, it is an- 
nounced by Rob- 
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Charles B. 
Keown will be 
district sales 
manager, with 
headquarters’ in 
the engineering 
building, 205 W. 

C. B. Keown Wacker Dr. For 
the last 12 years, Keown had served 
as western sales manager of Pitts- 
burgh Corning Corp. 

In addition to the Chicago office, 
the fiber-glass division recently 
established a district sales office in 
Detroit, with Charles E. Barby as 
manager. 


Shoemaker Addition 


Sam Shoemaker’s Garage (Chev- 
rolet), Ashland, Pa., has erected a 
3,500-square-foot addition with a 
body and paint shop and special 
wash rack. Other improvements in- 
clude a ramp to a proposed second 
floor over the body shop in which 
Shoemaker intends to store new 
and used cars, 
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TURNS CARS 
INDOORS or OUT 


Can Be Financed if Desired 


BRUNNER’S, Inc. 
358 East Center St. 
Manchester, Conn. 







Wayne, Ind., Carl Marker declared | 
that there was still a good demand | 
for cars, providing they were of- | 


r= the most part, there is a) 
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Out of Space Buying... 
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For 38 years the Audit Bureau of Circulations 
has been performing a vital service to pub- 
lishers, advertisers, and their agencies by 
taking the guesswork out of space buying. 


ABC has accomplished this by establishing a 
standard set of questions for all member pub- 
lications. The answers to these questions—all 
essential to selecting the right media for the 
right market—are issued in report form every 
six months. Advertisers and their agencies are 
thus provided with an audit to measure 
quantity and quality of circulation. 


Seldom in the history of the ABC have audit 
statements turned up more conclusive answers 
to these all-important questions than those 
reported in the statements for AUTOMOTIVE 

- NEWS. Here are the standard questions for 
= all ABC reports—and how they are answered 


ee by AUTOMOTIVE NEWS: 


1. Is the publication new? 
AUTOMOTIVE NEWS is 27 years old. 


— 2. What industry does it serve? 
AUTOMOTIVE NEWS is the only weekly 
These Authenticated newspaper of the automotive industry. 


3. What is its circulation? 


Facts Take the Circulation of AUTOMOTIVE NEWS is 
now 40,000. 
Guesswork Out of 4. Whe reads it? 
] The Decision Men of the two big automo- 
Your 53 Budget tive markets — automotive factories and 


car dealerships. 


5. Where does it go? 
Circulation of AUTOMOTIVE NEWS 
matches the concentrated and widely 
separated localities of both automotive 


markets. 
cao St Onipet Hib 6. How is it sold? 
ey Es | AUTOMOTIVE NEWS is sold by sub 


scriptions (95% by voluntary mail sub- 
scriptions) at the highest rate in the 
industry: $8. Its renewal rate is also the 
industry's highest: 88.3%. 


\ 


THE WEEKLY NEWSPAPER OF AMERICA’S NO. 1 INDUSTRY 


Automotiue News 
IG encunnOSMOL Sra GINS) 





Member Ss oJ = Member 
MANUFAC = @ 
PENOBSCOT BUILDING ° DETROIT 26, MICHIGAN 


REPRESENTATIVES 
New York — Edward Kruspak, Advertising Manager, 51 E. 42nd St., Murray Hill 7-6871 
Chicago — J. Goldstein, Western Manager, 360 N. Michigan Ave., State 2-6273 
Los Angeles—R. H. Deibler, 2506 West Eighth Street, Dunkirk 3-0303 
Detroit — Dick Webber, 2666 Penobscot Bidg., Weedwerd 3-0495 
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| Car, | Truck Output Estimates 


By Automotive News 
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Sunday Closing Law 
| Upheld in Kansas City 
| KANSAS CITY.—Validity of a 
| Kansas City ordinance prohibi- 
ting operation of new and used- 








car salesrooms and lots on 
Week ad on — —" Sundays and holidays has been 
Ended Same ondec ic “s o. oO upheld by Jackson County Cir- 
pe f .13, Oct. 11, ne 
OSes” “ist ‘19828 - Date “Tesi 1952° cuit Judge Emory H. Wright. 
CHRYSLER 9,714 21,283 12,729 16,458 1,018,194 671,236 Judge Wright dissolved a yA 
Chrysler 2,731 3,260 1,346 3,639 135,962  984,624| porary restraining order ob- 
DeSoto 2,221 96 98,262 68,577 tained against _ the City and 
Dodge 4,014 5,898 2,347 5,518 267,413 177,835| Police, and a an ge 
Plymouth 2,969 9,904 8940 7,301 516,557 340,200| tion suit ae y @ group o 
FORD 28,142 20,154 27,275 40,892 970,926 709,070 “2 dea = —" 
Ford 22,316 15,239 22,109 36,704 750,543 553,182 , e court = ed that e or- 
. dinance is valid and that the 
Lincoln 759 566 967 1,338 23,244 26,317 io be igh fi it ¢ 
Mercury 5,067 4,349 4,199 2,850 197,139 129,571) City has a — t to oa a it - 
GENERAL MOTORS | 49,008 38,800 48,905 78,570 1,877,977 1,384,569| ® Sroup so long as it applies to 
9 all of the group and does not 
Buick .... 7,809 7,435 8,401 12,518 337,908 249,628 disti ish ithi 1 
Cadillac 2,374 1,872 2,365 3,789 85,627 77,613 isinguish within @ Class. 
Chevrolet . 25,767 18,237 25,034 41,306 929,505 667,747 
Oldsmobile _...... 6,016 5,376 5,968 9,491 238,485 176,717 would be useless to continue pro- 
Pontiac ..... ‘ 7,042 5,880 7,137 11,466 286,452 212,864|; duction controls in 1953. 
KAISER-FRAZER 1,788 1,121 1,767 2,820 87,990 54,066) Production people stick to that 
Frazer .... ‘ . eceseen sesereeseons appraisal, despite the testimony 
Kaiser ........ 1,788 1,121 1,767 2,820 87,990  54,066| given before Congress recently by 
CROSLEY ....... 710 or 4,285 1,593 | Henry Fowler, boss of defense pro- 
HUDSON ......... 1,609 1,576 1,601 2,549 84,216 63,558) duction, that controls should be 
NASH .......... 4,522 3,696 4,556 7,241 133,159 109,058| continued until at least July 1, 
PRED: coressssrssssssese 1,528 ee 1,389 2,337 60,183 45,666) 1953. 
STUDEBAKER. ..... . 4,410 4,124 4,852 7,602 187,187 118,338 * * * 
WILLYS-OVERLAND? 1,697 389 1,831 2,794 22,076 42,145 OWEVER, industry people do 
ee eee not think that Fowler’s testi- 
Total Cars, U. S......... 102,418 91,213 104,905 161,263 4,446,093 3,199,299} mony did their chances of getting 
tincludes station wagons. *Revised. decontrol any good. 
“ sial, — says one plant of- 
cial at the government is no 
COMMERCIAL CARS longer going to attempt to justi- 
(U. 8. PRODUCTION ONLY) fy controls solely on the basis of 
Week Week Sim, 1 Jan.1 | forseeable emergencies, but will 
Ended Same Ended Oct., to to now try to justify them on the 
Oct. 11, Week, Oct. 4, 1952 Oct. 13, Oct. 11,| basis of emergencies that are 
1952 1951 1952* toDate 1951 1952 merely anticipated without rea- 
CHEVROLET 8,222 5,858 8,665 12,962 361,193 237,897| .on” 
CROSLEY 20 —oo 584 208 . +. 
DIAMOND T . 162 106 164 257 6,288 6,255 FrOWLER, it is pointed out, paints 
DIVCO 60 100 60 96 3,678 = 2,873 an optimistic picture of future 
DODGE 4,128 3,391 4,274 6,773 133,653 124,908) steel, copper and aluminum sup- 
FEDERAL 30 60 46 57 2,104 1,303 | plies, but says that any improve- 
FORD ..... 6,217 4,722 6,157 10,287 +=269,284 164,436 | ment in supply of those materials 
ai ck Sicssenscass 3,184 «2,072, 3,131 = 5,210 102,997 87,940 should be taken advantage of solely 
INTERNATIONAL . 2,554 3,070 2,503 4,027 132,728 101,483) for the government’s stockpiling 
MACK ca 251 173 236 392 11,730 = 8,048| program. 
I iiaai 332 364 324 527 11,194 18,501/' General opinion in auto circles 
STUDEBAKER 1,290 1,149 1,181 2,067 40,565 44,354) is that there will be enough cop- 
WHITE ......... : 224 366 219 356 =: 112,710 9,582| per and aluminum for normal 
WILLYS-OVERLAND 2,416 1,954 2,348 3,144 75,390 80,491) stockpiling needs next year, and 
MISCELLANEOUS . 326 331 322 518 =—-:12,946 ~=—:11,499 —_. —— for expanded civilian 
———s ae, See See es 
Total Trucks, U. S.... 29,396 23,736 29,630 46,673 1,177,044 893,778) Auto people take particular ex- 
Jars, Trucks, _ ception to the statement by Fowler 
us — 131,814 114,949 134,535 207,936 5,623,137 4,093,077 as follows: ‘ —— 
Total Cars, Trucks 7 ia Rie — —— » pansion 
, , r desirable to abandon the Con- 
Canada .......... a 6,106 8,198 12,893 332,282 310,099 trolled Materials Plan before July 
Grand Total 


Cars and Trucks, 
U. S. and Canada 


*Revised. Miscellaneous includes Autocar, 
Drive, Sterling, Nash, etc. 
N.B.: 


Higher Rates Ahead .. . 


Week’s 131 


...139,880 121,055 142,728 220,829 5,955,419 4,403,176 


Corbitt, Marmon H., Brockway, Four-Wheel 


All U. S. totals include cars and trucks for military orders. 


,814 Units 


Maintain Hot Pace 


(Continued from Page 1) 


mediate future at most plants. At 
present it looks like the average 
dealer will get about 20 percent 
more cars in October and Novem- 
ber this year than he got in those 
same months of 1951. 

Car production continued to 
top the 100,000 mark last week, 
even though output at Chrysler 
plants was less than half of nor- 
mal. However, all Chrysler divi- 
sions should be building their 
1953 offerings in volume before 
the end of this month. 
Meanwhile, schedules at other 

plants are being held at the highest 
rates since early 1951, and nowhere 
is there a sign of any immediate 
letdown. 

* * * 

ENERAL MOTORS’ plants 

turned out an estimated 49,008 

cars last week, as compared with 


an actual accounting of 48.905 the | 
week before. This week may see | 


ear assembly top 50,000 in GM 
plants, if plans for overtime and 
Saturday work are not abandoned. 

Ford continues to hit new pro- 
duction marks each week by 
working about half of its assem- 
bly plants on Saturday. Ford 
built an estimated 28,142 cars last 
week, as against 27,275 the week 
before. 

In the race for second-place pro- 
duction honors in 1952, AUTOMOTIVE 
News’ tabulations show Ford Motor 
leading Chrysler Corp. by nearly 
38,000 cars. Both companies are 


confident of grabbing second spot 
by the end of the year. 


* * * 


ADDED production strength last 
week also came from Kaiser- 
Frazer, Nash, Packard and Stude- 
baker. Steady performances were 
recorded by other of the independ- 
ents. 

The feeling is growing in indus- 
try circles that the auto industry’s 
present production pace, great as 
it is in comparison with output 
earlier this year, is merely oiling 
up the machinery for allout pro- 
duction starting in 1953. 

Some industry spokesmen ex- 
press the opinion that all basic 
materials will be in ample enough 
supply by the end of this year to 
bear out their contention that it 
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Auto Stocks 





Oct. Oct. 1952 

~ 1 High Low 

|Chrysler 84% 88% 86 68% 

| Crosley 1% 1% 8% 1% 
GM 60% 59% 61% 50 
Hudson 15% 15% 16% 12% 
K-F 4% 4% 7 3% 
Nash 20% 20% 21% 17% 
Packard 4% 4% 5% 4% 
Stude. 373% 36% 39% 31% 
Willys 10% 10% 10% 8% 
Average 26.75 26.26 


Compiled from reports of trading on the 


N. Y. Curb and N. Y. Stock Exchange. 





1, 1953. To do so precipately early 
next year might interfere with the 
ability of the executive agencies to 
carry out important decisions that 
the Congress may wish to make 
during the next session concerning 
the size, scope and character of our 
future defense effort.” 
| + * * 

Avso people point out that the 
“4% trend recently has been to 
spread out the mobilization pro- 
gram, and they don’t think that 
anything short of war is likely to 
reverse that trend. 

Why, they ask, does Fowler pre- 
sume that Congress may take ac- 
tion which will put any further 
burden on the nation’s raw mate- 
rials supplies? 

It is contended that, as far as 
the executive agencies that Fowler 
refers to are concerned, it is the 
result of their decisions that the 
nation’s defense program has been 
spread out over a longer period 
than was originally planned. 





View of Trunk— 
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Henry J 





Highlights 


Crash Pad Among New Features— 


An instrument-panel crash pad is a new feature of the Henry J Deluxe for 1953. 
The crash-absorbent material is upholstered in supported vinyl in a new Doric pattern. 
The dome light above the center of the windshield and the instrument cluster also 
are new. 





Length Increased Three to Six Inches— 


A new rear bumper and splash shield have increased the overall length of the 
Henry J models to 181 inches in the Corsair and 184 inches in the Corsair Deluxe, 


K-F says. This is three to six inches longer than previous models. 





Cloth-Vinyl Patterned Interior— 


Interiors of the 1953 Henry J models are upholstered in pleated Whitman cloth in 
combination with durable supported vinyl in a Dinosaur pattern. The vinyl covers sea! 


and door-panel areas which are subject to greater wear. Shown is the rear seat. 


* * * 


(Continued from Page 2) 


which harmonizes with upholstery 
styling. 
* * * 

THER interior modifications in- 

clude deeper front-seat cush- 
ions for greater leg support and 
softer back-rest padding, uphol- 
stered throughout in a combination 
of wool fabrics and wear-resistant 


This is the trunk and vertical spare-tire| washable vinyls. 


mount on the 1953 Henry J, on which 
overall length has been increased. 


Among the total of 40 im- 
provements announced for the 





* * * 


new Henry J line are waterproof 

ignition cables and _ full-length 
spring liners. 

A new dome light, standard or 
all models, is placed above the cen 
ter of the windshield and operate 
automatically from door contr 
switches. There also is a new i 
strument cluster, and the win!- 
shield-wiper control unit has ben 
moved from above the instrument 
panel to the lower portion of the 
dash. 

Both models feature a new roc<- 
et-fin hood ornament. 
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But Little Effect on Output Is Likely... 


53 Auto Labor Market 


(Continued from Page 6) 


assault and battery of a Lincoln, 

Park (Mich.) businessman. The | 

businessman, Frank Tima, 27, suf- | 

fered head injuries when slugged | 

with fists and a whisky bottle. 
. * * 

= Budd stoppage, which idled 

2,000 employes for a day and 
a half, started when 300 crane op- 
erators walked out. They charged 
the firm had called in a low-sen- 
1ority man for overtime work. Of- 
ficials of Local 306, UAW-CIO, and 
the firm ironed out the dispute. 
Meantime, another facet of the 
many-sided labor problem found 
three Detroit tool companies 
charged with over-paying employes 
$1,350,000. 

The Wage Stabilization Board, 
which has brought action in fed- 
eral district court, charges the 
firms granted general wage in- 
creases under the guise of merit 
boosts. Company spokesmen say 
they acted in good faith, but the 
Government asks that they be 
penalized by refusal of permis- 
sion to deduct the additional 
wages from their income taxes 
as business expenses. 

Firms accused include Godin 
Tool and Die Co., Sterling Tool and 
Gauge Co., and Tool Service Co. 

* * * 
ere the long-term man- 

power outlook, Director S. L. 
Newman of the Defense Transport 
Administration’s Manpower divi- 
sion, noted that “persistent short- 
ages continue in the skilled and 
semi-skilled occupations, as well as 
in the various classifications of en- 
gineers.” 

And he predicted it would take 
“a period of years” to iron out 
these manpower problems. 

Lending weight to his beliefs 
were Department of Labor fig- 

ures which showed 62.4 million 
employed in August, out of a to- 
tal civilian labor force of 64 mil- 
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lion. The department pointed out 
at the same time that attempts 
to recruit women workers were 
likely to run into difficulty be- 
cause of the high rate of mar- 
riages and births which have 
been cutting into the numbers of 
younger women employes. The 
number of employed women in 
the 35-64 age bracket is practical- 
ly the same today as it was at 
the World War II peak, by con- 
trast. 

General Motors employment hit 
318,785 in September to top the 
June 1 peak by a few hundred, 
but several GM divisions, notably 
Cadillac, are still looking for more 
workers. 

* * * 

ADILLAC is using “spot” televi- 

sion advertisements to pull new 
workers into its Detroit plant. 
Overall, GM admits it is having 
difficulty getting all the skilled 
workers it needs, but offers no es- 
timate on the number of extra 
workers of all types it will try to 
hire before the end of the year. 

However, in Lansing, J. F. Wol- 
fram, Oldsmobile general manager, 
indicated that his division is in- 
terested primarily in getting work- 
ers who will still be turning out 
Oldsmobiles next year. 

The division has hired more than 
1,100 workers in recent months, to 
pass the 10,000 mark in Lansing. 

“The best measure of results,” 
says Wolfram “is the high per- 
centage of people who are mak- 
ing Oldsmobile their careers, as 
evidenced by the mounting job 
seniority and home-making at- 
tachment to the community.” 

The Department of Labor has 
just issued a 16-page illustrated 
booklet, “Your Skill Improvement 
Program,” which offers sugges- 


tions to employers who want to 
broaden the skills of their work 
force. It is available from the Pub- 
lications Branch, Bureau of Ap- 
prenticeships, U. S. Department of 
Labor, Washington 25, D. C. 





features for YOU 





Maximum bulb protection. 
New mounting 45° away 
from base! Bulb absorbs only 
a fraction of road shock, 
vibration transmitted 
through base. Result: bulb 
life increased by 70%! 











Old cause of corrosion 
ended. 


Bulb socket is removed from 
base, where moisture, dust, 
grime collect and cause cor- 
rosion in old-fashioned lamps. 
Sparton advanced design 
now cuts this old source of 
corrosion by 90%. - 

















Perpendicular mounting on 
any surface. 

Base of lamp is offset to 
allow perfect vertical mount- 
ing regardless of fender or 
body curvature! 


Approved in most states 
requiring approval. 














Advanced design available 
in these new Sparton 
Series 600 lamps! 
Hollow-stud, Flush mount. Semifiush mount. Two-face, 
pedestal mount. Red or amber Red or amber hollow-stud 
Red or amber lenses. lenses. mount. Red and 
lenses. amber lenses. 








SIGNAL BEFORE YOU TURN 


with this topnotch 
Sparton switch! 


Model SCS-1A, Class "A" 


Operates manually or automatically, 
blinks and clicks. Positive action, self- 
queuing. Mounts on steering column 
close to hub of steering wheel. Adjust- 
able bracket provides clearance for gear- 
shift or air-brake control arm. 





Makers of Quality Automotive Equipment since 1900 
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Preparing to Greet Nation's U. C. Dealers— 


Officers of the Cleveland Used Car Dealers Assn. believe that “all work and no 
play makes a convention uninteresting,’’ and so they have planned severai entertain- 
ment features for the sixth annual parley of the National Used Car Dealers Assn. 
Oct. 16-18. Arranging final plans are (seated, from left): Mannie Weiser, O. K. sales, 
secretary, and Irv Rubin, Universal Motors, president. Standing are: Seymour Terrell, 
executive secretary and counsel; John Chicker, Ansel-Hough Motors, vice-president; 
Harry Halpert, Euclid Auto Sales, treasurer, and Charles Lazzaro, Charles Motors, 


boord chairman. 





Auto Maniacs Planning 
‘Classic’ Car Exhibit 


DETROIT.—Plans for the nation- 
al convention of the Auto Maniacs 
of America at the Barlum Hotel 
here Saturday (Oct. 18) were an- 
nounced last week by Harold L. 
Mayer, executive secretary of the 
organization. 

In connection with the conven- 
tion, Mayer said, a collection of 
“unusual and classic” automobiles 
will be on public display at the City 
parking lot at Cadillac Square. In- 
cluded in the display will be a 1948 
Tucker, a 1952 German Porsche 
and a 1951 Kaiser with a V-8 en- 
gine. 

Delegates to the convention will 
hear James R. Hunt, AMOA mem- 
ber from Hillsboro, O., outline plans 
for a gas-turbine engine with pneu- 
matic-drive mechanism. Hunt says 
the pneumatic drive eliminates me- 
chanical gearing, and would be a 
great improvement over the pres- 
ent automatic transmissions. 


Donald C. Perkins, experimental 
engineer of Oldsmobile, will talk on 
“What We Are Doing at the Prov- 
ing Grounds and Why.” L. B. Read, 
assistant chief engineer of Carter 
Carburetor Co., St. Louis, will con- 
duct a discussion on “Carburetion 
—What It May Do for Engine 
Economy and Performance.” 


Oliver E. Barthel will be pro- 


Munn 


(Continued from Page 3) 
ers who have purchased new cars 
three or four years ago and have 
not come into the market since. 
The message is mimeographed on 
the back of a regular government 
postal and addressed in the dealer’s 
own office to these owners and 
says something as follows: 


WORRY ABOUT A NEW CAR? 

Don’t. Get your present car re- 
stored mechanically and in ap- 
pearance like a new one. The low 
cost will surprise you, and you'll 
have a safe car you can drive 
with pride. Budget plan pay- 
ments, Come in and get an esti- 
mate. 


CAR DEALER & COMPANY 
Street Address Tel. Number 

Any dealer is resourceful enough 
to make up his own story on the 
advantages of the rebuilding job 
and can circularize his own owners 
at very little expense. When com- 
petition really hits, we will need 
to do everything within our power 
to make the service department, 
the parts department and the used- 
car department return a profit, be- 
cause the opportunity to subsidize 
them on new-car sales will be a 
thing of the past. 


Safe Looted of $1,000 
A safe at Miller Chevrolet Co., 
5700 block Washington Blvd., Bal- 
timore, yielded at least $1,000 to 
cracksmen, Oscar Baker, manager, 
reported to police. 


claimed as “Dean of the Auto 
Maniacs” at the convention. A sen- 
ior vice-president and _ charter 
member of AMOA, Barthel was an 
early associate engineer with the 
late Henry Ford and served as 
chief engineer of Cadillac Motor 
Co. in its early days. 


AMOA officials said the conven- 
tion is open to all persons inter- 
ested in automobiles. 





of your replacement business. 
Armor-Flex complete replacement 


is your best bet for building this prof- 
itable volume. It’s made of heavy 
gauge, long wearing rubber, bonded 
to thick felt. Armor-Flex Mats cover 
the complete floor area for full pro- 
tection. Packaged in individual cartons 
for easier merchandising. And it's 
priced right for you and your customers. 





with Armor-Flex 


MOTOR MOUNTS 


Automotive engineers specify an exact harmony 
between motor and transmission. When that 
harmony, or alignment, is disturbed, the motorist 
will experience such troubles as clutch chatter, 
difficult gear shifting or motor vibration. Be in 
tune with the ever-increasing importance of 
motor mounts. Stock the complete line. 


with Armor-Flex 


FLOOR MATS 


Floor Mats can be an essential part 
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GMC Reactivates 
Diesel Service 


‘School in Calif. 


PONTIAC.—Expansion of train- 
ing-school facilities for GMC truck 
|diesel service personnel has been 
| announced by A. A. Shantz, general 
parts and service manager for the 
GMC truck and coach division. 

Shantz announced the reopening 
of the diesel service school at Oak- 
land, Calif., in the GMC retail store 
at 2121 Peralta St. The school of- 
fers two-week courses for GMC 
dealer and operator mechanics in 
Pacific Coast and Rocky Mountain 
areas. 

Shantz said the Oakland school 
would augment the largest diesel 
truck service-training system in the 
nation, which since January, 1951, 
has trained more than 2,800 GMC 
mechanics. Since that time, GMC 
has had four mobile diesel schools 
touring the United States, Canada 
and Alaska, plus a base school in 
Detroit. 

At Oakland, the chief instructor 
is H. D. Babb, with Warren Thurs- 
ton as assistant. Training aids in- 
clude four diesel engines, cutaway 
units, engine subassemblies and the 
latest tools and testing equipment. 
Classes are limited to 12 persons. 





Wecker to Speak 


W. A. Wecker, president of Gen- 
eral Motors of Canada, Ltd., will 
be the luncheon speaker Oct. 20 
when the Canadian Good Roads 
Assn. opens its 33rd annual con- 
vention in Quebec. Fred B. Lautz- 
enhiser, of Chicago, internation- 
ally known consulting engineer and 
authority on traffic codes, will de- 
liver a paper on the revolution in 
highway transportation. In addi- 
tion, a representative of the Amer- 
ican Assn. of State Highway Offi- 
cials has been invited to speak on 
the problems of road planners in 
the U. S. 
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Here’s How New Models Look .. . 
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Paris Gets ’53 Chrysler Scoop 


(Continued from Page 1) | 


windows are wrapped around the 
body for wider vision. 

While buyers in the U.S. still 
were wondering what the new cars | 
would look like, visitors to the 39th | 
edition of the internationally fam- 
ous Paris show were examining | 
the new export models of Plym- 
outh, Dodge, DeSoto and Chrysler. | 

Cd + * | 
EPRESENTATIVES of the 
major U.S. wire services and 
photo syndicates were caught off 
guard, and, so far as is known, 
none took advantage of this oppor- 
tunity to jump the gun and send 
home descriptions of the new mod- 
els for the benefit of their car- 
minded readers. 


In addition to lower, softer 
silhouettes, the mew Chrysler 
Corp. cars in general have mas- 
sive yet graceful grilles and 
bumpers. Doors are wide, with 
pullout handles. Gasoline intakes 
are placed in the rear of the car, 
and glove compartments are in 
the middle of the curved dash- 
boards, within easy reach of the 
driver. 

Plymouth’s new “flying - style” 
bodies offer larger interiors, and 
the chassis is larger, said to make 
driving easier. A new spring sys- 
tem gives greater stability, and 
improved acceleration is claimed. 
Grillework is simple, with a single 
horizontal bar stretching across the 
front. 


* ? 


ODGE introduces its new 140- 

horsepower V-8 engine. The 
grille consists of two horizontal 
chrome bars, and “V” ornaments 
are used. DeSoto has a lower center 
of gravity, obtained without loss of 
spaciousness or grace of the aero- 
dynamic body, it is said. An air- 
vent scoop also serves as a hood 
ornament. Two extra chrome pieces 
are added to the grille. 

The Chrysler’s new body has a 
grille composed of three horizon- 
tal pieces, with chrome running 
completely across the front end 
and curling around the fenders. 
The front seat has an armrest 


SUPER-MAR 


* 


which pulls down between driver 
and passenger, and instrument 
dials are grouped in a semicircle 
around the speedometer. 


Front wheels are independently | 


| sprung with spiral springs, and the 
rear wheels have semi-elliptical 
springs mounted obliquely for bet- 
ter stability. 

Fluid-Matic and Fluid Torque 
transmissions again are offered in 
the Chrysler, along with a 180- 
horsepower engine. Wheelbases 
range from 125% inches to 145% 
inches, same as in the 1952 models. 

* * + 
_ Chrysler Corp. cars were the 
only °'53 models displayed by 
American manufacturers at the 
show, although Willys exhibited a 
new addition to its Aero line, a 
four-door sedan. 

Nevertheless, there were other 

surprises at the Paris salon, which 


DeSoto Promotes 


Bird to High Post 


DETROIT.—Appointment of F. L. 
Bird as operating manager of the 
DeSoto Wyoming and Warren Ave. 
plants in Detroit 
was announced 
last week by L. 
Irving Woolson, 
new president of 
DeSoto. 

Since 1951, Bird 
had been factory 
manager of the 
DeSoto Wyoming 
plant. 

Also announced 
were the promo- 

F. L. Bird tions of C. R. 
Lautz from superintendent of the 
DeSoto press plant to fatcory man- 
ager of the DeSoto Wyoming plant 
to succeed Bird, and of L. R. An- 
derson from general superintendent 
of second-shift operations to super- 
intendent of the DeSoto press plant 
to succeed Lautz. 

G. S. Pierce was named general 
superintendent of second-shift op- 
erations, replacing Anderson. 


Name PS 





IN AUTOMOTIVE NECESSITIES 


Genuine Lambs Wool 


POLISHING 


BONNETS 


These bonnets are sold direct to car dealers only. For 
that reason, our prices reflect tremendous savings to 
you. They are all first-quality. Satisfaction guaranteed. 


Look At These Savings! 


OUR 
PRICE... 
OUR 

PRICE.. 


gm Pogue’ $18.00 
9" Regus’ $21.00 


$12.50 
$13.50 2" 


per 
doz. 
per 


Specify Center Hole — With or Without Drawstring 


Snap-On ARM REST COVERS 


Tailor-made. Custom-fit. | 
Leatherette top. Packed 
in individual "Collophane | 
ttt ts tRt eee: 

jer 
uets.'37 to °52. Maroon, 
Grey, Green, Blue. Give 
year and name of car 


+8 mete 


Softee Knit a 
ee S| 


| Joma 4" ROUND HEAD MIRROR 


Left or right side. In- 
dividually boxed. Chrome 
plated. Outstanding 
value. 


WHEEL DISCS 


15” and 16” 
4 to a set in cartons. 
Polished Aluminum... 50 set 
Polished Stainless Steel 37-35 = 
White Sidewalls 


ORDER TODAY! euprnee OPEN AOcount TO RATED DEALERS. 
F. 0. B. HACKENSACK, N. J. 


AUTOMOTIVE MANUFA 
29? Main Street 





Coico 


3210 Avenue 


Our New Prices Are the Lowest Yet 


LICENSE PLATE CLIP 
eA A NA 


BRIGHT CADMIUM RUSTPEROOF FINISH 

e STRONG =o SPRING, DOUBLE ‘sor 

e GUARANTEED B AOTURER 

LIMITED 
Enclose Postage 

Attractive Offer for Jobbers. 


DEALER AUTO ACCESSORIES 


CTURERS OUTLET CO. 


Hackensack, N. J. 





















¥ MANUF. 
SUPPLY, ORDER NOW. 
25¢ on All Orders. 





H, Brooklyn 10, N. Y. Dept. AN 4 





;and closed yesterday (Oct. 12). 

Many of the new European 
cars shown had a decided Amer- 
ican accent to their styling. While 
American manufacturers for the 
last few years have been stress- 
ing continental features in their 
body designs, European makers 
have been taking to station 
wagons, “hardtop” coupes, notch- 
back bodies and wrap-around 
windows. 


Of the French manufacturers 
represented, Renault, France’s big- 
gest auto-building concern, and 
Peugeot, one of the top four, dis- 
played models that have gone un- 
changed but are quite up-to-date 
nevertheless. Renault’s Fregate, for 
instance, hasn’t been on the market 
very long. 


| 
| 


* * * 


pron has redesigned the body of 
its Vedette, a small V-8. Instead 
of being a slantback, the Vedette 
now is a notchback sedan and 
blends American styling with a dis- 
tinctive touch of French automo- 
tive fashioning. The grille is new. 
Simca, the aggressive French 
firm connected with Fiat, showed a 
car made completely of plastics so 
that various units were visible. 


Nearly every firm offered its 
own version of the station wagon, 
and a number of new taxicab de- 
signs were based on the station- 
wagon idea. 

I saw a drawing of a new taxi- 
cab which will, in my opinion, come 
much closer to a functional solution 
of the taxicab préblem than any 
converted passenger car. As this 
drawing went to the patent office, 
I cannot describe it here, but will 
gladly relay any inquiry. 

+ * * 


ANHARD, an old name in the 

French auto industry, has added 
a small new taxi to its line of air- 
cooled cars with front-wheel drive. 
The new model features a rear door 
and a luggage rack on the roof. 

Mention of Panhard brings up 
an issue about which the experts 
had much to say, and that is the 
front-wheel drive. Yll_ readily 
agree—from personal experience 
—that front-wheel-driven cars 


Defense 


(Continued from Page 2) 

for building the plane at the Arl- 
ington plant will in no way inter- 
fere with completing the facility. 
Construction of this important 
dual-purpose plant will continue on 
schedule, and we expect to be able 
to begin assembly of Buick, Olds- 
mobile and Pontiac cars at Arling- 
ton by early fall next year, at a 
rate nearly double the volume orig- 
inally contemplated.” 

Meanwhile, Canada is stripping 
her home Army forces of some 
800 World War II jeeps and some 
trucks in a move to speed train- 
ing of the North Atlantic Treaty 
Organization armies, it was re- 
vealed last week. All the jeeps, it 
is understood, will be sent to Eu- 
rope and replaced later with new 
equipment. 


A defense spokesman said a new 


and more powerful type of jeep 
will be delivered sometime next 
year. 
* * * 

RD OF CANADA currently is 

making a small-type jeep for 
that country’s armed forces, and 
Chrysler and GM have been turn- 
ing out military vehicles. 

The Canadian defense spokes- 
man said the decision to sweep 
out the vehicles was taken in the 
face of a shortage of jeeps and 
trucks in European NATO coun- 
tries. 

In the meantime, Army ordnance 
contracts to Michigan industry for 
September amounted to $4,485,568, 
it was announced in Detroit by 
Brig.-Gen. Paul M. Seleen, ordnance 
district commander. 

Largest single award—$674,890— 
went to Chrysler for the design of 
gauges used in making the new 
M-48 Patton tank. 

General Motors’ truck and coach 
division received a $639,763 contract 
for auto parts. Douglas & Lomason 
Co., Inc., received a $634,000 order 
for metal parts for ammunition, 
and a $306,466 contract was 
awarded to Kropp Forge Ordnance 
Co. for forging facilities. 


|opened Oct. 2 at the Grand Palais | 














The New Look Is the U. S. Look— 


Like many of the new European cars shown in Paris, this Talbot Darracq shows the 


influence of American design, 


particularly 


in its ‘“‘panoramique" (wrap-around 


windows. This French luxury car sells for $4,000 to $5,000, depending on whethe: 
it is @ four or six-cylinder model. Talbot Darracq has been producing cars since 1902. 


* * * 


are safer during the winter and 
that this type of drive deserves 
more attention than it has re- 
ceived. 

While I do not believe that a 
front-wheel-drive car is necessarily 
more expensive to produce, I will 
admit that most of the present de- 
signs do have their shortcomings. 
One of these is the greater steering 
effort required, but with the advent 
of power steering, this no longer 
should be a problem. 

It can be said of the French auto 
industry that although the larger 
firms did quite well in 1952, the 
luxury-car makers did not seem to 
share this good fortune, for most 
of them did not produce continu- 
ously and the sales figures were 
low. 

+. * - 

T THE Paris salon, there were 

fewer exhibits by French spe- 


Hartford Dealers Back 


Vote Rides with $2,000 


HARTFORD, Conn.—The 30- 
member Hartford Automobile 
Dealers Assn. will provide 200 
cars and $2,000 to give free rides 
to voters in the Hartford area 
during the forthcoming elec- 
tions. 

Israel Grody, HADA election- 
day committee chairman and 
president of Grody Chevrolet Co., 
says, “We don’t care how the 
people vote—we just want them 
to vote.” 








* * * 


cial-body builders—once so numer- 
ous—and fewer showings of un- 
usual new ideas. 

One of the few really exciting ex- 
hibits was a turbine-driven sports 
coupe, with streamlined body by 
Gregoire and turbine by Emca Co. 
These pistonless power plants, 
which already have entered the 
commercial - aviation field, don’t 
seem to be so far in the future any 
more as far as road vehicles are 
concerned. 

The 100 - horsepower engine 
shown operates on kerosene or 
diesel oil mixed with air and ex- 
ploded by spark plugs. Easier 
maintenance, the absence of a 
radiator and all the troubles that 
go with it, less vibration, and 
better cold-weather performance 
are among advantages claimed 
for the turbine. 

Production models exhibited by 
other European countries included 
virtually all of the German lines. 
However, it was believed that the 
Germans were withholding the in- 
troduction of any completely new 
postwar models until the Frankfort 
show in March. 

* a 7 

yyeecens displayed one of its 

silvery SL 300 sports coupes, 
which have been victorious in so 
many races. There is a persistent 
rumor in Paris that Mercedes has 
a new small car ready for mass 
production which will feature a 
unitized body and chassis-frame de- 

(Continued on Page 49, Col. 1) 
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designed for your 
Customers’ Specific Needs! 
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HERMAN WHOLESALE Refrigerated 


Delivery Body For Store Delivery 


Complete with all equipment necessary to maintain a continuous 40° product temper- 
ature 24 hours per day. Especially designed for store delivery of dairy products 
... meats and other perishable foods. Available as a package—No engineering 
to do with customer. WRITE, WIRE, OR PHONE COLLECT— FRanklin 5300. 








HERMAN BODY COMPANY s. touts 10, mo. 


FOR 


THE HORN CO. 





COMPLETE INFRA- 
No Doubt the Most Modern in the Country 












SALE 
RED PAINT SHOP | 






¢ IMMEDIATE DELIVERY 


¢ LARGE FOSTORIA 
EVEN-RAY INFRA-RED 
OVEN 


¢ SPRAY BOOTH 


© 3 LARGE EXHAUST 
FANS 


© CONVEYORS 
¢ LIGHTS 
¢ PAINT AND MATERIAL 


* CAPACITY—3 CARS 
PER HOUR 















Everything Necessary for a Production Shop | 
COMPLETE BODY - FENDER EQUIPMENT AND MATERIAL 

7035 CARNEGIE AVENUE 
CLEVELAND 3, O. 


UT. 1-5050 
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Paris Gets Chrysler Scoop 
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sign, and a 45-horsepower four- 
cylinder engine with overhead cam- 
shaft. 

Italy was well represented in 
this Paris show by car makes as 
well as by body makes. Fiat had 
something new—a 1.9-liter four- 
cylinder power plant for the mod- 
el 1400. Technicians for another 
firm called this car the best buy 
to be found in Europe today. 

The new engine delivers about 60 
horsepower and comes with a fluid 
clutch, in addition to a standard 
clutch, and with a five-speed trans- 
mission, of which the fourth speed 
is direct and the fifth is overdrive. 
Besides Fiat’s regular 1400 sedan, 
this engine is featured in a “hard- 
top” coupe called the Grand View. 

* « * 

ODY builders showed the cus- 

tom-made type of cars which 

are preferred by a_ small but 


GREY IRON 


| wealthy class of clientele. The styl- 


ing is very much influenced by U. 
S. designs. 
Pinin Farina exhibited a coupe, 


on a Lancia Aurelia chassis, which | 
was accented by about every styl- |; 


ing feature which can be found on 
U. S. cars. The body reminded me 
somehow of an Adler streamlined 
sports coupe which made a hit in 
Germany before the war. This, how- 
ever, is not said in criticism of 
Farina, who remains one of the 
greatest body artists of our time. 

A word must be put in here for 
the Czechs, who have managed, 
despite the conditions prevailing 
in their country, to come out with 
new and up-to-date body styles 
on their Skoda chassis. The car 
now looks a little heavy for the 
rather small four-cylinder engine. 

Getting back to the American 
exhibits, I would like to offer a few 
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Country-Side People 


Important Automotive Customers 


It’s a well-known fact that well 
over half the nation’s car dealers 
and independent repair shops are 
located in places of less than 10,000 
population. 

There’s a good reason why. 

More than half the nation’s con- 
sumers live in this Country-Side 
Market—in trade centers of less 
than 10,000 people, in crossroads 
villages, down country lanes or on 
farms. Car ownership is much 
more prevalent—and much more 
essential—in Country-Side America 
than it is in the City-Side. Nearly 
60 percent of Country-Side families, 
for instance, own cars. This com- 
pares with 40 percent in the case 
of families living in the City-Side 
Market. 

More than half the parts and 
Service sales—a $6 billion annual 
business—is done by dealers located 
in the Country-Side Market. 


The tremendous importance of 
automotive equipment to Country- 
Side families, both farm and non- 
farm, makes the Country-Side Mar- 
ket the biggest automotive market 
in America. Helping the automo- 
tive industry to better reach and 


sell the Country-Side Market is 
the business of Farm Journal and 
Pathfinder, the two most important 
publications in this market. They 
have developed an extremely pow- 
erful approach for _ influencing 
America’s best automotive custom- 
ers—the Country-Side Unit, a 4-mil- 
lion package buy at a package price. 

Like the people of the Country- 
Side Market, farm and non-farm, 
Farm Journal and Pathfinder be- 
long side by side. Farm Journal is 
America’s largest, most successful 
farm magazine. Pathfinder is the 
only dual-appeal magazine which 
specializes in the non-farm inter- 
ests of this great market. Together 
they form an unbeatable combina- 
tion for influencing and selling 
4,000,000 families in America’s best 
automotive market. 

Automotive advertising in the 
Country-Side Unit is the most mer- 
chandisable of any national adver- 
tising, because it covers the best 
customers and prospects of the 
majority of America’s automotive 
shops and car dealers with the 
intensity of a local newspaper, giv- 
ing dealers the local support they 
want. 











Citroen's Redesigned Dashboard— 

An improved dashboard and windshield molding highlight interior changes in 
France's Citroen as exhibited at the Paris show. Other improvements have been made 
in the water-pump and windshield-wiper arrangements. Gear shifting still goes from 


right to left. 

* * + 
well-meant suggestions. Although 
Americans are noted for their 


showmanship, it seemed to me that 
this quality was lacking in the U. 
S. displays. 

* * +. 
c IS not enough merely to place 

a car on view. The exhibit needs 
dramatizing—and it needs some 
English-speaking salesmen at a 
show which attracts so many 
American spectators. 

As for the European buyers, I 
have conducted some little research 
among independent car-manufac- 
turer outlets and have found that 
car sales are not sufficiently sup- 
ported by an immediate parts avail- 
ability. 

If all the manufacturers could 
get together and establish a good- 


Honor for Pioneer 
In Pa. to Climax 
Oil Progress Week 


NEW YORK.—Keyed to the “2 
Equals 3,” the oil industry em- 
barked on its fifth annual Oil Prog- 
ress Week yesterday (Oct. 12). 

“The phrase ‘2 Equals 3’ pinpoints 
the progress that has been made in 
gasoline quality alone for the last 
25 years,” said Charles Z. Hard- 
wick, national chairman of the Oil 
Industry Information Committee, 
sponsor of the observance. 

“It symbolizes what repeated road 
tests have proved—that two gallons 
of today’s gasoline will provide the 
same amount of work-energy that 
required three gallons a quarter of 
a century ago.” 

The climax of the week’s activi- 
ties will take place Saturday at 
Tarentum, Pa., where there will be 
the unveiling of a granite shaft 
dedicated to the memory of W. A. 
(Uncle Billy) Smith, the driller who 
helped Col. Edwin Drake bring in 
the nation’s first commercial oil 
well in 1859. Secretary of the In- 
terior Oscar Chapman and Frank 
M. Porter, president of the Ameri- 
can Petroleum Institute, will be 
speakers, and more than 15,000 per- 
sons are expected to be on hand. 

Other prominent speakers who 
were scheduled to take part in vari- 
ous functions during the week were 
Senator James Duff, of Pennsyl- 
vania; Edward R. Murrow, vice- 
president of CBS; S. F. Skinner, 
vice-president of General Motors, 
and Dr. Marlin Volz,.dean of the 
University of Kansas City school of 
law. 


L-M Switches 
To Wayne Plant 


WAYNE, Mich.— Movement of 
Lincoln-Mercury manufacturing 
and assembly operations to the 
nearly completed plant here was 
scheduled for last weekend (Oct. 
10-13). 

The moving operations were 
planned on an “around-the-clock” 
basis, and it was expected that pro- 
duction would be resumed here 
today. No loss of time or employes 
was anticipated. 


Volkswagen Seeks 


Canadian Dealers 


OTTAWA. — Volkswagenwerk, a 
West German automobile concern, 
is seeking to enter the Canadian 
field with its low-cost line of pas- 
senger cars and trucks. Cost of 
Volkswagen passenger cars starts 
at $1,570 and trucks at $1,945. 

Volkswagen’s current effort is de- 
voted to setting up a dominion-wide 
network of dealers to handle both 
sales and service. 


* + * 

sized parts depot in some duty- 

free zone, from which parts could 
speedily be pulled, owner satis- 

faction in Europe could be im- 
proved immensely. 

Usually, it seems, all import per- 
mits are used to bring in whole 
cars or parts only for the assembly 
of cars. Too frequently, replace- 
ment parts must be ordered from 
the States, and this is the cause of 


much griping by motorists whose | 





DRAIN 


LISLEZA..2¢e 


49 


|| vehicles are laid up while they wait 


for a shipment to come through. 

I have heard discussion of the 
possibility that the Willys Jeep may 
be produced, under license, from 
European-manufactured parts in 
one of the western countries, but 
no confirmation of this report could 
be obtained. 





GM Executives Convene 


At Four-Day Clambake 


LAKE PLACID, N. Y.—Alfred 
P. Sloan jr., chairman of the 
board; Charles E. Wilson, presi- 
dent, and 700 other top execu- 
tives of the manufacturing and 
sales divisions of General Mo- 
tors plants throughout the coun- 
try, assembled at the Lake 
Placid club last week for a four- 
day “clambake” convention. 


The outstanding feature of the 
program was the clambake held 
in a specially-constructed “aero- 
dome” resembling a huge circus 
tent. The corporation also hired 
the Olympic arena for a pre- 
sentation of a private ice show 
and chartered the steamer 
“Doris.” 








PLUGS 





Lisle Plugs help prevent premature wear and 
early failure of gears, bearings, and other pre- 
cision parts, They help to insure smoother, quieter 
performance from your product. A strong, per- 
manent magnet in each LISLE PLUG attracts and 
holds metal particles that flake off moving parts 
and circulate in lubricants. Thus a common cause 


of wear is eliminated. 
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omc |CLASSIFIED WANT AD DEPARTMENT 


Motor Testers 


CHICAGO.—Sun Electric Corp. 
has announced a “unique” moderni- 
zation program which it says will 
enable all users of its equipment 
to keep pace with the latest ad- 
vances made by the auto industry. 

Testers and accessories are now 
available in units capable of test- 
ing both six and 12-volt systems in 
compliance with the manufacture- 
er’s approved methods, the com- 
pany states. : 

Three plans have been devised 


CARS FOR SALE _ 





O. K. AUTO 
AUCTION 





Reaching an estimated 156,000 readers engaged in all branches of the automotive industry from Maine to 
California. Low Rates: TWENTY CENTS (20c) PER WORD for each insertion. Cash in advance. Position 
Wanted Ads accepted at half-rates to encourage this classification for the benefit of our employing 


readers. Count initials and groups of numbers as one word. Ads may be signed with your full name and 
_ in care of Automotive News, Detroit 26, Mich."' add 


4305 Euclid Avenue 
Cleveland, O. 


EVERY 
Tuesday Noon 


ree Stee bet ae be) ee 2 
One Dollar ($1), per insertion for address and extra service as replies are forwarded, unopened, the 
same day received. Display Ads: $11.20 per inch, per insertion. 

WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 











For Reserved Numbers 


for modernizing testing depart- 








DEALERSHIPS AVAILABLE 
JEALERSHIP 





DEALERSHIP WANTED 


INDEPENDENT LINE. | TEXAS CHEVROLET OR MERCURY ceal- | 














i 
— e ; 
AUTO PARTS SALESMEN. Aggressive | I : tegen 4 Phone Endicott 1-5757 i 
ments. salesmen looking for a good future can One of the most accessible and attractive | ership wanted. an handle up to 150 unit 
Plan No. 1 is suggested where the earn $8,000 and up yearly. Curtis Indus-| automobile agencies, established 18 years, deal. Factory approved and waiting. Ab- INSIDE SALE RAIN OR SHINE 
call s lread in- tries, Inc., Cleveland, Ohio, manufac- in the fastest growing town in the Unit- | solutely confidential Wire or write Wil- ' 
present equipment is already : turer and national distributor of automo- ed States with two used car lots. A real | liams, Box 1938, Abilene, Texas. et Auctioneers i 
adequate for the volume of busi- tive parts sold direct to dealers and good profitable business all year-round. | FORD—200-500 units. Cash. Ready to deal HAROLD STRAIT , 
ness. This will enable a dealership, fleets, has porn ~ all parts Suan Good a _ option co. shop, | now. Strictly confidential. Box 1939, c/o| | 
i country for capable sales representatives equippec showroom, yx60’ ; shop, Automotive News, Detroit 26 RAY AUSTIN i 
for example, to consider placing the; ¢ , : remy a 3 al : a t ei 
: ue to expansion and promotion within 40’x80’. No goodwill demanded. Only rent 
present six-volt equipment in the oe ecgentnation. Gemailenion basis. Pro- and security required. Parts, stock and BUSINESS OPPORTUNITIES —_ | 
used-car department and purchas-| tected territory with established accounts. equipment to be taken over dollar for] FOR SAL. Garage building for sale in i 
: : d 12-volt equipment Men selected given personal training in dollar. Owner retiring. Ernest May, 145 small town located between two large 
ing a eee nd customer diag field and paid during a o aise E. Merrick Rd., Valley Stream, N. Y. cities ten miles distant. Suitable for et 
w-car a a Curtis Industries, Inc., ) ‘ ‘ arag inane avy 
for the ne gg a 7 ‘Ohio 100 UNIT DIRECT dealership, handling| C4! franchise on garage business. Heavy BUYING or SELLING 
222nd St., Cleveland 17, Oh 
nosis department. » E. nd St., Cleve . 2 Dekoto-Piymouth. southern Texas, Rich equipment goes with the building. Five | 
‘ - . pd = . . Sé vill é + 945 ’ 
Plan No. 2 eee —~ gen farming oil community. 60,000 popula- a tke tae Sanu =" 1945, Your Greatest Dollar Value’s at 
erous allowance” when e com- tion trade area. Best location. Extra - — - a 


plete old-style six-volt master mo- 


POSITION WANTED 


large showroom and service department. 





USED PARTS and wrecking yard in large 





CARL E. MARKER'S 

































i 
; : rs ee Car lot. No real estate involved. $40,000, southern Michigan city. Four acres land ; 
tor tester is traded in for a new ; P you walk in and I walk out. Must be fenced in. Merchandise, _ buildings and FORT WAYNE i 
six and 12-volt tester, the firm says. hobble seen to appreciate value and location. equipment. Will sell business and real AUTO AUCTION 
Pl No. 3 enables owners to Wanted Ads Must meet factory approval. Write Box estate or sell business and lease real es- f 
an ee ntact : 1942, c/o Automotive News, Detroit 26. tate. Write Box 1946, c/o Automotive Indiana's Oldest Auction 
modernize their existing equipment - News, Detroit 26 a 
by exchanging the replaceable six- DEALERSHIP handling independent line. One of America's Best t 
: : * t motor Finest garage and location in city. Fast- i 
volt units in their presen est growing city in Illinois, approximate- Sale Every Tuesday — 11:30 A. M. 


Auto Agencies—Midwest 


tester for new six and 12-volt units. ly 75 miles from Chicago. Dealership do- 


ing gross business of $500,000 per year. Open All Night Monday 





MANAGER. If you have other interests or S: 25 000 
want to get out from under the pressure, Nets eo a year. wate ae 20 S ' Phone E-1254 Phone E-5209 
I have the experience in all departments years. ease new bu ng. eason Handlin Chrysler-Plymouth near 
Packard to take full charge of your operation. for selling (doctor’s orders). Box 1925, Waterlos: aden and sorvtens: net- 324 West Main Street Fort Wayne, Indiana 


Any line under 300 car basic, anywhere c/o Automotive News, Detroit 26. ting $.5,000. File No. 6195. 
west of the Rocky Mountains. Salary and 3 We Guarantee All Checks 





(Continued from Page 6) 





“ FOR SALE. Dealership, handling Stude- Dealers Onl 
ercentage with opportunity to buy all y 
provements—both mechanical and| Prrrraey cre and complete information baker, in central part of Ohio, 40,000 $27,500 
stylewise—will be described. to your satisfaction on personal contact. population. 150 car contract can be in- Near Chicago; handling Dodge- 


Excellent health, best of references. Box creased. Large, beautiful building with Plymouth sales and service. Excel- 





A stage production, featuring a . used car lot. Well located. Will sell for aa 
sales story, is being planned. The ee ee ee ae ee inventory. Dealer wants to retire. Will Well ace ealiie uae taiedes 
presentation will utilize the Honey| MANAGER or ASSISTANT TO OWNER. | lease or sell building. Box 1933, c/o it eaom innie, file Ne. Sans, 


Automotive News, Detroit 26. — A U T oO er 
| 


-bi i n Pre-war experience in Detroit market as 
Dreamers, a top billed singl s sales and general manager with ‘‘Big 


group; actors, actresses, elaborate 





$41,000 


L Three’’ and independents. Finest record : ‘ ‘ A U C T ] oO N 
stage settings and motion pictures and references, college education and a WHEN BUYING or SELLING . "* Se oy handling 
to show the dealers Packard’s ex-| thorough knowledge of every phase of a ash franchise. New and used 


an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 
411 Curtis Bidg. Detroit 2, Mich. 


cars. Cement block building. Good 

service department. A wonderful 

opportunity. File No. 9052. 
Established profitable businesses are now 
available to discriminating buyers through our 
qualified listings. Complete information, pho- 
tos, sales data and appraisals forwarded 
without obligation. Give price bracket and 
location desired. 


HEINZ, JOHNSON, DUNN’ 
& ASSOCIATES 


LaSalle Chicago 2, Ill. 


dealer operation. Bear okay from several 
“Big Three’’ to operate major outlets. 
Prefer Detroit or Michigan location. 
Write George G. Tasch, 1401 8S. State, 
Ann Arbor, Mich. 


pansion plans. sills 

Broderick comes to Packard 
from a dealership where he was 
an account executive. He had pre- 
viously been a retail sales man- 
ager for a Detroit automobile 
dealer and a zone advertising and 
merchandising manager for a 
manufacturer. He replaces C. D. 
Thomas jr., who recently re- 





HORSEHEADS, NEW YORK 
EVERY FRIDAY 





WORKING AUTOMOBILE sales manager, 
thoroughly experienced training new men, 
desires association where his capabili- 
ties will be rewarded. Box 1924. c/o 
Automotive News. Detroit 26. 





ey 





DEALERSHIP AUTO AGENCY, handling a 


Studebaker. Sales $120,000 year; fully 
equipped showroom, garage, gas station; 
Sohio products; ultra-modern building; 
unlimited car-truck quotas; price $22,500 
plus new-used car inventory. Apple Com- 
pany, Brokers, Cleveland, Ohio. 


IF YOU WANT TO BUY or sell a Chrysler 
Corp., General Motors or Ford deal, we 
can get you quick action. Complete, con- 
fidential service, including financing. |. ; 
Business Investments, 825 Circle Tower, | ("COMe—$35,262. Court will pay all expenses, 
Atlantic 3141, Indianapolis 4, Ind. 


100 UNIT DIRECT dealership, now han- 
dling Dodge and Plymouth. Close to 


cesta eae a 
ATTENTION NEW CAR DEALERS. Will 
operate the used car end of your business 
on a percentage basis. I am thoroughly 
experienced in the conditioning, buying 
and selling of used cars. I can operate 
with just your new car trade-ins or buy 
additional pieces. Best of references, 47 
years old, married. Location of dealership 
does not matter, but would prefer city 
from 30,000 to 200,000 population. Box 
1938, c/o Automotive News, Detroit 26. 


DANVILLE, PENNA. ! 
1 No. ‘ 


EVERY WEDNESDAY 


Rambeau, a member of the Pack- 
ard sales promotion department for 
4% years, has been promoted to a 
newly created position. Before join- 
ing Packard, he had been with an 
appliance manufacturer, an aircraft 
manufacturer and an automotive 
promotion and training organiza- 











You will always find real action at 
both these auctions. 


R. D. WEST, PROP. 


Jos. E. Johnson 


DAYTONA BEACH, FLORIDA 


GENERAL MANAGER with 24 years of 


Tex Rickard 
General Motors experience in retail and 


” HARRY G. ELMORE, Realtor 


tion. 





Two Branch Managerships 
Filled by GEIC Promotions 


General Exchange Insurance 
Corp. has announced appointment 


of two field branch managers. 


wholesale. Have held all positions in re- 
tail, both large and small. Held respon- 
sible position with Chevrolet zone also 
with G.E.I.C. Exceptional character and 
management ability references. Age 40, 
married. J. W. Fenton, 86 Wehrle Dr., 
Buffalo 25, N. Y. 


SALES MANAGER, 23 years’ experience, 
familiar with all phases of automobile 
merchandising. Capable of taking over 
complete operation, appraising and re- 
conditioning used cars and hiring and 
training salesmen to sell new and used 
cars and trucks at a profit in any mar- 





Pittsburgh, Pa. Will not last long. Owner 
has other interests. Must be able to get 
factory approval. Box 1941, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP FOR SALE, handling lead- 


ing independent make new car. Forty 
miles southwest of Chicago. $45,000 will 
handle, subject to factory approval. Box 
1920, c/o Automotive News, Detroit 26. 


DEALERSHIP, Illinois town, 75 miles from 


Chicago. 75 car franchise handling De- 
Soto and Plymouth and New Holland 
farm implement line. An ideal small town 


Motel and Hotel Broker 
942 Edgewood Ave. Jacksonville, Fla. 








DEALER SERVICES 
INVENTORY SERVICE. Parts and acces- 


sories. Top type personnel, organized 
procedures, up-to-date records. Model, 
year breakdown for Ford, Chevrolet, 


L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot’s Inventory 
Service, 124 S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 





Auctioneers 











ATTENTION! 
USED CAR BUYERS 


We currently have for sale a nice selection 
of low mileage 1950 and 195! Chevrolets, 
Fords and Plymouths in coupes, two and four 
door sedans. 







































he oneie ' iv { \ , ket. Box 1936, c/o Automotive News, De- ee asta 1943, ¢/o Automotive Th 
HK | Tal a H i | \ troit 26. ? —_. = , INVENTORY SERVICE ese cars can be seen at— 
SERVICE MANAGER. Over twenty years’| AGENCY, handling Studebaker. Closing Parts and Accessories Depts. ROBINSON AUTO RENTAL, INC. 


automotive experience with GM dealers| Out. Everything must be sold. Bins, tools, 


Full-time experts. No pickup, part-time help, 
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in service, technical, mechanical and pub- lube equipment, signs, jacks, etc. At| confidential and unbiased. Certified reports Please note change of address 
meer TCI CT lie relations. Service manager and fac- _ — Box 709, Fostoria, Ohio. | aiso special buy-sell service. Experienced | 29 ¢ 
ios Gane guna. “einewind. one 5975. organisation — in” bucinese hese Tesh teed | 229 S. HANSON ST., PHILADELPHIA 39, PA. 
F 41 years of age, excellent references. | BIG THREE DIRECT dealership. Located | booklet on Parts Department operation sent 1 i 

si’ eae Southern states preferred. Box 1935, c/o live west Tennessee city. Ruseitent build. on request. Call or write for service details = — ey ean 

Automotive News, Detroit 26. ing and facilities. Well trained staff. Automotive Inventory Service Co. Phone: Granite 2-3013 
SERVICE MANAGER. Formerly employed Parts and equipment at inventory. Own- | 10040 Freeland Detroit 27, Mich. WE 3-6449 

as service manager for two of the lead- er has other interests. Replies kept 
ing distributors in the east. Presently strictly confidential. Box 1944, c/o Au- 
employed as insurance adjuster. Want to tomotive News, Detroit 26. 
make change for position with future.| FOR SALE. Leading independent dealer- i 
Box 1917, c/o Automotive News, De- ship in Texas. Very close to city of half- INVENTORY SERVICE ATTENTION DEALERS ee 
troit 26. million in city of 12,000. Thirty miles of 


Large and Small Dealerships 
inventories taken, price extended and sum- 
marized within 24 hours. Expert partsmen 
do all the work. Accurate, unbiased and 
Inventories accepted by all 
accountants and by the government. 


ALLIED INVENTORY CO., INC. 
1831 E. 79th St. Chicago, Illinois 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery Like New 
BUY NOW AT LOW PRICES 


department finest recreation area in south. Fishing, 
hunting year-round. Low overhead, excel- 
lent lease. Should pay out in six to eight 
months. Box 1940, c/o Automotive News, 
Detroit 26. 


DEALERSHIP WANTED 
BIG THREE DEALERSHIP wanted within 


QUALIFIED GENERAL MANAGER for all 
departments of your business desires con- 
nection with aggressive retail dealership 
in city 10,000 to 100,000 population. Suc- 
cessfully operated General Motors and 
Chrysler agencies with outstanding rec- 
ord as a sales producer and organizer. 
Now located in Chicago. If you need re- 


AUTOMOTIVE NEWS 





HELP WANTED 


WANTED—Executive salesman with pilot 
and administrative ability to represent 











one of the biggest transportation equip- liable and experienced management in een — _— — a. 54 ESsex 5-8300 1949 - 1950 

ment manufacturers in the United States. your organization, please reply to Box 4-6754 os - Atkins Plymouths — Fords — Chevrolets 
Box 1931, c/o Automotive News, De- 1937, c/o Automotive News, Detroit 26. ‘ 

troit 26. 








THE R. A. AGENCY 


54TH & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 


Morris Freedman, Mgr. 
SARATOGA 17-2300 SHERWOOD 7-1700 


AUTOMOBILE DELIVERY SERVICE 
ANYWHERE 
NEW or USED - FACTORY or DEALER 
Complete information on request 
DETROIT DRIVEAWAY SERVICE 


712 EMPIRE BUILDING 
DETROIT 26, MICH. 


WANTED AUTO AGENCIES 


We have qualified buyers for all size auto 
agencies throughout the United States. All re- 
plies held in strictest confidence. 


DAVID JARET CO. 
Established Over 29 Years 
150 Montague St. Brooklyn 2, N. Y 


ATTENTION AUTOMOTIVE PARTS 

MANUFACTURERS AND AGENTS 
Sales engineer, college graduate, Five years 
automotive experience with prominent original 
equipment and replacement supplier. Desires 
sales position with company supplying ''Big 
3." Would be very interested in representing 
out-of-town firm or partnership with manufac- 
turer's agent. Can furnish superior references 





AUTO SALES MANAGER 


Large Detroit Chevrolet dealer needs top 
quality sales manager to direct the selling 





WO. 2-6095 

























. as to character and accomplishments. ULster 2-5600 
of new cars and trucks. This man should] g., 1950, c/o Jems Vises, Detroit 26 KEN SCHAEFER'S 
be qualified to trem, motiverte, imspire COC | The Only Indiana 
lead a good, hard-hitting sales force. eee eases GM or FORD ROLLS-ROYCE, 1940, 12-eylinder ares ; AUTO AUCTION ; 
: : : a meee LA dan with custom built body by Barker. n Continuous Operation Since 194 
Reply with complete business history. NEW YORK'S OLDEST Studebaker deal. 200 OR MORE UNITS 


Black finish, practically new tires. Gen- 
uine leather in front compartment, deep 
cushioned broadcloth in rear with two 
jump seats. An exceptionally well kept 
automobile which is being offered for 
sale by the original owner. Best offer 
will buy this beautiful motor car. 
mit your bid in letter to Box 1921, 
Automotive News, Detroit 26. 


EVERY THURSDAY 


Dealers Meet at the Cross-Roads of Ame: ca 
INDIANAPOLIS, INDIANA 
Art Grandi, Auctioneer 
CORNER CAPITAL AND MORRIS STS. 
Market 8541 — Belmont 0151 
IN THE HEART OF INDIANAPOLIS 


Confidential. ership. Excellent reputation and prestige. 
Ideally located in both Manhattan and 
Bronx—two showrooms. Modern service 
a square feet. Latest equip- 
ment. Will lease or sell building. Priced 
right. Terms can be arranged. The Coh- provel essured. - ‘ 
Ler Corporation, 529 West 130 St., New | 8ox 1930, c/o Automotive News, Detroit 26 | 


York 27, N. Y. | 


Partnership deal wanted — Buy in on retiring 
partner. Take active management. Am present 
owner of small dealership and want to ex- 
pand. Have $200,000 cash and factory ap- 


operas 
Box 1949, c/o Automotive News 
Detroit 26 


Sub- 
c/o 











PARTS FOR SALE 
SEAL ED PROPOSALS for the purchase of 


CARS FOR SALE 





° new, unused excess materials being 
Ben Fishel offered for sale by Panama Canal Com- 
pany will be received by superintendent 
A + A ti | of storehouses, Panama Canal Company 
uto uction | Balboa, C. Z., until 10:30 A.M. Novem- 
| ber 14th on circular No. 24, part I; No- 
SALE EVERY TUESDAY | vember 18th on circular No, 24, part II 
| (refrigeration equipment parts; plumbing 
: : | supplies); November 21st on circular No 
Rain or Shine 25, part I (Chevrolet parts); November 
| 25th on circular No. 25, part II, (Dia- 
DEALERS ONLY | mond T,. Dodge. Plymouth parts); No- 
} vember 28th on circular No = — III | 
(Ford, autocar parts); December 2nd on 
Hube Elliott and Hugh James circular No. 25, part IV (Intl. truck 
Auctioneer parts, Gar Wood load packing truck 
parts, carburetors). Blanks and informa- 
TONEY LEVILL, MANAGER tion relative to these offerings may be 


obtained from Panama Canal Company 
24 State St., New York, N. Y. 


Oldsmobile 
Parts 


24 HOUR DELIVERY SERVICE 
e 


WRITE — PHONE — WIRE 


for USED CARS 
WHOLESALE 


Late Models at Two 
Big Locations 


GAGE & DRUMMY INC. 


21710 WOODWARD AVENUE 
DETROIT 20, MICHIGAN 
JORDAN 4-5600 


Phones 222-223 


2nd and Ohio Cairo, Illinois 


AUTO AUCTION 


TIM ANSPACH 


"Midway", Stop 20 


Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A, and N.A.A.P.A. 


CARS WANTED 


NEED FIVE TO FIFTY Fords, Mercurys, 
Buick Specials with radio, heater, 
straight drive. These cars will not be 
resold above OPS ceiling prices. Write 
Box 1947, c/o Automotive News, De- 
troit 26. 





NEW FORDS WANTED 


We will pay $100-$150 over dealer's invoice 
for new 1952 Fords. 

“We guarantee that these cars will not be 
resold above OPS ceiling prices." 


KENTLAND AUTO SALES, INC. 
Kentiand, Indiana Phone 450 


MERCURY DEALERS 


WE HAVE REPLACEMENTS FOR 


8M7650-A 
Lots of four or more 
+10° 


Delivery week of October 20th 
Deposit of 25% required with orders 





. 


Automotive Transmission Co. 


DETROIT 21, MICH. 


17570 LIVERNOIS 
Diamond 1-1510 








MORE MILES PER DAY THE "RED ARROW" WAY 
RED ARROW TOWBAR 
WILLIAMS AUTOMATIC BRAKE 


*® Quick Attachment — PRICES — 

(No wrenches) TOWBAR only .....n2cn-cesco-seeeeeeeee $45.94 
%* Rugged Construction TOWBAR (with cables) ........ 51.22 
*® Proven Dependability TOWBAR (with Automatic ie 
© Giver Couitome ha ie ede Tex) 
* Most Popular *Williams Automatic 
* Most Copied I TEND cccnercnsectensecensnssesniece 18.42 


* Proven Safety *Can be attached to Any 
* Nationally Used RED ARROW Towbar in service 


THE ORIGINAL "VEE-TYPE" TOWBAR 


Proved with use — Improved with experience 


This is YOUR Towbar—incorporating features most requested through Field Surveys. 
Complies with 1.C.C. Requirements — Vehicles to 5,000 pounds. 


IF YOUR JOBBER CANNOT SUPPLY YOU WITH THE RED ARROW 
WRITE US FOR INFORMATION ON YOUR NEAREST DEALER. 


WOOD - WILLIAMS - COPP MFG. CO. 


5239 W. Michigan Ave. Ypsilanti, Michigan 
Phone 3240 








PARTS FOR SALE 





FORD 
WHOLESALE 


PARTS 


“WORLD'S LARGEST DEALERS" 
“WORLD'S LOWEST PRICES" 
Transportation Paid on COD Shipments 


| 
| 
| 


| Same Day Service 


HULL-DOBBS, INC. 


Fort Wayne, Ind. Ph. E-5341 








PRECISION REBUILT 


HYDRA-MATIC 
TRANSMISSIONS 


DYNAMOMETER TESTED 


Performance guaranteed equivalent to a 
new unit. 

Complete stock Hydra-Matics for all cars 
OLDS and PONTIAC 1940-1948 — $99.50 
| exchange. 

Catalog sent on request. 
SHIPPED ANYWHERE — SAME DAY 
Write—Phone—Wire 
Ace Automotive Products 


5416 N. Broadway Chicago 40, Illinois 
Phone: Longbeach 1-1773 








BUICK 
WHOLESALE 
PARTS 
ONE OF THE EAST'S 
LARGEST INVENTORIES 


Same Day Service on Mail Orders or 
Phone Calls — All Shipments C.O.D. 
Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 
“Buick's Largest Dealership" 
NEW YORK 19, NEW YORK 











Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the middle 
west. Shipments made promptly. 


GREBE OLDS 
3400 S. Kingshighway 
Flanders 0800 St. Louis 9, Mo. 








PARTS WANTED a 
WANTED—1951 or 1952 Plymouth 2-door 
body. Please write to Auto Acceptance 
Corp., 2719 W. Wisconsin Ave., Mil- 
waukee, Wis. 

TRUCKS WANTED 











USED JEEPS WANTED 
We Pay Top Prices in New 
York and New England 


Write or Phone Gaspee 1-4848 


ALBRIGHT MOTORS 
119 Snow St. Providence 3, R. I. 








WANTED. Used Dodge power wagons. Any 
dealer who desires to wholesale a quan- 
tity at a reasonable price, write Bleck 
Motor Co., 5122 S. E. McLaughlin Blvd., 
Portland, Ore. 


BUSES FOR SALE 


NEW SCHOOL BUSES—Dodge, Reo, GMC 
International Harvester, Ford, Chevrolet 
Studebaker, White. Immediate deltvery 
in sizes 48, 54, 60 and 66 passengers 
Late model used buses. 1950 GMO, 1948 
Chevrolet, 1947 Ford, Pony Cruiser (25- 
Passenger), Yellow Cruiser (28-passen- 





Immediate Delivery 


Transit Sales and Service, Inc. 
fF. T. Mee, Jr. 


Danbury, Conn. Tel. 8-5645 





BUSES WANTED 
NEW SCHOOL BUSES wanted. Ford, 
Chevrolet, GMC, International, 42 to 60 
passengers. Cash waiting. Box 1948, c/o 
Automotive News, Detroit 26. 


SHOP EQUIPMENT FOR SALE 


FORD DISTRIBUTOR STROBOSCOPE 
model No. 12000. Ford distributor strobo- 
scope and lab tester. Set model No. H-1 
No. 9. Ford diagnosis tester set model 
No. 6999-No. 11. All three for total of 
$100 f.0.b. Cleveland, Ohio. We will crate 
for shipment. Euclid Ford Co., 495 E. 
185th, Cleveland 19, Ohio. 





| 





ger). ational Bus Sales Co., Inc., 101 

N. 33rd St., Philadelphia 4, Pa. BAring 

2-7605. 

SCHOOL BUSES 
NEW 

5 Ford F-6 4u | 
2 GMC 457 54 
2 Dodge JS212 54 
1 Dia. T 520 54 
2 Reo E121 54 
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SHOP EQUIPMENT WANTE pd 
Portable crankshaft grinder in 











WANTED. 
good condition. Markus Motor Service, 
Inc., Lowell, Mass 

ANTIQUE C ARS FOR SALE 

| FOR SALE. One of the first Pontiac tour 
door sedans—built in 1927 It is in per- 
fect condition. Has been used in parades 
and displays during Pontiac announce- 
ments. Great attention getter City 
Motors Sales Co., 275 River Drive, Pas- 





saic, N, J. 


MISCELLANEOUS 


AS NEAR AS YOUR PHONE 


Automatic BraKin¢ 


WITH BRAKE HOOK-UP 


ONLY .. °51% sus 


Meets 1.C.C. Strength Requirements 
ee ee e 
COMPLETE with 


Guide Cables and 


BRAKE HOOK-UP . 
Meets ALL 1.C.C. Requirements! 


$19.50 
$42.50 


QUICK-TOW, — 
to-Bumper Tow Bar 
TRI-KING a Hook-Up 
Intra-State Tow Bar 


(Folding "V" Type) 


ALL MAKES TOWING 
EQUIPMENT 
FOR AUTOMOBILES AND TRUCKS 


—SPECIAL— 
Protecte Covers (Tailor Made) .... 


Carrying Bags 
SAFETY CHAINS, set of 2, only .... $2.50 


WE STOCK ALL TYPE PARTS 


FOR IMMEDIATE DELIVERY 
All Prices Include 8% Fed. Excise Tex 
e e * 


TOW BAR SALES CO. 


Exclusive Factory Distributors 


AN 3-8888 ’ {Mo 4-4486 
DE 2-0700 Nite 1DO 3-8373 


40 So. Clinton St., Chicago 6, 1M. 


$6.98 





8 out of 10 
DEALERS PREFER 


THE ENTIRELY NEW 
MOTO-MATIC 


TOW e GUIDE 


WITH 4 CONTOUR GRIP 
BUMPER COUPLERS 


NO ADAPTORS NECESSARY 
Meets 1.C.C. Strength Requirements 
FACTORY 


NET PRICE *44* 


LIBERAL QUANTITY DISCOUNTS 
TO AUTOMOTIVE JOBBERS 
AND DISTRIBUTORS 


Federal Tax 
Included 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 





MISCELLANEOUS — 


AUTOMOTIVE 
MARKET REPORT 


presents a special six-month 


subscription offer for only 


$5.00* 


Regular rate—$15.00 per year 


Yes, 6 months of America's most 
authoritative and up to date whole- 
sale price reference brought right 
to your desk every two weeks in 


this special offering. 


AMR is the only paper in the in- 
dustry with the RECAP of Market 
Averages—a compilation of aver- 
ages compiled from thousands of 
actual transactions—and placed at 
your fingertips in an easy to read 
manner. 


Now in its second year, AMR 
has already proved its worth 
to thousands of dealers every- 


Fill in and mail to 
AMR, P. O. Box 630, Butler, Pa. 


Please send me AMR on your spe- 
cial 6 month offer for which my 
check for $5.00 is attached. 


[] Dealer 
C) Financial [ ) 
*This offer expires Nov. 1, 1952 


[|] Manufacturer 


Insurance 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce §&t., 
Lynchburg, Virginia. 

FOR PRESTIGE, 
ecards. 1,000 postpaid 
for free samples. Business Cards, 
8066, Albuquerque, N. M. 


use embossed business 
$3.85. Write now 
Box 





$100 REWARD 


information leading to recovery of 
DARK GREEN, 1949 FORD, CLUB COUPE. 
Green seat covers, Alabama license tag 


28C 2961, motor number 98HA 614314. 


Steel City Oldsmobile 
Co., Inc. 


For 


Phone 7-8154 Birmingham, Alabama 





NEW LINES WANTED 
MANUFACTURERS REPRESENTATIVE 
wants items from manufacturer to sell 
automotive dealers. Box 1934, c/o Auto- 
motive News, Detroit 26, 








ihe @ ee ee OM 
New Subscription Order’ 
| 

Send Automotive News to Address Below | 

for One Year $8 [_] or Two Years $14 [] 

for which check is attached [[] or send bill [] 

| 

AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. | 

Ws canta tokserst sean enact 
sagkwaeeseaeacaa Wik sau anes cod Menu cereicnenst ees ee ! 
| 

Siskavause died beadtEsee true ndeeuaiaa adi atuesciace | 
ND NNN iui a dana Skaaaw ae Waleee sh ateaeaiecdaews iat ME ces ! 
Ns ae ee aa yas aa eat ria kina eiauis G0 so onsa cea | 
TRADE CONNECTION: 

Car Dealer (] Truck Dealer [] Manufacturer [J | 
Jobber [] Insurance [J Financial [) Supplier [J i 

MGR GO GOI 6 5 ao. 0'0 sc ctnos sa cacadsedanens Dancin nina 5654940044 c00Rn aan 
10-13-52 | 
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TODAY, after fifty years, automotive technical and research men are still in constant search 
of product improvements. No finer tribute could be paid to BLUE CORAL... 

as their search has not led to a better product. Like a BLUE CORAL Treatment .. . it has 
successfully withstood the test of time. That's why car dealers the world over can recommend 
with confidence a BLUE CORAL Treatment as the best formulated method for the 
preservation of any automotive finish. Prove to yourself how BLUE CORAL service can 


add to your dealer prestige and promote better customer relationship. There's no substitute 
for a Blue Coral Treatment .. . Search the World Over! 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment WHITE PLAINS, NEW YORK 





